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SALES TRAINING BULLETIN » i ¢ 


How do you rate on your 
Sales objectives ? 4 


Answer true or false 
to the following statements. . . and be honest! 
TRUE FALSE 


The only profitable kind of sales worth going afte r [ ] [ ] 


are major pieces of office equipment. 


Why bother with erpendables — even with repeat [ ] [| pe 
business the volume is insignificant. 4 
Carbon Paper isn’t a fast moving item, accord- [ | [| a 


ing to most dealers. 


If you answered true to any or all of these statements, no 
wonder you haven’t been making the sales you should. We 
don’t mean you should ignore the major office equipment 
sales, but we don’t think you should ignore the “‘smaller”’ 
ones either. One office machine, in six years’ time, will use 
more than its original value for carbon papers and ribbons 
alone. Successful dealers report turning over stock on these 
“bread and butter’’ items six or more times a year! Here is 
real selling that repeats and repeats. 


How do you rate on product information about 
Webster MultiKopy Durametric Carbon Paper? 


Answer true or false to the following statements: 
RUE FALSE 


4 


Webster makes the only carbon papers with the 
Micrometric edge. 


MultiKopy Durametric resists curling even in 
the most extreme temperatures. 


MultiKopy Durametric uncoated scale edge 
means clean, quick carbon removal. 


Ub oU Oo 
LJ 


MultiKopy Durametric assures neater, better 
spaced letters. 


If you answered true to these four statements, you really 
know your product. If you didn’t maybe you can improve 
your sales by knowing more about Webster’s MultikKopy. It 
stands to reason that you can’t be convincing to a customer 
if you aren’t sure of the facts yourself. 


Webster MultiKopy Durametric has the edge over competition 
SELL THE PROFIT LINE...SELL 


Webster’s 


CARBONS AND INKED RIBBONS 





F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 
Webster warehouses in New York «+ Chicago «+ Philadelphia + Pittsburgh + SanFrancisco + Cambridge 











Office Appliances 


Edited for Retailers of Office Supplies, Office Machines, Office Furniture 
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Random Notes 
IN THIS ISSUE 


Despite the progress of office auto- 
mation the volume of business pape rwork 


mounts daily. In 1940 ten out of every Business Forms Sell Best When You Sell Ideas To Save Money, 
100 workers were engaged in clerical Time and Space. A staff report of the James A. Head & Co. 
activities. Last year the average was slight- successful operation in Birmingham 20 
ly more than 16 out of every 100. Were 
it not for the business computer the ratio Wood Makes Business Forms a Vehicle for the Procedure. How 
would have been much higher. Hope for a specialist operates in Park Ridge, Ill. 24 
reducing the ratio resides in the fact that 
the business computer, as such, did not Business Forms Can Be a Printing Specialty. How Doubleday 
exist prior to 1950. Bros. & Co. of Kalamazoo, Mich. built a reputation 26 
a.m 
Ruling by the Internal Revenue De- . : ; ; 
pois. : rr Make Mine Suburban. A comprehensive view by John R. Ridley 
partment last fall that all reimbursed ; call f 
of the processes involved in meeting today's challenge of a 
business expenses must be recorded in ; 2 
growing suburbia 8 


income tax returns is an example of how 
mountains of paperwork came into exist- 
ence. Somewhere between 8,000,000 and 


Music, Stage Stars on NOFA Program. What's ahead for 


17,000,000 people will be making out convention and exhibit 36 

expense records in duplicate every two 

weeks on the average in 1958. To help | His Business Adds Up Because His Mechanics Are Businessmen. 

the tax-payers involved simplify their Von Soosten & Co. of St. Louis has a unique operation 42 

tasks a number of business forms manu- 

facturers designed and printed expense Cycle Billing for Business Accounts. Time and money are saved 

forms which will be in wide use in 1958 by Smith & Butterfield through mechanized system 48 
A much more significant contribution 

than expense forms was made by the | How To Plan for a Store Opening. Bill Hammon gives some 

business forms manufacturers in 1957. timely advice on promotion and open house programs 52 


As a group they designed and produced 
millions of forms for payrolls, invoices, 
inventory control, and myriad other ac- DEPARTMENTS 
counting records. Through co-ordinating 
forms and creating systems of record 


keeping this division of the office equip- pre Sa Te 38 NOMDA News rar’ * 
ment industry saved American business Advertising Clinic 140 News Notes 
countless hours and innumerable expense Appointments 134 Canada 186 
dollars. Dates to Remember .... 144 New England 166 
e Deaths ; ; ; 152 Fourth District 168 
_ Editorials ‘ow EE i oe Fifth District 174 
While most office machines held their Gan to? 166 Sixth District i78 
own in units of production in 1957, type- Here and There 14 Seventh District 180 
writers established a new record. Best Industry Meetings 92 Ninth District 182 
estimates indicate a total of 1,600,000 Industry News 103 Eleventh District 184 
In Other Lands a 90 ‘ : 
machines, compared to 1,362,000 in pe rane 12 OA's Press Time Bulletins 5 
1956. Portable typewriters represented a Lost Sales Quiz 130 Office Planning 31 
major portion of the production 950,- Men on the Move 156 Patents 193 
000 in 1957 and 719,000 in 1956. New Catalogs 85 Sales Stimulators 82 


- New Products 56 State of the Industry 18 


The interior designer and decorator is 
becoming increasingly important in the 
field of planning and equipping offices. 
Many office furniture dealers now have 


‘ ett? o Editor and Publisher: John A. Gilbert 
two or three or more full time designers PY vs 
on their staffs. An interesting sidelight i): Editorial Director: Art Director: 
is that just before the close of 1957 the “oene* Walter S. Lennartson Leonard Schimek 
United States Department of Labor offi- 
cially designated the term, “interior de- Managing Editor: Service Bureas Manager: 
signer and decorator’ as replacing “in- ae Clarence O. Schlaver Richard G. Johnson 
terior decorator. QD: Associate Editor: Market Analyst: 

or Robert Minor Peter B. B. Andrews 


F a 
Wilh & Lorena WOR Change of Address—Piease send new address (together with wrapper carrying old adjress) to Sub- 
Receipt of changes by 


scription Dept., Office Appliances, 600 W. Jackson Bivd., Chicago 6, II! 
Editorial Director the 10th of the month will assure correct addressing of next issue 
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Treasurer: Richard M. Daugherty 
Circulation Director: Stanley Roy 
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OFFICE APPLIANCES was founded by George H. 
Patterson and developed through 34 years by 
Evan Johnson. 
Published on the 23rd of each month preceding 
the month of issue by The Office Appliance Co., 
600 West Jackson Boulevard, Chicago 64, III. Cable 
address: Applico, Chicago. Phone: DEarborn 2- 
3206. 
ESTABLISHED 1904: Succeeding and embodying 
American Stationer, New York, established !873 
the original trade journal! serving the stati-nery 
field; Typewriter Trade Journal & Office Systems, 
New York, 1904; The Office, Franklinville, N.Y., 
1904; The Office Appliance Journal, Chicago, 
1995; Business Equipment Journal, Chicago, 1908; 
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SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use of sub- 
scribers and advertisers. |t answers in- 
quiries pertaining to the field, furnishes 
names of manufacturers of office supplies 
and equipment, and aids dealers in secur- 
‘ing lines, without charge. 














In This Issue 
... don't miss 


A system isn't "just a few 
pieces of ruled paper and sym 
bols'’ to James A. Head of 
Birmingham, Ala. “Rather, the 
creative business forms and sys 
tems sales come when a sales- 
man designs a form which 
meets the office machines’ size 
requirements and productive 
capacity and which can be 
economically housed with that 
equipment." Such is the reasoning behind this office sup- 
plies and equipment dealer's success in business forms. 
He believes in going out and selling ideas. The success 
story, too, of a business forms specialist company, Wood 
Business Forms, Park Ridge, Ill., is told in this issue. Like- 
wise, business forms special feature treatment includes 
recital of the methods employed by outstanding forms’ 
printers, Doubleday Bros. & Co., Kalamazoo, Mich. Pages 
20-27. 





N. H. Von Soosten, the cigar- 
smoking office machines dealer 
of St. Louis pictured here (and 
a figure skating enthusiast, too, 
we might add) has some origi- 
nal ideas of merchandising. He 
sells no typewriters, but concen- 
trates instead on the sale of 
machines which add. All of his 
mechanics are businessmen — 
they go out and sell the ma- 
chines which they service. He doesn't concentrate on 
brand names, but instead on categories of machines. 
It all adds up to a successful operation and one which 
will interest his fellow dealers. Pages 42-45. 


Next Month... 


The April issue will have an office furniture theme and 


will be distributed at the NOFA convention in Philadel- 
phia. With four-color photographs on the front cover and 
illustrating the feature section, this: promises to be an 
outstanding presentation. A new survey of office furni- 
ture merchandising, a profile of the designer-color co- 
ordinator employed by many dealers today and an out- 
standing article on color will highlight the issue along 
with material. of interest to the office supply and office 
machine dealers. 
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THE HOWARD CO., Midland, Tex., will soon 
complete a new building at 410 S. Pecos 
St. in Midland. With more than 12,000 
feet of floor space, it will be the 
first unit of an expansion program un- 
dertaken by Ray Howard and his asso- 
ciates. Soon to be started is a large 
warehouse at the other end of the block 
which will enable the printing sta- 
tionery company to carry larger 
stocks. 





ALBERT W. VANDERHOOF, president and chair- 
7 man of the board of 
Standard Duplicating 
Machines Corp., was 
accorded more honors 
by his alma mater 
when trustees of 
Tufts University 
elected him a trustee 
for life at a recent 
A. W. Vanderhoor Meeting. Seven years 
ago there was con- 
ferred upon him the degree of honorary 
Master of Arts at Tufts. Mr. Vander- 
hoof is a past president of the Office 
Equipment Manufacturers Institute and 
a director of Columbia Carbon Corp. 





LOUIS K. BLEECKER has been elected vice- 
president of the Royal Metal Manufac- 
turing Co., it is announced by D. 
Dadourian, Royal president. He will 
continue to co-ordinate industrial 
and employee relations for the entire 


organization. 


PHILIP M. TALBOTT, president of the Chan- 
ber of Commerce of the United States, 
will highlight the 12th annual NOFA 
convention in Philadelphia March 28- 
351 with a major address. He will speak 
on retail marketing at the annual ban- 
quet on Saturday evening, March 29. 
Chairmen of the March 29 breakfast 
workshop sessions will be William 
Cole, Walsh Brothers, Phoenix, Ariz., 
for dealers; J. Lou Mann, Sturgis 
Posture Chair Co., for manufacturers; 
and Milton Stone, Stone-Newman Asso- 
ciates, Inc., New York City, for the 
representatives. 





JERRY J. SANTRY, eastern sales vice-presi- 
dent of The Boorum & Pease Co., died 
February 4 at Richmond Va. Funeral 
rites were held in Brooklyn February 
Te 
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Late and Important News for Our Readers 


NEW OFFICERS of the consolidated McClain 
Hedman & Schuldt Co., St. Paul, Minn. 
(see page 122) will be Leslie 
Schuldt, president; Robert C. Haag, 
vice-president and sales manager; 
Sterley F. Jerue, chairman of the 
board, and Robert S. Jerue, executive 
vice-president and general manager. 





Leslie Schuldt Robert C. Haag 





Sterley F. Jerue Robert S. Jerue 


APPOINTMENT OF F. M. Miller as sales man- 
ager of the International Division; 
Royal McBee Corp., has been announced 
by A. F. Niendorff, vice-president in 
charge of international sales and 
production. 





THE NATIONAL OFFICE MACHINE DEALERS Asso- 
ciation announces that the 1960 con- 
vention will be held at Hotel del 
Coronado, near San Diego, Calif. In 
1961 the meeting will be at Grossing- 
er's in New York, 90 miles from New 
York City. 





UNDERWOOD CORP. has named Frank E. Beane 
as president and chairman of the 
board, succeeding W. E. “aenglein, who 
resigned December 19, 1957. 





ROYAL MCBEE plans to enter the field of 
small and medium size electronic data 
processing equipment before the end 
of the year, says the Wall Street 
Journal. 





REFLECTOR-HARDWARE CORP. announces the 
opening of a new Pacific Coast office, 
showroom and warehouse at 851 S. Los 
Angeles St., Los Angeles, Calif. 
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Want Ads 


Deadline 10th of month preceding issue date. The rate for age 
advertisements is twenty-two cents a word, mintmum charge $4.00 
payable with order. Add six words if box address is used. 








EXECUTIVE AVAILABLE 





ALES AND MANAGEMENT EXECUTIVE PLANS TO RETURN TO 


TATIONERY INDUSTRY after selling interest in related bus 
n years successful experience in Sales, Sales Man 
+ y Manaaement a mer ted by 3 course r 
Management and Marketing at Rutgers University 
1.S.E. Qualified by performance and training to d 
+ deve pment and marketing Will re cate Best 
Ww appreciate appointment to discuss mutually ad 
ngement. Write Off Appliances, Box C-I5 





FOREIGN TRADE SPECIALIST & COUNSELOR 





N DOING BUSINESS IN EUROPE? Internationa 








er 25 years t experience in the Trice equip 

Europe the end of March: he can assist 

exports (or import negotiating franchise and 

rant nvestigating manufacturing possib ities r 

pean Common Market. Excellent industry connec 

f sent command of German and French lanquaae: 
rker, 4900 Proctor Ave., Oakland 18, California 

SALESMEN WANTED 

AACHINE SALESMAN with knowledae of various makes 

and typewriters. TI p tion will pay wel! and 

penetits ft the right party Draw ng and commission 

and fastest se ng iter n the office machine field 


e. Applicant must be w j work hard to earn good 
T tory already developed. Location Cincinnati, Ob 
Appliances, Box P-181, Chicago 6 








XPERIENCE OFFICE MACHINE, EQUIPMENT AND SUPPLY 
A MAN 4 ver well established territory in Rocky Mountain 
; ' top franchised line: jarantee and commission 
Apr t trictly confidential. Write Office Appliances, Box P 
AL PPORTUNITY FOR EXPERIENCED MAN to manaae office 
Juit t and systems concern in Huntsville, Alabama, the site 
Redstone Arsenal and Guided Missile Schools. Libera! start 

ry and bonus. Unlimited opportunities if you can qualify 

ars including age, recent photo, past experience 

e Appliances, Box P-190, Chicaao 6. 





WN MANUFACTURER OF OFFICE EQUIPMENT 
ALESMEN to call on office equipment dealers and sta 
mid-western states. Send complete resume includ 

rements to Office Appliances, Box P-199, 100 E 


rk ti 





SALES REPRESENTATIVES WANTED 





UIPMENT SALESMEN WANTED — for a new line of 
exiglas Chair Mats. 15 percent commission item be 
pular for executive offices. Phone or write Aluminum 


mpany, Auburn, New York 





Aft . R STAPLES Nationa y advertised manufacturer seek 


ntative for NSOEA Districts 8 & 9, for complete 
deta Write Office Appliances, Box P-!79 





Jistributors in Tennessee, North Carolina, Soutt 
ma and Mississippi for office machines line. Pr 
business. Write Office Appliances, Box P-182 





LINE OF UPHOLSTERED OFFICE CHAIRS AND 

r Middle Eastern Atlantic Seaboard, Southeast and 

ntral states. Good prof pportunity for manufac 

ver their office furniture trade intensively 

f ne you now handie when you write. Addres: 
Appliance Box P-184, 100 E. 42nd St.. New York 17 








B A RER OF BEST OFFICE ACCESSORY in its field 
ed brand already getting big part of the tota 
Office Appliances, Box P-185, Chicago 6 
MANUFACTURER OF STEEL OFFICE CHAIR LINE seeks exper 
f j ntatives. Nationally known chairs, well-designed 
Territories available in New England, Midwest and 
States. Send confidential resume’ of your background 
ed. Write Office Appliances, Box P-186, Chicago 6 
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F YOU NOW LIVE IN, or want t ve in HOUSTON, DALLAS 
FORT WORTH, TULSA, or OKLAHOMA CITY, and if you want 

be home with your family over half the time, traveling away 
from home less than half the time — then the Southwest's fastest 
growing manufacturers’ representative organization has a once-in- 
a-lifetime opportunity for you. Our prestige furniture and related 
nes allow you unlimited earnings on a partnership basis. Experi- 
ence selling office furniture or commercial furniture preferred, but 
more important is the conscientious desire to establish a secure 
future for yourself. Write stating experience and present employ 


ment: P. O. Box 12207, Dallas 25, Texa 


WANTED — EXPERIENCED SYSTEMS MEN or Dealers with Sys 
tems Department to sell our popular line of Multi-rite pegboard 
ystems. A number of choice territories still open. Write for full 
details. The C. E. Sheppard Company, Long Island City |, N. Y 


PROMINENT STEEL DESK MANUFACTURER SEEKS REPRE 
SENTATIVE for Middle West and South Western states. Wil! con 
sider only replies giving all pertinent data including manufac 
turers’ presently represented. Write Office Appliances Box P-193, 
Chicago 6. 


ARE YOU A SUCCESSFUL EASTERN REPRESENTATIVE? Is your 
territory just a little too large for consistent coverage? Or inade 
quate for local sales. If this or other factors make you think it 
profitable to join (new start) or combine with successful team 
(organization) of Office Furniture representatives New York head- 
quarters — then write in all confidence giving view point, lines, 
territory and other pertinent data. We have a lot to offer! Write 
Office Appliances, Box P-196, Chicago 6 


MANUFACTURER'S REPRESENTATIVES 
WE ARE NATIONAL SALES AGENTS IN YOUR FIELD AND 
HAVE AT PRESENT 
Two Lines Available to Office Furniture Reps and 
Two Lines Available to Office Supply Reps 
Most Territories open 
From time to time, we will be adding 
new lines. Please register with us, 
stating the lines carried and types of 
lines for which you are looking. Address inquiries 
to: NATIONAL SALES AGENCY, P. O. BOX 787 
BATON ROUGE, LOUISIANA 


MANUFACTURERS’ REPRESENTATIVES — Leading manufacturer 
of packaged intercom systems seeking eggressive reps calling on 
wholesale office supply and stationery houses and department 
stores. Choice territories available. Reply in detail. Write Office 
Appliances, Box P-200, Chicago 6. 


SALES REPRESENTATIVES WANTED for exceptiona! selling lines 
of office desks and chairs, with delivery schedules that make you a 
hero. National advertising campaign underway. 10 states open in 
North Central area. See our ad on page 138. Write, wire, phone 
— or see us at NOFA Show. Costa Mesa Furn. Co. (A Vista Furn. 
affiliate), 1040 No. Olive, Anaheim, Calif. 


COUNTRY’S LEADING MANUFACTURER OF LAMPS for Sta 
tionery and Office Furniture trade with new expansion program, 
has openings in several key territories for manufacturers’ agents. 
Reply in detail. Write Office Appliances, Box P-201, Chicago 6. 


SALES REPRESENTATIVES AVAILABLE 
MANUFACTURERS REPRESENTATIVE SELLING STATIONERS, of 


fice furniture and machine dealers. Looking for additional lines. 
Two men with 32 years experience covering Eastern Pennsylvania 
Southern New Jersey and Delaware. Write Office Appliances, Box 


C-146, Chicago 6. 


ADDITIONAL LINES OF FURNITURE OR EQUIPMENT WANTED 
— California and West Coast agent. Aggressive sales. Warehouse 
optional — Steel or wood. Write Wholesale Distributors, 618 So. 
Figuroa, Los Angeles |7, Calif. 


IF WISCONSIN, MINNESOTA AND |OWA NEED REPRESENTA- 
TION, write us. We promote furniture only, the way you like it 
promoted. Write Office Appliances, Box C-147, Chicago 6. 


WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — 
consequently our manufacturers get results. Can handle one or two 
additional high grade lines in office equipment field. Write Office 
Appliances, Box C-148, Chicago 6. 


WE ARE INTERESTED IN ANOTHER QUALITY LINE. Close con- 












































WANT ADS, Continued on page & 


7 








WANT ADS, Continued from page 7 


North Dakota, South Dakota, low i Wisconsin. Write Repre 
sentatives Manufacturers Co., P. ¢ Box N 3106, Minneapolis 
Minnesota. 


CALIFORNIA AND WEST COAST R UCTIVE MANUFAC 





TURERS REPRESENTATIVE with ov years experience desires 


to sell one additional major off equipment e. Wr 
Appliances, Box C-151, Chicago 6 


CONCENTRATING IN SOUTH TEXA ieee dutbail GMA al 





fice equipmert and contract dea ne more e needed 
Proven ability, have show room and arehouse. Box 523 Sar 


Antonio, Texas. 





SALES MANAGER AVAILABLE 


STATIONER WITH REMARKABLE RE RI F SALES ANI 
MANAGEMENT has disposed of his | nterest and ava 


able as manager of some estat 





favorably known to manufacturers, + and oth 
expert on sales training, stock tr staloag and promotiona 
work. Plenty of top reference n+ ted primarily . Middle 


West, West Coast or Southwest pat f taking charge of en 
tire operation or department. Add ice pliance 3 


194, Chicago 6. 





POSITION WANTED 
COLOR CO-ORDINATOR WITH EXTENSIVE EXPERIENCE or 


staff of successful office furniture d 





sidering changing to another locatior available immediately 
new connection is right and offer pportunit f working or 
complete office installations. Writ. tice Applia Box P-198 


Chicago 6. 
POSITION AVAILABLE 
OFFICE EQUIPMENT DISTRICT MANAGER F tablished 








territory by nationally known ste¢ fice furniture manufacturer 
Opportunity exceptional for aggre xperienced office furniture 
and system salesman to represent a 58 sr 1 manufacturer. Ex 
cellent opportunity to advance. Must | ygressiv smbitious and 
have successful background. Age 30-4 slary, exper pensior 
insurance and a security and respect enjoyed by few. Give com 
plete history from high schoc 1a end ¢ Replies con 
fidential. Write Office Applianc: x P-183 6 





CHIEF ENGINEER AVAILABLE 
PROVEN RECORD OF ACHIEVEMENT in engineering, tooling 


and production. Extensive experier j 
equipment field. Capable, matur essive executive desires 
position with progressive manufact ary juirements $15 


000. Write Office Appliances Box 49 r 
OFFICE MACHINE MECHANICS WANTED 
OFFICE MACHINE REPAIRMAN Tyr ' snaicean witl 


Underwood Electric Experience istrand Adds pairman witt 
typewriter experience. Good Sala nt 
fice Appliances, Box P-I91, Chicag 


EXPERIENCED NATIONAL CASH Ff ER MECHAN Best 
Proposition. Derler & Company, 317 t., Indg nd 


OFFICE MACHINE MECHANIC: 1 eas ihn dedilitias 
capable of taking charge of shop. W née tom wane tar the 
right man. Harrisburg is an idea nity t work and liv 
Write giving full details, al! reg J in. strict nfidence 
Phillips Equipment Co., 2nd and | ts. Harrisbura. Penna 




















ROYAL AND VICTOR DISTRIBUTOR IN CALIFORNIA wants ex 


perienced mechanic on Victor add nachines, Royal electric 
and all makes manual typewriters. Modern shop. Salary open. State 
qualifications and references. Writ fice Appliar Box P-192 


Chicago 6. 
RETAIL BUSINESS WANTED 


WANTED TO BUY: Smal! to med H pply Busines 
and/or Greeting Card-Gift department in + sn Francis 
Peninsula area. Write Office Applia Box P-197 hicago & 











RETAIL BUSINESS FOR SALE 





TYPEWRITER STORE. Est. 1929 Beact f vely yea 


around weather. Pop. 350,000. Now operating very profitably 

inside sales only, terrific potential { ncrease er wishes ¢ 
retire and will give good proposit nger ma f ability 
with some cash. Write for deta Wyatt, 2415 E. Ocear 


Blvd., Long Beach 3, Calif 
FOR SALE TYPEWRITER & ADDING MACHINE BUSINESS in a 














growing city 50,000, 30 miles from Philadelphia, Pa. W sel 
tT , take an ail round mechnar vith very ttle money 
3s partner. Gr business over 60,000 a year. Write Office Ap 
plianc Box P-178, Chicago 6. 
FOR SALE: Office furniture and supply store in southern Oh 
near large industrial area. Top quality furniture franchises, brand 
name supply T s an unusual opportunity to purchase such a 
mine going Busine Owner wishes to retire. Write Office Ap 
pliances, Box P-187, Chicago 6. 
OFFICE SUPPLY STORE. Texas. 1957 volume $30,000. Good poten 
tial. Only store in town. Ideal man and wife operation. Write Of 
fice Appliance x P-189, Chicago 6 
DFFICE SUPPL Colorado. Sales $50,000 annually x ent 
tentia Owner unable to handle eff ntiy. W acrit T 
$12,000 cash. Write Office Appliances, Box P-195, Chicago 6. 





LISTS 





FREE MAILING LISTS OF 6,730 commercia! stationers and office 


sppliance Jealer Also 8,910 typewriter nd adding machine 
tores. Write for FREE catalogue of lists of retailers, wholesalers 
anutacture titutions, banks, and othe We charae nly for 


addressing. SPEED-ADDRESS, 48-01 42nd St., Long Island City 4 





FOR SALE AND WANTED TO BUY 





WANTED TO BUY: Used Kingsley Stamr 3 machine Advise 
ype available and price. Bell Office Supply 210 N. St. Joe, 








JSED OFFICE FURNITURE in quantity lots available to dealers on 
Whole DB rdan Scheid C & Market Sts St 

L M 

BUY and SELL all makes and models Bookkeepin B g and 


Accounting Mac Wholesale Office Machine 


Fourth St., Cincinnati 2, Ohio. 





FOR SALE: NCR 2000 2-60414, 22115 (145 L 
conditior make offer — Kurtzberg's, 4109 Bell Blvc 
oe 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines 
~ - j 


Calculator -omptometers, Adding Machines, etc., any style. 
Yuote complete description and best AMERICAN BUSI 
NESS MACHINES, INC., 573 Broadway, New York 12, N. Y 





DICTATING MACHINES AND SUPPLIES, largest buyer and seller 
f Parts, discs, cylinders available. Write if 
have late models for sale. Write complete catalog. 
Machine Co., Inc., 65 Madison Avenue, New 


t all makes, all models. 





ELLIOTT-FISHER MACHINES, Calculating machines, adding ma 
hines 3 fice equipment, bought and d. W Crowley 
mpany, 906 Jo. Water St., Milwaukee 





CASH PAID FOR ELLIOTT ADDRESSERS, Varitypers, Multiliths 


KA c . nT 4 
Multiarapt Hand Printing Presses. Ditt Vi srapl a 
. a ; ny: " ~ 
t cash price, deta Dixie Service, King, N. C 





LARGE AMOUNT USED VISIBLE CABINETS, KARDEX, ACME and 
RAND. Variety of sizes and styles. A-| condition, very reasonable 
Everstee! Equipment Company, 69 Spring Street, New York 12 





SUNDSTRAND and BURROUGHS Bookkeepers 


machines indicate Jetails mode seria 














Reminat Jat 
bian Business Machines, 128 Lafayette Street, New York 13 
WILL BUY AND SELL — ALL MAKES CALCULATORS, adding 

hines, bookkeeping machines and othe ffice machinery. Give 
i. ST and serial number 'T de nur ber T po 
bie. We yuote highest prices. International Office Appliance 
Dept. EE, 326 Broadway New York 
WANTED TO BUY: Late model Elliott-Fisher bookkeeping and b 
ng macnine Must be over 300 000 erial number. J & T OFFICE 
MACHINE C 605 W. Washinaton St sao 6 
KARDEX, ACME 311 makes used visible tiling equipment, Th 
and t reconditioned cabinets, pane books, alway n hand 
>pecial service and prices to dealers tor purchase or sale. Get our 
quotatior Chas. S. Nathan, In 548 Broadway, New York 12 
NY 
HIGH PRICES PAID FOR USED BOOKKEEPING MACHINES, a 
makes Burrougt Sensimatics, N.C.R. 3000, 3100, Ren E. Fisher 


Underwood, Brandt Coin Machines. Advise full mode! and seria 


WANT ADS, Continued on pg. 214 
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) 4 what PROTECTALL is doing now... 


DIATE DELIVERY — 
-OF SAFES 


Protectall’s new central warehousing operation at factory head- 
quarters in Hamilton, Ohio means immediate delivery on any 
Protectall Safe in the line. 









The fast pace of the office furniture field today makes swift 
delivery mandatory. Why risk losing an order... Protectall Safes 
can now be delivered to your customer on an immediate basis 
... meeting the emergency when it arises. 


Why not have our representative drop in and tell you about 
Protectall’s revolutionary immediate delivery program. 


PROT ECTALL SA t ES 320 Fifth Avenue, New York 1, N. Y. 




















FACTORY: Hamilton, Ohio DISTRIBUTORS: New York City Chicago Los Angeles Tacoma 
Rr PE om 
| PROTECTALL SAFES 320 Fifth Avenue, New York 1,N.¥. O2 | 
PROTECTALL SAFES | C1) I want more information on Protectall Safes. | 
0 1 am interested in a FREE FLOOR DISPLAY. : 
NAME | 
: COMPANY NAME 
a division of The Mosler Safe Company | STREET ADDRESS | 
THE GREATEST NAME IN SAFES | 
| city ZONE STATE | 
a IS Ie De ele GC Ol Ee |= cme mea a ar Ie 8 OC OLS OU eit oe 


Visit our exhibit No. 77, NOFA Show, March 28-31, Convention Hall, Philadelphia, Pa. 
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Card record desks Swing-front and rigid-front files 


THREE LINES OF DESKS: MODE-MAKE®. GENERALAIRE, 1600 LINE... FOR EVERY OFFICE NEED - 


Insulated files 


Conference tables and 


Steel transfer cases 


1600 Line desks—3O models 





‘ 


Free standing movable steel! partitions 
with Consolidator units 


”~ 


Counters either 42” or 46” high 


How you benefit by buying all your metal 


More and more business, regardless of size, is standardizing 
on GF metal business furniture and equipment. Here’s why: 


The SMART STYLING and rich beauty of GF furniture 
gives character and tone to every business interior. Choose 
from five tasteful decorator finishes or the more conserva- 
tive standard gray or green along with an unlimited variety 
of upholstery materials. 


GF’s COMPLETE LINE meets the exact requirements of 


chairs 


Library shelving and bookcases 


every job, from president to office boy, resulting in greater 
working comfort, increased productivity, higher morale. 


DEPRECIATION IS REDUCED. In hundreds of offices, GF 
equipment installed as much as 30 years ago is still in 
daily use, still in excellent working condition, still in 
style. And GF metal business furniture is always in good 
taste, it’s designed for tomorrow as well as today. 


IT’S ECONOMICAL. For over fifty years General Fireproof- 


ing has been America’s leading manufacturer of metal 


GOODFORM ALUMINUM OFFICE AND INSTITUTIONAL CHAIRS 


Lounge and lobby furniture 









eater 
yrale 

GF 
ill in 


ill in 


good 


re of 
metal 


Draft-a-Matic—the desk that makes drafting Adjustable steel shelving 
a seated operation 


3 


tods-thainul doone models Generalaire desks—42 modeis 
business furniture from GENERAL FIREPROOFING 


business furniture . . . your assurance of highest quality, 
iowest lifetime cost. 

To learn more about the benefits of standardizing on 
General Fireproofing furniture and equipment see your 
local GF dealer or factory branch. They'll be more than 


happy to show you how to increase worker productivity ) > 1B > RAL 
and cut operating costs while enjoying the best looking, FI R > PROOFI ae 


GF metal business 
furniture is a 
GOOD investment 


most efficient equipment made. The General Fireproofing 
Company, Dept. X-11, Youngstown 1, Ohio. 


SUPER-FILER MECHANIZED FILING EQUIPMENT » TRANSFER CASES + DRAFT-A-MATIC DRAFTING DESKS + ADJUSTABLE STEEL SHELVING - STEEL PARTITIONS 


Cafeteria and dining room furniture Adjustable aluminum chairs for every office job 


a = aaah 




















BUSINESS FORMS 
GET OUT OF DATE, T00 








fnnis 


keeps you up to date 

in styles ..in service.. 
in sales 

There’s never a customer you can’t serve .. 
never a job too big to handle . . never a new form 


you can’t supply ..when you rely on Ennis. 
Ennis is the foremost producer of business forms 


in America, offering dealers every needed 
form from the newest Snap-A-Part, Register o1 
Continuous forms to the full range of everyday forms. 


Service is fast, prices are competitive and 

the profits are yours . . because Ennis products are 
sold through dealers ..we're your supplier, 

not your competitor. 


the best in the industry! 


labeled clearly. 





TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Eastern Factory 
Chatham, Vo 


Western Factory 
Paso Robles, Calif 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco @ Birmingham ® Monroe, La. © Los 
Angeles © Denver @ St. Lovis © Sanford, Fila, 
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Letters 


_ Readers are invited.to express themselves briefly 


on any subject related to the office equipment 


and supply im y. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, lil. 


Australian Report 
Dear Editor: 

We have been a reader for some consider- 
able time of your outstanding publication and 
for almost the same time have felt that our 
appreciation should be recorded with you. 

Superlatives have through constant use some- 
what lost their meaning but the word “best” 
has still and cam only have one meaning, 
namely “none better’, which category most 
definitely includes your publication. 

We feel here in Australia that the American 
method of living and doing business is closest 
to our own particular way, consequently when 
trends are evident in your country they tend to 
appear in this continent also, at a later stage. 

In keeping with present practice when sim- 
ilar people are working together more closely 
wih the help of better communications, we 
are eager to co-operate with similar companies 
in the United States. 

Our operations cover all Australian states, 
either with our own companies or through 
agents. We have been established for over 30 
years, being one of the largest suppliers of 
office equipment in the country. Manufacturing 
and merchandising, mainly to the commercial 
sphere, is our type of business. 

Thank you for publishing a periodical of 
such sterling worth. Should you through your 
vast knowledge be able to suggest some avenue 
for business relations between this company 
and its counterparts in. the United States we 
shall be most happy to hear from you. 

A. M. RAWLINGs 
Modern Office Equipment Pty., Ltd. 
173 Gertrude St., Fitzroy, N6. 
Victoria, Australia 
Interested suppliers will no doubt get in com- 
munication with this Australian concern. 


We Thank You 
Dear Editor: 

The Sales Planning Handbook you sent me, 
to illustrate a creative contribution OFFICE 
APPLIANCES has made to basic industry in- 

_ formation, impresses me enormously. It’s a 
most workmanlike-looking job and I admire 
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the way you have presented it with an in- 
finitesimal amount of “commercial” for the 
publication. 
WiLtiaM K, BEARD 
president 
The Associated Business Publications 


205 E. 42nd St., 
New York 17, N.Y. 


We'll Try To Help 
Dear Service Bureau: 

Please advise who makes a rubber stamp set 
consisting of outlines of small cars, trucks, 
buses, etc., such as an insurance company might 
use when writing up accident claims. The set 
has 19 characters. 

E. J. Cross 


The S. A. Barnes Co., 
Warren, Ohio. 


Dear Service Bureau: 

We have a customer who is interested in ob- 
taining chair cushions with zipper covers of a 
material that can be removed and washed. If 
you know of a source for such an item, we 
would appreciate hearing from you, 

L. Lark 
Eriksen's, Inc., 
Toledo, Ohio 


Dear Service Bureau: 

Can you tell us the name of the manufac- 
turer who makes an 11 x 81/, brief cover with 
the front cover all plastic and the back of tegu- 
lar stock, having fasteners with $tandard 
centers? 

E. H. GosNELL 


Wagner's Stationery Store, Inc.. 
York, Pa. 


Dear Service Bureau: 
Is there a source of supply for wage hour 
books based on 10th of the hour? 
S. H. MCKEEVER 


McKeever Press, 
Aberdeen, S.D. 


Dear Service Bureau: 

Can you possibly advise who in this country 
distributes the Rexel numbering machine which 
is made in England? 

WitiiaM J. Witson 


Joha D. Attaway Co., Inc., 
Williamson, $.C. 
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STAY UP TO DATE 
ON STYLES AND SALES 





with the complete 


Ennis 


line of business forms 





New machines and new methods have greatly 
increased the number and kind of business forms 
in use today. To stay ahead in sales and profits 

.. your forms must stay in step with progress. 

And to sell the complete field, you need 

a complete line. You get both with Ennis . . the most 
complete line, with all the most modern forms. 
That’s because Ennis is the nation’s 

foremost producer of quality forms for business 

in the nation. It’s your most profitable 

line and it’s the line that’s sold through dealers. 
We're your supplier, not your competitor. 





TAG & SALESBOOK CO. 


Home Office and Factory 

Ennis, Texas 

Western Factory Eastern Factory 

Paso Robles, Calif. Chatham, Vo. 

Branch Offices and Warehouses at 

Houston © Dalias © Waco © Birmingham * Monroe, Lo 
Los Angeles © Denver © St. Lovis © Sanford, Fla. 




















Here aqnd There 





Stanley M. Babson Retires from Bates; 
With C.S.A. Williams He Played Major 
Role in Manufacturing Firm's Growth 


The retirement of Stanley M. Bab- 
son, vice-president in charge of sales 
for The Bates Mfg. Co. for the past 
37 years, has been announced by 
C. S. A. Williams, president. 

Babson, who, together with Wil- 
liams, played a major role in the de- 
velopment of Bates, has seen it grow 
into one of the country’s leading 
manufacturers of desk appliances for 
office and home use. 

Both were largely instrumental in 
guiding the firm from a one-product 
manufacturing company to one that 
manufactures more than a dozen dif- 
ferent items for varied office needs 

The Bates Co. was originally a 
manufacturing unit of the Thomas 
A. Edison Industries in West Orange, 
where Williams was employed. At 
that time, the numbering machine was 
the company’s lone product. Sales 
were lagging and Edison decided in 
1921 to dispose of his interest in 
The Bates Mfg. Co. 

Williams, who had been closely 
associated with the firm, realized the 
numbering machine's potential and 
called in Babson, a Williams College 
classmate, to help form a new corpora- 
tion and take over the business from 
Edison. 

Babson, who was the sales manager 
of the National Lead Co.'s die-cast- 
ing division at that time, took over 
a similar post with Bates that same 
year, 1921. 

Two years later, Babson and Wil 
liams jointly decided to add new 
products to the company’s roster. In 
the fall of that year, Babson was re 
sponsible for bringing out the rotary 
telephone index file which is a fore- 
runner of the famous telephone list 
finder. 

About 1927, Babson’s sales force 
caused a sensation in the office ap- 
pliance field when the company in- 
troduced a hand-operated stapling ma- 
chine which produced its own staples 
during the stapling process. A spool 
of wire loaded in the back of the 
machine was enough for a _ year's 
supply. 

Babson was also responsible for 
many sales innovations at Bates. In 
1937, he was one of the first sales 
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S. M. Babson 


managers to produce and utilize a 
sound film on selling office appli- 
ances. This film was widely accepted 


in the trade and is used today by the 


Harvard Graduate School of Business. 

Babson’s retirement as vice-presi- 
dent and sales manager is not leading 
to a fireside rocking chair for him 
not by a long shot. His immediate 
plans call for a six-week safari in 
Africa, accompanied by his wife. His 
itinerary includes trips to Kenya and 
the Belgian Congo, where he will con- 
centrate on photographing wild game. 
A prodigious traveler and fisherman, 
Babson has already journeyed around 
the world. 

Although he is retiring from active 
responsibility, Babson will continue 
as a director of the company and will 
be available in an advisory capacity 


Vaughn T. Williams 
Re-elected President 
of Guadalupe Center 


Vaughn T. Williams, Schooley 
Printing & Stationery Co., Kansas 
City, Mo., has been re-elected as presi 
dent of the Guadalupe Center in 
Kansas City. 

This center, sponsored by the 
United Campaign Fund, is for guided 
recreation for underprivileged chil- 
dren, most of whom are of Mexican 
descent. 


A Paper Clip Serves 
Public in Many Ways 


Reuters News Agency from London 
has reported on an interesting study 
of the use of 100,000 paper clips in 
Lloyd’s bank. 

It was revealed that only one fifth 
of the clips were employed for their 
original purpose. The following other 
uses were listed: 

14,163 were twisted during tele- 
phone conversations. 

19,413 were used in place of chips 
for card games. 

7,200 became makeshift hooks on 
women’s undergarments. 

5,434 were utilized as toothpicks or 
ear scratchers. 

5,308 became nail cleaners 

3,916 were pushed into pipes for a 
cleaning role. 

The remainder? Just swept up, dis- 


carded. 


Veteran Pen Salesman 
Credits Women With 
Pen Design Changes 

Don’t underestimate the power of 
women in influencing pen and pencil 
design, says a salesman who's been 
selling fountain pens and pencils in 
the South for more than 30 years. 

Fountain pens and ballpoints look 
the way they do because women want 
them that way, according to Dave Liv- 
ingston who has just been honored by 
the W. A. Sheaffer Pen Co. for 30 
years of continuous service as a sales 
representative in the South. Livings- 
ton, Sheaffer's Richmond, Va., repre- 
sentative for the past quarter-century, 
has sold about $5 million worth of 
writing instruments. 

Women are easier to sell than men, 
Dave says. But they have a clearer 
idea of what they want, at least in 
writing instruments. Women’s insist- 
ence on messproof writing equipment 
and their demand for color in writing 
tools and writing fluids have been 
among the heaviest influences on pen 
design in the past 30 years, in his 
opinion. 

“Writing instrument developments 
like the new cartridge fountain pens, 
the Snorkel fountain pens and even 
ballpoints are at least a partial result 
of women’s clamor for non-messy 
writing,” he observed. ‘And for fur- 
ther proof of the ladies’ influence on 
writing look at the trend toward more 
color in pens and ink.” 
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The Olivetti Audit 202 is a high-speed fully 
automatic accounting machine, with two reg- 
isters, that holds four distinct accounting 
programs in instant readiness at all times. 





The Olivetti Audit 302 is a high-speed auto- 
matic accounting machine that typewrites, 
accumulates, detects pick-up errors, shifts in- 
stantly to any of four accounting programs. 








Shown here are the newest two in Olivetti’s 
line of six accounting machines. Olivetti 
dealers also carry five typewriters, four cal- 
culators, three adding machines. The Olivetti 
line, one of the biggest in the industry, gives 
a dealer plenty to work with. For example, 
Olivetti offers the first (and only) high-speed 
calculator that prints, the first (and only) 
printing calculator with two registers, the 
first (and only) manual typewriter with pro- 
portional spacing, and (coming soon) a super- 
fast adding machine. The Olivetti line is 
powerfully advertised in Life Magazine, with 
five full-page full-color ads during the first 
half of °58. Olivetti makes and assembles its 
machines in eleven factories in six countries 
on three continents, has sold over 3,000,000 
typewriters, 700,000 calculators. An Olivetti 
franchised dealership may be available in your 
area. Write Olivetti Corporation of America, 
580 Fifth Avenue, New York 36, New York. 

















olivetti 
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OA Editoriais 


A Time for Consistency 


In the Sales Message 


Business Forms Need 


Men With Ideas 


T has often been said that the United States can talk itself into 

a depression. The hue and cry of the one firm or the individ- 
ual whose sales fall off can be translated into a full-blown reces- 
sion if repeated often enough. 

Symptoms of such tactics are now abroad in the land, despite 
unmistakable evidence of “business as usual’’ in most areas. 

Whether the nation will shake off its own worst enemy, the 
tendency to fan a breeze into a tornado, is squarely up to the good 
sense of both manufacturer and dealer. Admittedly, the popula- 
tion which makes up market potential, plus the resources of 
credit and ingenuity, are present today just as they were in 1957. 

It is a time for consistency in advertising and sales promotion. 
If the recession is an idle one generated by “talk” and if it is to 
end in six months, as is generally predicted, this is no time to shut 
off the sales message and hide in a storm cellar. Those who do so 
are merely inviting their competitors to pass them, perhaps perma- 
nently. 

No advertising campaign or sales plan was ever designed 
for the short haul alone. Perhaps “retooling” will be necessary 
now in a change of tactics, but basically there can be no abandon- 
ment of fierce competition designed to overcome caution, hesita- 
tion and doubt on the part of the buyer. 


ODAY’S automation in offices has created a new vista in sell- 

ing business forms for the dealer who is willing to go after 

sales which logically should be his. With his foot already in the 

door through the sale of other office supplies, the enterprising 

dealer should adjust his sales sights to providing the forms which 
make modern office machines tick. 

Merchandising business forms means first the conquering of 
any fears that this is an over-complicated type of selling. In the 
feature pages of this issue is told the story of James A. Head & 
Co. of Birmingham, Ala., an office supply and equipment dealer 
who provides the design of forms which save time, money and 
space because they provide for utmost efficiency of the machines. 
The Birmingham dealer doesn’t have a printing plant but has 
found adequate sources of supply in manufacturers who welcome 
the orders from dealers instead of setting up their own direct 
sales outlets. 

We tell, too, the experience of business forms specialists and 
the success story of a dealer who uses his own printing plant to 
manufacture forms wanted by local government, schools and 
banks. 

Selling business forms isn’t easy. But it’s plus volume for the 
dealer who is unafraid and alert. 
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A big, new executive chair 


value from {G44 











Model 28-STA 
Retails for only $6725 


(Zone 2. $71.95)* 


, | ' | 


: 


i | 


28-TA, $59.95 
($63.95) * 


25-S, $42.95 
$46.95) * 


ae 


27-LA, $39.95 
$43.95)* 





. 
23-LD, $19.95 
$21 . 





See it at 


NOFA 


Dooths 157-9 





@ It's a red hot 
comfortable, fu 

posture chair w/, 

$67.95 with full mark-u; 

by the largest full-color a 
COSCO history! Just a 
son why it will pay y 
feature COSCO, the /ine ¢) 
more to offer! 


HAMILTON MANUFACTURING 
COLUMBUS. INDIANA 














State of the Industry 





Estimated Potential Sales 
Changes for Office Furniture 
1958 over 1957 


EN ee UP 4% 
Storage and Wardrobe Cabinets UP 5% 
ET ce pecccccscsscves UP 6% 
PEP aTeee ee Tee UP 4% 
Desks, Metal ........-ceseeeee- UP 6% 
I PEED nc se we cc 0 oe ee ee ee UP 4% 
Filing Cabinets ........---++++- UP 4% 
Office Machine Stands ...........- UP 7% 
PE We Ses We we cc cee eeeses UP 5% 
Reception Room, Lounge Furniture .. UP 9% 
Ee cc ne ce 4s 04:0 UP 5% 
DE didbec ees eco ces cceesee UP 4% 
Copyright 1938 Office Appliances Mag 


This article, covering the ales potential for office 
furniture, completes the series developed by Peter B. B. 
Andrews, and the Board of Analysts of Future Sales 


Ratings, exclusively for OFFICE APPLIANCES 


Office furniture sales, according to the results of the 
survey conducted by the Board of Analysts of Future Sales 
Ratings, should show a healthy 5“ increase over 1957. 


Without exception, the industry should enjoy increased 
business this year. Office furniture, as well as office sup- 
plies and office machines, rates as a five star potential in- 
dustry for 1958. This means, in the Board of Analysts 
findings, that the potential for sales is included in the 
highest category. 

These ratings reflect the potential for each item, and 
the Board is explicit in its opinion that the industry must 
take the necessary steps in promotion and sales to realize 
the sales gain. 


Items showing the biggest sales potential include 
reception room and lounge furniture—with a projected 
9% increase. Another group, office machine stands, rates 
a 7% potential sales gain, which can have effect on both 
office furniture and machine dealers 


OFFICE APPLIANCES is proud to announce that 
Mr. Andrews and the Board of Analysts of Future 
Sales Ratings will bring their accurate predictions of 
future sales to readers again. Mr. Andrews will now 
serve this magazine in the capacity of Market Analyst. 





Business Forms On Move; 

Expect 58 Steady Volume 

Sales of the business forms industry in 1957 are expected 
when fully tabulated to total at least the dollar volume of 
1956 which reached the staggering 
total of $308,000,000, a gain of $32,- 
000,000 over the preceding year, ac- 
cording to Business Forms Institute, 
spokesman of the industry. 

The BFI, which held its annual 
members’ meeting in New York 
February 13-14, heard from its mem- 
bers that 1958 is expected to equal 
last year nroduction-wise, with in- 
creased operating costs matched by 
greater productivity per maa hour and more efficient plant 


W. C. Lamprechter 


management. 

The Institute installed its newly-elected president, Wil- 
liam C. Lamprechter, vice-president and general manager 
of Stephen Greene Co., Philadelphia. He succeeds R. S. 
Daugherty, president of the Shelby Salesbook Co., Shelby, 
Ohio. 

T. S$. Duncanson, president of Moore Business Forms, 
Inc., Niagara Falls, N.Y., as well as head of Moore 
Corp., Ltd., Toronto, was elected first vice-president. 


Sheaffer Heads Fight 
For Pen Tax Removal 

Writing instrument manufacturers, retailers and users 
are still burdened by the 10% excise tax on writing tools 
imposed in 1952. Manufacturers, led by W. A. Sheaffer 
II of W. A. Sheaffer Pen Co., will continue their fight for 
removal of the tax in 1958. 

“Removal of this inequitable tax on writing instruments 

everyday essentials in education and business—could 
help decrease pen prices and increase pen sales, ‘Mr. 
Sheaffer declared. ‘It seems ridiculous that athletic equip- 
ment used in educational institutions is not subject to an 
excise tax while pens used in the classroom are. We're 
hopeful that legislators will perceive the illogic of the tax 
on pens and do something to remove it this year.’ 


Late News on the Office 
Machines Industry Front 

From Keeping You Posted, NOMDA publication now 
six years old, we learn: Monroe Calculating Machine Co. 
has been purchased by Litton Industries of Los Angeles. . . 
Smith-Corona net income for the quarter ending December 
1 was $740,526, up $5,000 from the same period of 
1956. 


Technicians To Stay on Payroll 
Despite Advent of Giant Brains 

“The impact of office automation on personnel has 
been much less than feared or expected,” Engineers P. 
A. A. Abetti and S. B. Williams of General Electric 
Co. told a recent eastern convention. They stated that 
computers are used “not so much to reduce the number 
of engineers and technicians, but rather to alleviate 
their shortage in numbers . and take care of the in- 
crease in business.” 
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NEW MOSLER REVO-FILE 


brings giant re-order profits to 
dealers from coast to coast 


One Revo-File sale invariably leads to lots more. That’s because 
Revo-File is the only active card file that cuts reference time to 
| seconds...saves 500% in space...reduces all finding locations 
to just one...saves $200 in changeover costs. Every day an ever- 
increasing number of firms are finding it profitable to switch to 
Revo-File. That means profits for you too. Write today for more 


information. 
NEW MOSLER REVO-FILE 


the modern rotary card file... another fine product of The Mosler Safe Co. 
320 Fifth Avenue, New York 1, N.Y. 
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Business Forms 


sell best when you 


Eminence of James A. Head Co., Birmingham, Ala., 
in systems merchandising earned by proper 


design, applications and benefits accruing to customers. 


by CLARENCE O. SCHLAVER 


managing editor 


Spier forms and systems sell best when 
you sell ideas to save time, money and space. 
That's the philosophy used by James A. Head & 
Co. of Birmingham, Ala., in developing a business 
which has exploded beyond the confines of the 
hustling city which steel built in the Southland. 

To “Call the Head Man” in Birmingham for busi- 
ness forms is as southern as crinolines and fried 
chicken and it’s a testimonial of confidence in an 
office supply and equipment concern which makes the 
providing of ideas a potent selling factor 

The slogan of the firm at 2013 First Ave., N. is 
no idle brain-child of a promotion man. Instead, it 
represents the earned conviction of customers and 
employees both that James A. Head Sr. has the an- 
swers 

Such devotion has been nurtured into eminence 
in business forms merchandising embracing knowl- 
edge of proper design and efficient applications of 
the forms to today’s office automation. 

Talk to James A. Head, or his right-hand son James 
A., Jr., as this editor did, and you become aware of their 
conviction that to sell business forms you must “go out 
and sell” with the emphasis on what you can do for the 
customer. 


The Head Co. hasn’t grown in business forms and 


James A. Head, Jr. (left) and 
father, James A. Head 


uw sell IDEAS 





when systems by merely maintaining a laundry route or few pieces of ruled paper and symbols. That's “just 
space. razor-blade repeat type of merchandising. Instead, a printer's order,” he asserts. 
ad & it has thought it more important, for example, to “Rather, the creative business forms and systems 
siness convert an insurance company to the idea that a sales come when a salesman designs a form which 
the good digital system in the filing department is worth meets the office machines’ size requirements and 
two extra clerks in a 10-clerk organization. productive capacity and which can be economically 
busi- The ‘Head Man” sums it up when he insists that housed with that equipment.” 
fried each customer is always waiting for a salesman who The supplies needed for equipment costing $3,000 
n an can bring him new ways to save: to $5,000 can in from three to five years exceed the 
s the , ae _ outlay for such machines, he states. 
TEE SSO ESPACE Carrying the analogy further, James A. Head re- 
N. is ‘Once we have developed a customer by doing a lates: “If someone has made a heavy expenditure 
ad, it successful business forms and systems job for him for a machine in his office and we can demonstrate 
and in one or all of these phases he thinks of us as a how that machine can be used for other purposes or 
e an- firm which Aas ideas for his business and he con- by-product services, we can come up with direct 
tinues to call on us.” savings. Naturally, we have a terrific selling argu- 
nence Forms, systems and machines in today’s offices ment if we can prove that the savings through 
norwi. go hand in hand according to James A. Head. He proper forms and systems can amount in a few years 
— speaks of the automation-in-offices age and points to more than the machine's original cost. 
out that once the machines are sold, a problem is “When a customer has invested say $4,000 in a 
—_ posed of how “things are to be done” in conjunc- machine and more than $3,000 a year for a person 
: tion with these speed-up devices. Too many office to operate it, that machine may be idle 75% to 85% of 
their supply and equipment firms, he says, are too slow the time due to the filing, finding and other activities 
jo om to take this opportunity of selling business systems of the operator. Our problem is to design in forms the 
yr the in conjunction with the marvelous office accounting indexing or housing ways that offset that idle time of 
machines the machine.” 
s and To this Alabama enthusiast a system isn’t just a The “Head Man” is concerned because the office 
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Payroll Check 








Employee’s Earning Record 








Payroll Register 


These forms devised by James A. Head & Co. 

for the Holy Family Hospital in Ensley, Ala., 
PAYROLL ACCOUNTING include the payroll register, the employee's 

individual earnings record and the payroll check 

which carries statement of earnings and payroll de- 

duction. Thus, in three forms, the bookkeeping 

involved in setting up a payroll is efficiently handled. 
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‘If the dealer is truly selling ideas he doesn't 


have to cut prices for business forms’ — James A. Head 


supplies and equipment operators have too long 
failed to learn the systems end of business machines 
and have thus permitted, or forced manufacturers 
to set up their own direct business forms and systems 
selling organizations. He'll even go further to state 
that ‘‘as direct selling has grown it has served to put 
the dealer in office supplies and equipment in a po- 


sition where he is pessimistic about his future.” 


Can Combat Direct Selling 

Casting away baseless fears about ‘the mystery” 
of business forms and systems, the office supplies 
and equipment dealer can combat direct selling, 
James A. Head, insists. Why? 

The business forms and systems field is an in- 
teresting one because each condition to be overcome 
is a different one. This puts a dealer on a profession- 
al level because he has to think of a solution to a 
particular problem. 

If a dealer is truly selling systems ideas he doesn’t 
have to cut prices. The customer is more interested in 
recovering from the cost of the machine what the 
business forms’ salesmen will save him. He is brought 
ideas he didn’t know about and feels a definite bond 
with anyone who can supply them. 

The dealer is conducting a fine renewal business 
that justifies the time spent in developing the first 
call. 

Getting down to specific application, here is how 
the Birmingham firm has built its business and why 
it expects an increasing yearly volume: 

James A. Head started with the old Library Bureau 
of Remington Rand and early realized that indexing 
and filing are as important as the selling of filing cabi- 
nets. He became system-minded and that explains, tov, 
why he was attracted to handling the Shaw-Walker 
line of systems because it filled his idea of a customer's 
needs. From the systems and forms business his entry 
into office supplies and equipment seemed most logical. 
He visualized the natural tie-in between the machine, 
the supplies, the system and the end result in office pro- 
cedures 

It might be explained here that unlike some busi- 
ness forms and systems concerns the Birmingham 
operation is not tied to a printing plant. James A 
Head & Co. purchases its forms from manufacturers 
well known to dealers in this industry. 

Occasionally, the firm may have to go to four or 
five sources to get a needed form but through know!l- 
edge of the industry and the services of the National 
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Business Forms Associates it fills the order. Only in ex- 
treme emergencies is a local printing plant called upon 
“We are constantly keeping abreast of sources and 
the facilities of manufacturers,’ says James A. Head. 
“We do considerable business with the Mastercraft 
Division of Shaw-Walker because that manufacturer 
does a wonderful job in craftsmanship and adaptability 
of payroll checks, ledger cards and journal sheets which 
we devise. When forms are wanted for register ma- 
chines, tabulating, or other writing machines, in a par- 
ticular style or depth we may find that Manifold Busi- 
ness Forms Co. in Chicago or Hano or Gaurin are the 
best sources.” 
Representing Ditto, Inc., James A. Head & Co. is in 
a position on a systems job to recommend either a 
carbon paper or duplicating process to produce extra 
copies. The cost of the multiple parts form, legibility 
and number of copies are carefully considered before 
a carbon form is recommended or a master for Ditto 
operation by which copies needed can be secured. 
By selling Ditto machines, supplies and forms the Bir- 
mingham firm is in the correct position to make 
office machines selling a systems approach. 
Tabulating forms represent a sizable part of the 
Head business and the concern can furnish con- 
tinuous, stock and special printed forms—every- 
thing for the tabulating department except the tabulat- 
ing machine. 


Keep own ‘Memory File’ 

Basic to the James A. Head & Co. business is its 
own “memory file,” a systematic accumulation of 
the history pertaining to every account. Carefully 
filed is information on each customer—the first and 
most recent order, a record of where the form was 
secured, how much it cost, what the profit was, when 
it was ordered and when the inventory will be ex- 
hausted. 

This history file is the lifeblood of continuing 
business—the sourcebook of design. 

Who are the customers? Practically everyone who 
writes an order, signs a check, makes out a payroll 
or uses a modern business machine. High on the 
totem pole are Birmingham's many and large in- 
surance companies and banks. They have been big buy- 
ers of Head ideas for saving time, money and space in 
keeping the voluminous records which are part of every 
customer's account 

Yes, practically everyone is calling the ‘Head Man” 
these days for ideas which are translated into busi- 
ness forms and systems. 
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A Systems Specialist 








Wood Makes Business 





A Vehicle for the 











Park Ridge, Ill., firm stresses 
functional needs of customer and 
does his warehousing, too 


Hever E. Wood of Wood Business Forms Inc. 
Park Ridge, Ill., is a man who started out as an 
industrial engineer. 

Today, after more than 22 years in the business, 
Wood is still an ‘‘engineer’’ when it comes to setting up 
office procedures or designing business forms to sim- 
plify procedure already in use 

This veteran of forms and systems, whose customers 
are found in a far-flung territory, defines a business 
form “as nothing more than the vehicle for the pro- 
cedure.” 

That’s why in discussing what makes his specialty 
of business forms “tick” he is apt to dwell considerably 
on the word “procedure.” He stresses the fact that his 
firm designs forms by first revising procedures. Such 
changes, he hastens to point out, must first entail recog- 
nition of what is to be done 

“The average businessman first wants to discover 
someone who understands his business function and will 
take an interest in it,”’ asserts the senior Wood who with 
his son, Daniel E., operates a flourishing firm from 
a former residence in Park Ridge, suburb of Chicago. 
“That someone must be a person or concern that gets 
the material to the customer when it is needed 


‘Must be Competitive’ 

“Naturally, that customer wants his forms supplier to 
be competitive, just as he wants prompt delivery. 

“In fulfilling the functional needs of a customer you 

have to be a dealer with good connections. No one man 
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ufacturer can serve all needs because a manufacturer is 
essentially a specialist in a certain type of forms. 

Formerly a business forms manufacturer himself and 
today still possessing connections which provide him 
with both the quantity and the speed of service needed 
for contract selling, Wood enjoys eminence as a forms’ 
salesman primarily because he knows the engineering 
involved in office automation. In addition he recognizes 
these three prime requisites for selling his specialty: 

—Ability to go out and work on forms when 
needed. 

Ability to provide design service. 

Ability to be aware of problems as they arise. 

Knowledge of function is vital, he asserts, because a 
form is prescribed which will be used year after year. It 
is not a one-start order. 

It is important, too, Wood says, to keep a veritable 
“medical history’’ of the customer—all the data concern- 
ing the original order, the reorder, the quantity, the in- 
ventory, and even the history of the firm involved 


Keep Customer Inventory 

Going one step further, such as the Park Ridge com- 
pany has done, it is often necessary to furnish the ware- 
housing in order that the customer doesn’t exhaust his 
supply of forms. Such inventory-keeping is essential for 
economical dealings from the standpoint of both the 
customer and the supplier. 

“We can supply on a semi-annual basis,” asserts 
Wood, “which amounts to a bulk order by the customer 
and a continued inventory for him or a service charge 
basis over a five-year period. 

“A contractual basis of forms production is best, 
he continues. ‘Suppose, for example, that a good cus- 
tomer of ours such as Southern States Co-operative (in 
220 locations) needs roughly five million sets of forms 
a year. Rather than produce this entire stock at one time 
we can have the manufacturer run a certain number 
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of sets each month while we are quoting a price for a 
year s rorms 

Our program is worked out to make it unnecessary 
to carry a huge inventory. We like it better and the 
forms’ manufacturer is better satisfied because he hasn't 
tied up his equipment for such a long time on one run. 

“We have an arrangement on certain standard forms 
to fit into production and keep the manufacturer busy, 
thereby making possible a reduction in price.’ 


Has Varied Supply Sources 

Principal supply factories for the Wood Business 
Forms operation are Newport Business Forms, Shumate 
Adams Brothers Salesbook Co. and National Litho 
Forms. Connections are had with 16 factories, making 
it possible to provide a variety of production facilities. 
Design naturally is important to the Woods, father 
and sot and here are some of the essentials they list: 


1. Typography should utilize type for descriptive and 
not ornamental purposes. It should not be large and 
should be of light faces with heads and captions set in 
futura or tempo families. 


An internal form should be efficient rather than 
splashy in character. 


3. Colored inks should be used whenever possible for 


empna 


i. Primarily, the design must be concerned with solv- 
ing the problem. 


In designing, says the senior Wood, it is best to lay 
all of the forms concerned with a particular procedure 
out on a long table in order to determine the work flow, 
No. 1 objective in any system. 


OA-3 /58 





“The average businessman first wants to discover 
someone who understands his business function and 
will take an interest in it.'"—Harold E. Wood 


One of the interesting problems in design solved by 
the Woods was in providing ““Work Copy of Order’’ 
for United Co-operatives, Inc., of Alliance, Ohio, a 
purchasing organization for many farm supply co-opera- 
tives. The form of necessity had to be designed to speed 
up the order and in one writing carry instructions as to 
source of supply, invoice, quantity desired, shipping 
date, costs, and so forth. At the same time, certain of the 
information was not to go out to all parties having 
access to copies of the original order, which is in es- 
sence a contract. 


Die-Cut Carbon Useful 

By the use of die-cut carbon it was possible to elimi- 
nate part of the instruction or data on certain of the 
copies. Wood Business Forms and the customer had 
less forms to stock because the design tied in all essential 
information in one set of forms, yet pulled an “Iron 
Curtain” over certain columns of data. 

The net result was a tribute to the Wood knowledge 
of the physical properties of forms. 

“It is important to recognize that there are standard 
dimensions when one goes about designing a form,” 
points out the Park Ridge specialist. “Another factor 
in design is the knowledge of paper as it relates to 
length of time a form is to be retained. By knowing if 
the form is for transmittal, storage or quick disposal it 
is possible to save money on proper designation of rag 
or sulphite content of the paper.” 

Such design know-how has enabled the Wood Busi- 
ness Forms business to flourish. The success has been 
attained through an ideal personal relationship between 
a forms company and its customers. 
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speciality 


Doubleday Bros. & Co. of Kalamazoo, 
Mich., builds 60-year reputation as 
specialized supplier to schools, banks 


and governmental officials 


USINESS forms and systems can be sold by 
B office supply and equipment dealers 

Sometimes, they are handled exclusively by spe 
cialists in the field. 

And still a third method of operation is pursued 
by a “manufacturing printer’ who may or may not 
also conduct a stationery or office supplies business 

It is in this third category that Doubleday Bros 
& Co. of Kalamazoo, Mich. falls 

This Kalamazoo firm has built a reputation stretch 
ing over 60 years while at the same time creating 
new horizons in its function as specialist in election 
forms, bank and school accounting systems printed 
in its own plant. Meanwhile, office supplies, furniture 
and equipment has formed an integral part of the 
concern’s diversified lines 

The management has continually placed top im- 
portance upon the business done with the various 
Michigan county offices banks, and for the most 
part the lines manufactured in its own plant were the 
record books and the printed forms used by these two 
types of offices. 

But as business with unty offices and banks 
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gradually grew and became stable, new customers 
were added to an already growing clientele. Many 
township, village and county offices began buying 
supplies and equipment from the company, and 
through the years, the business done with local gov- 
ernmental units has accounted for much of the suc- 
cess of Doubleday Bros. & Co. 

About 1926, when standardized school financial 
and statistical forms were adopted as designed by 
competent school administrators, with the authority 
of the Superintendent of Public Instruction, the 
Kalamazoo company became a publisher of these 
specialized school records. Gradually, other school 
items were added to the complete line of stock forms 
which now covers the entire school field—census, 
attendance, scholastic, child accounting and general 
school and educational records 

Election materials and school records. 

It is in these two lines of endeavor that Doubleday 
Brothers & Co. has placed its emphasis—both in 
functional design and selling 


Name Is Well-Known 
Registration of voters and the recording of their 
ballots at elections, as well as providing the systems 
around which efficient school operation revolves, to- 
day make the name of the Kalamazoo company 
known not only the length and breadth of Michigan 
but in other states as well. 
ideas for 


Personal contact fast delivery 


eliminating election errors all these have been 
hallmarks of the Doubleday specialization. 

The legal blank department—part of business 
forms and systems as known by the stationery and 
office equipment industry today—is largely the re- 
sult of the personal work of Fred U. Doubleday, one 
of the founders of the firm with Ward F Doubleday. 
In his earliest years with the business, Fred U took 
a keen personal interest in the legal blank forms 
used throughout Michigan. These were the deeds, 
mortgages, contracts, justice forms, probate forms, 
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ircuit court forms, and civil forms used in_ the 
ourts, law offices, county offices and banks of the 
scate Because of Fred Doubleday S close and con- 
tinued tact with the county clerks, county regis 
ters of deeds and judges of probate, he soon found 
that th was a growing field in the design and 
manuta of these legal forms 

Through the years while he was actively engaged 
in direct selling to customers—from Houghton to 
Detri he built up a complete line of legal blank 


forms and within a few years after the start of this 


departi Doubleday Brothers & Co. became the 
largest publisher of standard legal forms in Michigar 
ind still occupies this position today 


This work was carried on by Harold J. VanDen 


Berg, by Mort Broughton, by Donald B. Doubleday, 

son of the founder, by Don Strong and by others 

who assumed important roles in the personal service 
which built and continues the business 

Interpret Laws 

Cal on Doubieday’s not only to provide the 

forms but also interpret the election laws has be- 


onplace in Michigan. The service given 
il government by the late Harold VanDen Berg 
even extended to holding of regular meetings with 
fficials at which time election procedures 


cic 
were taken up step by step and election laws 
analyzed 
It is of utmost importance that one engaging in 
the sal election forms keep abreast of the law, 
says Donald B. Doubleday. ‘There are 83 ‘ounties 
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of the Doubleday forms is this 
voters’ registration master card. 


TYPICAL 


in Michigan—all customers or potential customers 
of ours—but we can never afford to give them faulty 
information. Our forms must stand the test of the 
law 

“We must also keep abreast of the new develop- 
ments in voting machines, new mechanization of 
voters’ registration. 

“That's what makes us specialists. If we can de- 
vise the forms which are needed, provide delivery 
post haste for an official who is caught with a scant 
supply of materials—then we are living up to our 
reputation earned over a long period of years.” 


Build Confidence 

Mr. Doubleday points out that the most important 
factor in his business is the establishment of con- 
fidence in the firm and its salesman. It means the 
continual repetition of a name which has been before 
the elected officials in Michigan since 1898—60 years 
to be exact. 

This same service to the governmental officials 
has been extended to schools. Principals in Michigan 
have discovered that Doubleday has forms for uni- 
fied accounting by the various school organizations 
and the record books which enable teachers to keep 
accurate account of their student's attendance and 
work performance. 

Banks, too, are customers for the Kalamazoo firm 
which knows its specialty and backs it up with sales- 
manship which is as personal as possible. 
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by JOHN R. RIDLEY 


vice-president 
Miller’s Book & Office Supply Co. 
Atlanta, Ga. 


You may be the operator of a subur- 


ban store sooner than you think! This is 
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the observation by Mr. Ridley in his 
comprehensive view of the processes 
involved in meeting the challenge 

of a growing suburbia. 





Two Branch Stores 
Serve Atlanta Suburbs 


Miller's Book & Office Supply Co. in Atlanta, 
Ga. observed its 75th anniversary in 1957: The 
company has been active in suburban store opera- 
tions since 1948, but it is still felt by management 
that they are ‘merely infants’’ in the potential 
operation of these stores 

The entire business ot: 
downtown stores and two 


ranization includes two 
suburban stores. The 


downtown stores include one devoted to sales 
and a pen repair shop and the other to sales 
warehousing and the hom fF ice 

Decatur and Buckhead are the two communities, 
both within six miles of the heart of Atlanta's 
business district, that are served by suburban out- 
lets. Decatur is the county seat of rapidly growing 
DeKalb County. It is a substantial community of 
25,000 people, with incomes classified as “upper 
middle class.”’ 

Buckhead offers a concentration of Atlanta's 


most prominent families, reinforced by families 
similar to those in Decatur. There is evidence of 
more purchasing power here, based on the average 
sale figures. 

Miller’s management feels there are a host of 
people who want to do their shopping close to 
home and to their suburban business. The company 
wanted a share of this shopping dollar, so it 
went after it. 


_ 























The following article is taken from the talk "Make 
Mine Suburban’ which was delivered by Mr. Ridley 
at the 4th District meeting in St. Petersburg, Fla. in 
April of last year. 


HE FIRST consideration for the development of 
: a suburban store should be given to location. Many 
of you have developed businesses supported to a great 
extent by outside salesmen. The suburban store, which 
I describe, depends primarily on walk-in traffic. So it 
must .be where people are moving. Endeavor to be 
close to other stores that have reputations for customer 
satisfaction, for they help bring to the locality the 
traffic which is so vital. 

Since nearly everyone drives in Suburbia there is the 
ever present problem of parking facilities. Nearly every 
suburban location has problems in this regard, and I 
shall not attempt to offer any solution here. Suffice it 
to say that the more parking space, the more fortunate 
the location. 

After a location has been selected, the physical at- 
tributes of the store demand careful consideration. Every 
customer comfort must be employed. There must be the 
best in lighting overhead and in display cases as well. 
Proper heating in winter and air conditioning in sum- 
mer help to keep the customer longer, and this greatly 
aids the effectiveness of displays—particularly the open 
displays. There should be open display wherever pos- 
sible. It is a distinct advantage, for we all know that if 
a customer can handle merchandise freely the mer- 
chandise has a tendency to sell itself and to promote 
impulse buying. Arrange your stock so that it is easily 
accessible to the customer's reach 


Colors Create Atmosphere 

Bright, cheerful, comfortable colors in the decoration 
of the interior of your store will give a lift to customers 
and personnel alike and do much to create a pleasing 
atmosphere. 

One of the most enjoyable features of the suburban 
store is the fact that it is frequented, not only by the 
businessman or his secretary who come primarily to 
purchase office supplies, but it is also frequented by the 
businessman's wife, his children, the cook . . . and 
sometimes his dog. Now, I am not advocating the sale 
of dog biscuits, but I do know that it is an advantage, 
and a happy one, to get to know the entire family and 
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their likes and dislikes. I am advocating strongly the 
presence of a variety of stock which holds an interest 
for every member of the family. 

Be prepared in Suburbia to add new lines. Give the 
public what it wants. The public will certainly guide 
you in this respect. We find that we must stock items 
in our suburban stores which we do not stock in down- 
town Atlanta. But regardless of what you use as traffic 
builders—whether it be games, toys, books, gifts, greet- 
other items | 
three virtues must 


ing cards, a combination of these, or 


haven't mentioned—remember that 
be upheld 
There must be quality of selection. The subur- 
ban buyer is seeking quality. 
There must be careful planning for the logical 
location of each classification of stock in your 
Store 
There must be dignity in the way each classifi- 
cation is displayed. 
Employ these virtues and variety becomes of tre- 
mendous importance. Neglect them and your store 
takes on an atmosphere of unorganized confusion. 


Display Role Is Important 
In referring to variety, may I say to those of you 
who represent the different manufacturers that you know 
more about the way your product should be displayed 
and sold than anyone. Your orders may come from 
a home office, but the suburban stores 
would like to have the advantage of knowing you 
personally and the advantage of your knowledge. These 
are reciprocal advantages which should ultimately aid 
your wallet and the store cash registers ! 
Supplying several stores with stock when you have 


the buyer in 


been accustomed to stocking only one location poses 
new questions of stock control. Again, I can speak 
only of the way in which we do the job. 

We have in each store an indexed price book. In 
this book may be found virtually every item we normal- 
ly have on our shelves. It classifies each item. It gives 
the stock number, manufacturer and description of each 
item in addition to a unit and quantity price. This book 
has proven itself to be an invaluable aid to new person- 
nel and old personnel alike. 

Our normal stock level is based on 90 day ordering 
periods. A complete inventory of all stores and the 
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SUBURBAN STORES .. . must cater 
to local customers with sections such as 
this gadget bar. 

































BRIGHT AND CHEERFUL . . . atmosphere is a 
must for the suburban type of business. 
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‘MAKE MINE SUBURBAN’ continued 


warehouse is made prior to ordering. Merchandise for 
all stores is received at the central warehouse where it 
is checked and marked. Merchandise, even stock for open 
display, is marked with removable labels which have 
been printed by means of a marking machine. After 
being marked it is distributed to individual stores with 
distribution being based on the need indicated by 
inventory. 


Offer Personal Service 
Each store orders from the warehouse every day 
those items that need replenishing, items that are in 
unusual demand and special orders. Being out of 
popular items too frequently is, of course, like skat 
ing on thin ice, but although there is a disadvantage 
in not having something a customer wants, a certain 
advantage is to be derived from the situation. It's pretty 
much a matter of how you and your personnel look 
at it. Do not simply dismiss the opportunity as a lost 
sale. By an eager effort to get the customer what he 
wants, he realizes that we have his interest at heart 
and is convinced that we will go to any necessary 
length to see that his needs are answered. It is an op- 
portunity for personal attention, and personal atten- 
tion binds your customers to you with hoops of steel. 
We believe that free delivery should be a service of 
the suburban operation. It is not inexpensive to keep 
three trucks working between our stores each day, but 
by encouraging deliveries, we increase them and by in- 
creasing them, we cut the cost per delivery 


Encourage Charge Accounts 

We also encourage the use of charge accounts, for 
we have found our customers appreciate this con- 
venience and that credit losses in the suburbs are prac- 
tically nil. In addition, a system of central billing makes 
a customer's account at one store good at all stores. 

With the creation of a suburban store, early atten- 
tion must be paid to its management. Good manage- 
ment embraces several responsibilities other than re- 
sponsibility to the customer around whom everything 
revolves. 

There must be responsibility to the organization as 
as a whole. A suburban store must be complete in stock 
and in its thinking. It must have an independence of 
ideas and freedom of action, but its management must 
never lose sight of the fact that one store is part of an 
over-all plan, and must act always in accordance with 
whatever is best for the entire company it represents. 


Add to the Community 
There must be responsibility to the community it 
serves. | have thought many times about something I 
heard at one of these conventions some time ago. A 
speaker said that a store must consider itself a citizen 
that it goes into a community to add something con- 
structive, not just to take from the community what 
it can get for itself. This means co-operation with other 
merchants in solving mutual problems and it means 
sincere concern for civic betterment. It means active 
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participation in local merchant and civic organizations— 


participation which springs from serious purpose other 
than the realization that participation is just another way 
to advertise 

One of the management's keenest responsibilities 1s 
its responsibility to personnel. You may provide a neat, 
attractive, comfortable place to shop. You may fill it 
with desirable merchandise, but unless there is a spark 
of friendly and cheerful enthusiasm on the part of your 
personnel, your store will never have the pleasant at- 
mosphere that is so necessary for its success, and it will 
never reach its true potential. Providing this atmos- 
phere is a difficult task, one that takes constant effort 
endowed with thoughtful patience. Your personnel must 
be happy personnel, and it can be happy if management 


pursues seve ral policies. 


Adequate Staff Needed 

An adegate number of salespeople to distribute the 
work load properly is a definite must, and each person 
must have the realization that his contribution to each 
day's activity is important, for his attitude is etched on 
the customer's memory as the attitude of the store. 

Fairness and daily consideration for each employee 
must always be in evidence. 

A just system of compensation must be adhered to 
closely. We prefer to pay straight salaries rather than 
have our personnel paid by commission. We know 
what kind of a job each salesperson is doing, and we 
make a conscientious effort to reward him accordingly. 
In our own instance this is best, for it kills the curse of 
friction between different personalities. 

Management must do its utmost to find, develop and 
utilize the particular talents of each individual. By 
this means, the entire organization is strengthened, be- 
cause it will bring to light those on whose shoulders ad- 
ditional responsibility may rest. Management must face 
squarely the realization that the human resources under 
its direction can be guided to success only by the re- 
lentless attempt to train thoroughly and in a manner 
which will result in each employee's pride in his work. 


In Summation 

I know that I have touched briefly on many points, 
but in summation, I believe profoundly that if you 
create a suburban store which enjoys a good location, if 
your store has a variety of merchandise which will 
cater to the interests of the entire family 

If your merchandise reflects quality, thoughtful ar- 
rangement and dignity in its display 

If the store has management which recognizes and 
acts on its responsibilities to the customer, the organiza- 
tion as a whole, the community it serves—and its per- 
sonnel 

If management can develop in personnel the desire 
to give each customer something more than just a 
wrapped package 

You will have a store which will be a credit to the 
desires of Suburbia—a store which will return reason- 
able profit and provide you with a wealth of satisfac- 
t1i0n 

That's why I say with sincerest enthusiasm to the 
challenge 

Make mine suburban!’ 
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the challenge . . . An opportunity to pro 2.8 7 ™ 
vide a suite of executive offices, a complete sales de = O e 
partment and a reception area was offered to Central x, We 
Off Equipment Co. in Springfield, Ill. To com -U+ — ‘. 
: plete the installation for the Sangamo Electric Co., i ¥ : , 
ufacturers of a variety of electrical measuring “3 " 5 3 - 
ed : instruments and related products, Central had to pa = , 
h form a team, working in close co-operation with a 
: local decorator and manufacturers’ representatives. 
Eight executive offices on the third floor of the 
ot new building offered the first challenge. The chair- k 
man of the board, president, and six vice-presidents 
e were all to receive new offices. All are working ex- 
ecutives, so the offices provided had to be functional 
ti : 1s well as modern and beautiful. At the same time, 
ul ‘ it was made clear that they shouldn't be “fancy” for 
Ow : this didn’t fit the company’s reputation. The offices 
" : had to be designed with the same basic furniture : 
rly used in each, yet in each the color of upholstery and 
furnishings had to be tailored to suit the individual 
executives e 
nd Another problem faced was the placement of work ait 
By reas for 60 in the sales department on the second 
| floor. An engineering survey that took over four 
id months was necessary before the final plans for this 
: floor were completed. The key to the whole installa- 
le was careful planning and extra service. 
) | ...@ guide to layout, 
a An imprinted j der, suitable for re- . 1d . hi 
: taining the Office Planning pages as design aj furnis 1195 
a continuing source of ideas, is avail- 
you : able from the Service Bureau of OF- 
: FICE APPLIANCES for 35 cents in for the modern office 
wil : coin or stamp 
THE CHALLENGE 
; THE SURVEY 
s : THE SPECIAL TREATMENT 
THE END RESULT 
—3/58 
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The reception area was design 


within the bounds of good taste 
and function. Large floor-to-ceil 
windows are covered with mist 
green “diffusion” drapes s 


by 


sectional settees are Marble's new 
“Perimeter” line in top gt 
: leather. ‘Federal Blue” and bitt 


sweet are the colors us 

tables are also a part of 
Marble “Perimeter” group with 
black tops. The lamps are Raymo: 
(Richards-Morganthau & Co.) 
models in orange highlights. The 
receptionist’s desk is from Jasper’s 
“Classic” line. The floor is Ter 
razzo tile 





the survey .. . Team work and close co-opera- 
tion right from the beginning planning stages set the 
pace for the Sangamo installation. Bob Goldman, vice- 


president of Central Offi 
man, sales manager, split up the job. Mr. Goldman 


Equipment, and Ray Hoff- 


worked on the executive offices and reception room. He 


Spent approximately three months in planning the of- 
fices, working with Sangamo’s D. C. Blanchard, vice- 
president, and H. C. Chambers, purchasing agent. 

Long hours were spent in conferences with these 
gentlemen, and at the same time, other conferences were 
held with Paul Schanbacher, local decorator, and Ken 
Baker, manufacturers’ representative for Jasper Office 
Furniture Co., Niemann, Inc., B. L. Marble Chair Co., 
and Nucraft Furniture Co 

Mr. Schanbacher of G. H. Schanbacher & Son did 
all of the wall decorating work, using various colors of 
grass cloth to blend in with the colors chosen for the 
upholstery, drapes and carpeting. Once the furniture 
choices were made and the drapery materials chosen, 
color renderings of each executive office were prepared 
by Frances Meyerson of Central Office 

Ray Hoffman, who took four months in planning 
the working area on the second floor, worked in con- 
junction with J. M. Buhls and George Bowers of the 
Sangamo’s industrial planning department. His engi- 
neering survey showed that the only correct way to give 
more than 60 people adequate work surface and filing 
space was to employ modular metal furniture. He 
decided that Art Metal El-Unit modular furniture sup- 
plied the answer to the problem 


have an “ultra modern” look 





Edwin Raphael Co., Inc. The 





OFFICE PLANNING .. continued 


case history | installation of a 
complete new office building 
for Sangamo Electric Co. by Central 
Office Equipment Co. in Springfield, Ill. 





Secretaries to the executives have Jasper Office Furniture 
Senior Office Master” clerical desks with typewriter 
shelf attachments. They are finished in walnut to match 
the executive desks in the offices. The posture chairs are 


from B. L. Marble in apple green leather with green 
fabric seats. The side chairs are from the Marble “Amer- 
ican Banker Line” and are walnut with a touch of “Pirate 
Gold” leather at the back. Art Metal ‘Director’ files 
were used in this area, painted an off-white shade to 
match the off-white walls. The floor is a combination of 
green asphalt tiles 
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The color rendering pictured at the right shows how carefully the 
preliminary planning was followed in the end product. The office 
pictured above is that of Sanmgamo’s president, C. H. Lanphier. It 
is the office of a working executive featuring a Jasper “Senior 
Office Master” executive overhang conference desk in walnut. This 
desk was used in all of the officers’ offices. A Jasper credenza and 
bookcase make up the remainder of the working furniture. The 
executive chair is Marble’s No. 1801, with an apple green leather 
back and olive green fabric seat. The side chairs are Marble’s 612 
chairs with saddle leather tops in tan and fabric green and gold 
seats. The drapes are Raphael’s “Evensong” in muted tans and 
greens. A Niemann, Inc. sofa, tables by Nucraft Furniture Co. and 
Stiffel Lamp Co. lamps (not shown) complete the room decora- 
tions 


 —_ 
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Dc uD | tent 
ot the board, Donald S. Funk. «ls Aaa at en 


serves . tne board room The 


furniture was primarily the same | PA 0 PRR ere | PREP HE e 
as in tl tice above, with the eu " 

side chairs featuring ‘Sunrise’ i HF PT | sig 
leather and charcoal fabric seats. Pu Rp i calla 


The executive chair has the same \ Me ee 
leather tone with a “brick’’ fabric Tk %! email ww 

seat. A Niemann sofa covered in a Ree: 

fabric that blends with the side 

chairs is not shown. The draperies TL 

are also “Evensong’’ by Raphael 

featuring deep maroon on a beige 

background. Dark shades of grass ‘jal 


cloth are used on the walls. 








This over-all view of the sales department 
shows the results of months of planning 
and space engineering. Over 60 workers are 
in this area which features El-Unit furniture 
by Art Metal in a decorator gray finish with 
mist green linoleum tops. The various units 
were combined with an eye toward giving 
the individual employees the space necessary 
for their jobs. Interchangeable desks, work- 
tops and base cabinets were combined 
throughout the office 





the end result... The officers of Sangamo 
Electric Co. are pleased with their new offices and are 
particularly satisfied with the second floor sales depart- 
ment. The board of directors has authorized Central 
Office to do a complete survey of all the company of- 
fices with the thought in mind of converting all de- 
partments to a similar modular furniture arrangement. 


This is a good commission since the company is large, 

with facilities in the U.S.A., Canada and England. The 

key to the whole installation, and its success, was plan- 

ning and service. This extra service is reflected in the 

fact that Central Office maintains a crew of at least 

__ - tunis four full time men in the service department who in- 

This closeup of an individual work station shows the flexibility stail and maintain all equipment. The initial job will 


of the El-Unit as called for in the initial planning stages. The 


‘ome continue to pay dividends and Central Office will con- 
Art Metal credenza units suppli xtra work and filing capacity 


tinue to have a good customer. 
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Stage, Music Stars 
On NOFA Convention Program 


7 HE National Office Furniture Association annual 
convention and exhibit plans are shaping up for a 
program of varied appeal and merchandising exhibition 
built around the ‘Boulevard of Style’ theme March 
28-31 in Philadelphia, Pa. 

John R. Gray, executive director, announces that 
some of the highlights will be 

John C. Smith, young executive of Blaw Knox 
Co., Pittsburgh, will deliver a non-denominational ser- 
mon at the special religious service to be held at the 
Bellevue Stratford Hotel, convention headquarters, Sun 
day morning, March 30. 

—As of January 11, 277 booths at Philadelphia's 
Convention Hall were taken by office furniture manu- 
facturers. 

-A. M. Sullivan, editor of Dun’s Review and Mod- 
ern Industry, will address the Friday, March 28, lunch- 
eon on the future of the office furniture business. 

—vVictor Borge has signed for a concert at Conven- 
tion Hall Friday evening, March 28. An “Office Fan- 
tasy’’ style show by John Wanamaker’s featuring not 
only the latest in office furniture but also, $2,000 im- 
ported gowns, will precede the Borge concert and 
Spring Soiree that evening. 

—An exclusive Continental-style breakfast will be 
held for the ladies in the private atmosphere of the 
Alpha Club on Saturday, March 29. 


Denise Darcel on Program 

—The banquet, Saturday, March 29, will feature 
entertainment by Denise Darcel, stage, screen and night- 
club star originally from France, who skyrocketed to 
fame in her first movie, “Battle Cry’ and is now con- 
cluding an appearance at the St. Regis Hotel in New 
York City. 

—RCA will present a color television set to one of 
the fortunate attendants at the convention. Six Parker 
desk sets will also be awarded 

—Kittie Campbell, women’s fashion editor of the 
Philadelphia Bulletin, who will have just returned from 
the Continent, will give the latest information on the 
Paris showing at the ladies’ luncheon Friday noon, 
March 28. 

—Temple University will add academic flavor when 
a quartet from its well-known A’capello Choir sings 
religious hymns at the non-denominational service. 

A champagne party will precede the Victor Borge 
concert and Robert Golden's famed society orchestra 
will provide background music 

—Ralph Noble of Denver will give an address on 
color co-ordination. He is a recognized expert in the 
field and author of a special article which will appear 
in the April furniture issue of OFFICE APPLIANCES. 
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Four national awards are to be presented at the 
annual banquet on Saturday. OFFICE APPLIANCES’ 
plaque will go to the individual doing the most for 
the office furniture industry and the association. Geyer’s 
Dealer Topics will honor a NOFA chapter with a 
trophy and The Office trophy will go to the NOFA 
chapter showing greatest percentage of membership in- 
crease during the past year. 

Arndt, Preston, Chapin, Lamb & Keen, Inc., public 
relations agency for NOFA, will present a trophy to 
the office furniture manufacturer exhibiting at the con- 
vention who best follows the ‘‘selling style’ theme of 
the 1958 show. 

Committee appointments for the convention are: 

General chairman—V. L. Caldwell, John Wanamaker 
Co.; Philadelphia. 


Two Assist Chairman 

Co-chairmen—Harry Tubis, H. Dubin & Co., 
Philadelphia, and George Stuart, George Stuart, Inc., 
Orlando, Fla. 

Exhibits—M. G. Wheeler, M. G. Wheeler Co.; 
Frank Puckett, Columbia Steel Equipment Co.; and 
Dorothy Ellenz, NOFA. 

Program—V. L. Caldwell, Harry Tubis and John 
R. Gray, NOFA. 

Ladies Activities—Mrs. W. H. Bretzlaff, Jr., Orchard 
Lake, Mich., and Mrs. Harry Tubis, Philadelphia. 

Public Relations—Robert C. Chapin, William P. 
Reed, Dean Sims, all of Arndt, Preston, Chapin, Lamb 
& Keen, Inc., Philadelphia. 

Workshop Breakfast—David Einstein, Commercial 
Office Furniture Co., Philadelphia, and John R. Gray, 

Registration—Russell M. White, Business Furniture 
Co., Philadelphia; E. C. Riley, NOFA. 

Hotel Reservations—Sidney Lichtenstein, Building 
Equipment Co., Philadelphia, and Dorothy Elienz. 

Entertainment—Bernard Featherman, Bernard Frank- 
lin Co., Philadelphia: John R. Gray, Robert C. Chapin, 
William P. Reed and Dean Sims. 

Attendance Promotion—Horace M. Laurence, H. M. 
Laurence Co., Philadelphia, George Stuart, John R. 
Gray, Robert C. Chapin, Dean Sims and V. L. Cald- 
well. 

Hospitality—Morris Kretchmar, Office Equippers, 
Inc., Philadelphia. 

Reporting Services—Morris Kretchmar and John R. 
Gray. 

Local Arrangements—David Einstein; Max Block, 
Block Steel Equipment Co., Philadelphia; Robert C. 
Chapin, William P. Reed and Dean Sims. 

Prizes—R. Sturm, Jasper Office Furniture Co.; A. 
J. Kuhn, Peerless Steel Equipment Co.; Robert C. 
Chapin, William P. Reed and Dean Sims. 
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Can you find a flaw in this argument ? 





The base of an office chair carries the load and takes the hard knocks. 
People kick it, scrape it, bump it, and grind sand into it with their feet. 
No wonder the ordinary base looks shabby even in a few weeks. 


You could offer your customers savings if you could sell office chairs with bases that 
would never need refinishing and never wear out. You would make more sales if the 
chairs you offered had this feature, and those offered by most of your competitors 
did not. 


Sturgis office chairs with fiber glass bases sell for no more than most ordinary chairs. 
The Sturgis fiber glass base is unbelievably strong and tough. It will never need to be 
refinished because there is no finish to scuff off. In short, it will never wear out. When 
it gets dirty, a wipe with a damp cloth will make it look like new. 


The Sturgis line contains 33 models to meet every office requirement (15 have fiber 
glass bases). List prices range from $24.50 to $260.00. Trade and quantity discounts 
apply. All models are shipped from either Sturgis, Michigan or Charleston, S. C., 
whichever source provides the lower delivery cost. 


An exceptional selling feature, plus a complete line, plus a choice of two shipping 
points could make it possible for you to increase your chair sales and your profit 
per sale. 


If you have failed to find a flaw in this argument, why not try to make our team? 


We'll see you in Booths 200 and 20! at the 
NOFA Show, Philadelphia, March 28-31. 


POSTURE CHAIRS 





WHE STURGIS POSTURE CHAIR COMPANY ¢ STURGIS, MICHIGAN 
General Sales Offices @ 1546 Erie St. © Chicago 11, Mines 
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accessories of the month 





Accent lighting to enhance 


CCESSORIES for the executive office and 

the reception room are an integral part of 
office planning and definitely a ‘“plus’’ business 
for the office furniture dealer. This fact, long 
recognized by OFFICE APPLIANCES, prompted the 
introduction of ‘‘Accessories of the Month” a year 
ago. 


This monthly feature written by Eugene Barnes, 
1. The antique touch has been 


merchandising counselor, offered a co-ordinated 
given to this “Regency Candy . 


lar” which is hand-carved and selling plan for various types of accessories. The 
hand-turned in knotty pine response from readers was most enlightening since 
ad Fe — — it revealed that many dealers are in need of good 
distressed. The mounting is sources of supply for these items. 

black hardwood, and the To further develop this service to readers, the 
seedy ancl gc wre staff of OFFICE APPLIANCES has gone to the 
paper. No. 19 from Brach- manufacturers of accessory items and asked them 
Allen Studio if they were interested in supplying office furni- 





ture dealers with this merchandise. Many were 

more than willing to co-operate, and it is their 
products that will appear on these pages each 4 
month. Many of these firms are already well-ac- 
quainted with the office furniture field and have is 
many good customers in this industry. 
In this initial presentation lamps are featured. pt 

n the months come, clocks, pictures and wa 

In th nonths to com locks, pict 1 wall to 

plaques, desk accessories, fabrics and floor cover- 
2. The Stiffel Co. is well ings will be discussed. All items selected are 
known to many dealers 
This modern brass lamp 
features a beige marble 
base and an unbleached 
grasscloth over Fiber 
glas shade. It has a 
three-light fixture with 
“Ray-Dial” diffusers 
Model No. 9645 


chosen with the office furniture dealer in mind. 
They are shown as representative of the manu- 
facturer’s line. 

The lamps presented on these pages are de- 
signed for use in the executive office or the recep- 
tion area. They are all available to dealers who 
might wish to use them in an office decor. The 
price range, retail, is from approximately $50 to 





$100, and many of the manufacturers have stated 
that they will customize the lamps to fit dealer or 
customer specifications. 

In other words, the shades are available in dif- 
ferent shapes and materials, and in some cases the 
wood finishes can be changed to better blend with 
the office furnishings. Both modern and tradition- 
al styling are shown. Two of the modern lamps 

; feature metal bases, combined with wood in one 
Big he wigedlen clown case and marble in the other. The other modern 
and the traditional office lamp has a wood base with brass accents 


tle 


setting. It is finished in Two traditional lamps feature hardwood bases 
ottled eggshell and gold tier dill alliaiies jinn i 
with 114-inch brass balls ina variety of giowing tones, another has a terra 





Ww 


ounted on a solid wooden cotta base, and two specialty lamps, one in leather 
base with a black and gold and the other a cast figure, offer the answer to the 
finish. The overall height is < Ny cott 
oF tadade” Waeets Wiktel ores need for a conversation piece. The light pole idea An 


Originals, the lamp is is growing in popularity, and it can be seen in bler 
available from W. ¢ 


Lamoreaux, Inc. in the . , 
Merchandine Blast today. All of the lamps are over 30 inches high. 


both the executive office and the reception room a 
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an office 


6. This contemporary lamp features a 
satin-finished pedestal on a teakwood 
base with brass feet. It offers the 
simple elegance of the classic line 

to fit in any office. The hand-made 
shade is of natural colored textured 
fabric over translucent parchment. It 
stands 40 inches high. From Frederix 
Cooper Studios 





4. Dahlgren Originals offers this tradi- 





tional cand! er, hand turned or 
solid woo ntiqued pumice finish. It 
Iso aval 1 antiqued fruitwood 
t St or ebony shade. Shade 
is gol ind natural tortoise shell 
print trimr th black edging 
top and bott Heicht is 33 inches 
2 —. 
7. The bold American Eagle brings this 
lamp into immediate focus in any office. 
[The Chapman Mfg. Co. offers this 
lamp and others in an almost endless 
variety of finishes and textures. Executive 
Furniture Guild colors are available. 
[he firm offers a special catalog of 
shade and base color swatches for $10, 
but it will also match the dealer's color 
selection or drapery choice. Two weeks 
livery is standard. This lamp is 
No. 205. 
© /f you wish more infor 
mation about the lamps 
5. “Brown Mambo” is a tall (39 ee © ee eR 
> tor lamp with a terra pictured here, please use 
bas h-textured shade the inquiry card facing 
) om poo 98 : page 00. } ur requests will 
gs. From The Crest C be forwarded to the manu- 


facturers 














8. The lamp pole, combined with a 
port-a-desk” is one of many suggested 
uses for the office or reception area, The 
desk is adjustable on the pole and is 
finished in walnut Resinite. The pole 
is No. 465 and the “‘port-a-desk” is No. 
476. The units are from the Scdffel Co, 





9. Book-leather bindings, featuring 
well-known classics, offer a conversation 
piece for the executive office. Gold 
trimming highlights the mellow patina 
of leather, and the gold is picked up in 
the square base and matching gold 

leaf shade. The lamp stands 33 inches 
high and has a list price of $79. No. 
6000 from Frederic Cooper Stu 410s. 
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Von Soosten of St. Louis specializes in bookkeeping machines. . . he sells 
no typewriters .. . bankers are his friends and his ‘adding machine salon’ 


is augmented by mobile demonstration facilities 


HE office machines business of Von Soosten & 
tin St. Louis, Mo., is always adding up. 

There's no pun intended in such a statement be- 
cause it is a fact that the personable N. H. Von Soosten 
does not sell typewriters, checkwriters and duplicators 

only machines designed to add. 

This, of course, easily evokes the question of how 
narrow or special any office machine dealer's line should 
be and a subsequent question: “In what lines should 
he expand?” 

Mr. Von Soosten’s answer is quite simple: “I believe 
that any dealer should expand only in the direction in 
which he can do a good job.” 

Such accomplishment, the St. Louisan has demon- 
strated, can be in the area of adding and bookkeeping 
machines. He has leaned over backwards to overlook 





nothing to make his four major lines so live and so 
complete that his customers will quit shopping when 
they have been comfortably seated in his ‘‘adding ma- 
chine salon” as he has been known to term the head- 
quarters at 804 Pine St. 

There are other facets worth recounting, too, about 
the interesting operation which spread-eagles most of 
Missouri and a large portion of other nearby states 
within reach of the Volkswagens and the Isetta which 
have become mobile advertisements of a business which 
rushes its service direct to the customer’s office. 

This is a business, too, in which every mechanic is 
a businessman and a salesman. 

It's a business in which are promoted no brand 
N. H. VON SOOSTEN names, only categories. 


And it’s a business which mirrors Von Soosten’s 





His business ADDS UP 


because his mechanics are ( 
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philosophy that ‘we must never quit the search for ex- 
pansion into new and profitable channels that we can 
find right in our immediate field.”’ 

Settled upon his determination to carry only those 
machines which add (even to the extent that he buys 


the typewriters for his firm’s own use retail, new and 


from local outlets), Von Soosten has become known as 
a supplier of bookkeeping machines, adders and cal- 
culators especially for banks and savings and loan com- 
panies 


His Volkswagens are seen parked in front of Mis- 
souri’s leading financial institutions, carrying machines 
inside and get a demonstration” sales mes- 


ror step 





Bruenjes uses Italian 
on business calls. 
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Al 
Isetta 


Mechanic-salesman 


CUSTOMERS quit shopping when they are 
comfortably seated in the ‘‘adding machine 
salon of Von Soosten & Co., St. Louis, Mo. 


sage. He is a familiar figure at the money lenders’ con- 
ventions and trade shows. 

Von Soosten rebuilds, services and sells the compli- 
cated machines which tellers use for both compiling 
and recording the loan or withdrawal transactions of 
their customers. 

Thus, he has become in fact a specialist as an office 
machines dealer and his type of operation is as well 
known as the cigar which he usually dangles in dis- 
tinguished fashion or the figure skates which he carries 
while bound for his favorite recreation on ice. 

This proprietor has a flair for promotion which led, 
perhaps, to adoption of the easily-recognizable foreign- 


(please turn page) 


businessmen 
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HIS BUSINESS ADDS UP... continued 


VON SOOSTEN& COMPANY 


Accounting Machine 
Headauarters 


i a ee OR UNSWIGA WRRee) 1138 


ADDING MACHINE fampgggyy>s CALCULATOR 


os 


a 


5O%/ 





A typical Von 
Soosten & Co. 
display of accounting 
machines at a 
bankers’ convention. 


made autos which carry the Von Soosten & Co. name. 
He advertises in newspapers, banking trade journals 
and by direct mail with consistent and sizable space. 
Furthermore, he has reorganized his upstairs quarters 
with a view of intriguing his customers to come in and 
see for themselves what is available for them to buy. 
Last summer, Von Soosten spent a preliminary month 
reorganizing two warehouse spaces in other parts of the 
building, including a 40-foot room next door. He added 
more than 900 feet of shelving and broke up a little 
over three tons of machines, thus enabling him to re- 
organize the space into office and display rooms. 


Arrows Mark Departments 

His next step was to better departmentalize the 

public display area and to place special signs with ar- 
rows indicating each department. 

These departments are quickly identifiable—adding 

machines, electric adding machines, calculators and 





“So, after sitting down with him, learning a thing 
or two about his problem, his size of offices, his 
present equipment in use and his price range (to a 
limited degree), then it becomes much easier to sell the 
kind of machine that fits his need and budget and one 
that we have in our line. 

And what is more important, on this basis it is 
not necessary to sell without a regular profit.” 

That is how Von Soosten has clung to his belief that 
a dealer should expand only along the line in which 
he is equipped to do a good job. 

Too often, he asserts, an office machines dealer at- 
tempts to go in all directions, without mastering any 
specialty. 

“It’s quite simple,” says Von Soosten; ‘‘you should 
learn to do a good job where you have the facilities 
and the time. And if you should expand in a depart- 
ment where you are doing a lousy job, you should get 
out as fast as you can.” 


comptometers, printing calculators, bookkeeping ma- t 
chines, accounting machines and bank machines. A Reputation Is Built 
There are no brand names displayed, only the cate- Building a reputation for service is extremely im- . 
gories as listed in the preceding paragraph. Von Soosten portant, says the St. Louis dealer. This status he has 
explains: attained along with a unique recognition that “all 7 
“We believe the business has become so broad, and mechanics are businessmen.”” A Von Soosten service- 
perhaps complex, that in many cases the customer is man is a salesman who has both the authority and the p 
admittedly not too well qualified to select makes or know-how to close a sale. In fact, there are no sales- 
models, but is willing and ready to be shown various men as such in the Von Soosten organization. P 
models, prices, sizes and colors leading to the eventual Service calls provide the door openers for Von L 
plea: “Which machine do you think I should select? Soosten sales in an area which extends roughly for Su 


a4 
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00 miles out of St. Louis and extends even into 
Indiana. Numerous installations of bookkeeping ma- 
hines have been made in Kansas and western Mis 
sour 

Bankers are acquainted with the Von Soosten name 
through presence of the proprietor at their conventions 
ind through his advertisements in their financial pub 
ications. They are not surprised to see the Volkswagen 
pull up to the front door and a combination service 
an-salesman step out and ask “‘to see the president.’ 


He Made the Sale! 

In this respect one of the sales feats recounted around 
the St. Louis quarters relates to that of Jack Lary, an 
imbitious and friendly young Negro who came to Von 
Soosten for G.I. training. Finding a bank closed for 
the usual Wednesday business closing in a Missouri 
town, Lary took a machine to the bank president's 
home, discovered the executive was at ease and pro 
eeded to make the demonstration and sale. 

Von Soosten gets his machines new when they arc 
available to dealers. Otherwise, he builds up his supply 
with bird-dog tenacity in finding machines for rebuild- 
ing. His servicemen are experts along this line, just 
as they are businessmen in making sales contacts. 

It is through putting emphasis on service and mer- 
handising of the machines which add that the St 
Louis office machines operation gains its unique and 
successful character. 
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MACHINES 


NOTE SIGNS for departments featuring bookkeeping, 
bank and accounting machines at Von Soosten's. 





THE VOLKSWAGEN has become a trademark 
of the Von Soosten operation, taking machines 
direct to bankers’ doors for demonstrations, 
service and sales. 
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Expect to find in the Alma Director Series unparal- 





leled warmth and friendliness obtained only in the 
use of cherry and walnut. Designed to express the 
current contemporary without sacrifice of dignity 
and function. Here the modern lightness in appear- 


ance is supported by extremely sturdy construction 





The Director Series will satisfy the most discrimi- 


the Director S@PI@S swiss exccarive w 


(SEQUENCE NO. 2) 


treasures stability and 


prestige but yearns for contemporary decor. A 


beautiful new catalog is yours for the asking. 


- ALMA DESK COMPANY -: 


Manufact rs of Distinctive Wood Office Furnitu 


High Point, N.C. 


Booths 273 thru 277 at the NOFA NEW ITEMS & NEW ACCESSORY 

Convention i IDEAS in The Alma Trend Program — 
the single source service for complete 
office interiors 





| No. 1986TD or 1986TDWA 
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SCHOLASTIC MAGAZINES' 


Youth Manket 


GRADUATION GIFT SURVEY 
1957 

















PORTABLE TYPEWRITERS 
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BRAND WANTED 











Boys Girls 

% % 
Royal scrcchdvasncnsnbeocs$eeeee 37.21 Royal ccccccccccsesevvccesces 45.95 
ee er ees 21.91 SmI CnaCOPORE sé ccscccvcisdecesss 20.27 
i tH=GOROAE: 2. <ecead caw ewcda 16.28 Remington ..ccccccccccccsscces 18.92 
BGOCHOON  6ae46 Gensavecess cue 9.30 Underweed occcvccvesesesesseue 5.41 
MiscellAaMneOUS .eccecceececeeees 4.65 Olympia cuccccccccccsessscsees 2.03 
Brand Specifiec ..cccceccees 4.65 MiSCeI1ANECOUS ceeeeseeeeeeuees 1.35 
100% No Brand Specified ......eeeee 6.08 
100% 

eer BRAND RECEIVED 
Boys Girls 

% % 
Royal .cccvsnscnsveseseeec ss cuan 46.15 Royal cecccccccdcccsecvoesecees 41.67 
Smi Ch<COPGNG 0.0 éwerensseess¥ oa 23.07 Smith-COrONe .ccccesceovceccves 30.55 
Remi Ngton =.~04.0sod ene ahep eae ese, ee Remington cceccccessesecsoeces 13.88 
Olivetts cevcdsweee cen 000006008 ee UnGOTWE? 640 6 5se 000 eseneecens 8.33 
100% OCLSMBIE dc cvccccedebevnctssace Zett 
NOTMOS cccvecccnvensecveresecs - oe 
100% 


Y, ® 
ROYAL portables Products of Royal McBee Corporation, world’s largest manufacturer of typewriters 
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Cycle Billing 
for Business 


Accounts 





ONE OPERATOR .. 


. working with an NCR billing machine 
can handle all of the Smith & Butterfield accounts— 
as well as the payroll and accounts payable. 
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Time and money are the two main 
savings at Smith & Butterfield 
in Evansville, Ind., since the new 


billing operation was installed. 


Editor's Note: Cycle billing has been in successful 
operation at Smith & Butterfield in Evansville, Ind., 
for the past three year 
the mind of the firm’ 
by business accounts. 
the system was instituted. Here, 
Harold L. Brown, controller, is the 


gran. 


There was some doubt in 


) fFicial:s as to us acceplance 
The problem did not arise, so 
in the words of 


tory of the pro- 


t might be said first that we at Smith & Butter- 
field had always wanted to stagger the work 
load in our accounts receivable department. We 

were unhappy about getting statements out late every 
month. 

We were equally unhappy every month when the 
time came to set up the balances on new statements, 
and we had to look up balances after we had run a 
tape at the end of the month. Then too, we had to 
post by machine every day, stuff each day's posting 
media, and then post each day. When we look back 
on that picture we wonder how we ever got any 
thing done. 

Before cycle billing, we had two posting machines 
—and of course, two operators. We had two stuffers 
and two analysis clerks. We split the alphabet to 
distribute the work load, but even this didn’t help 
much. 

Now we have one National Cash Register billing 
machine 
analysis clerk. With this one machine we can handle 


with one operator, one stuffer and one 


our 25,000 accounts, mail out from 6,000 to 10,000 
statements each month, run our payroll (160 em- 
ployees) and do the accounts payable work. 

When we decided to make the move, we knew 
we had two types of business, our business accounts 
and our family accounts. We were somewhat dubious 
about the business accounts accepting cycle billing. 
To find out if they would, we sent letters to a select 
group telling them of our intention and explaining 
how the new billing would be handled. We asked 
for replies on a self-addressed, stamped card, espe- 
cially if the move was not satisfactory to the cus- 
tomer. There was very little opposition to the change. 

Before cycle billing, we had been closing on the 
25th of each month. Only 25 out of 13,000 business 
accounts asked to remain on the 25th, so we put 
these accounts in the last cycle with a card in the 
proper cycle as a cross reference. 


Announcements Sent 

To make sure that our customers understood our 
change-over, we inserted a printed announcement 
with each statement mailed out under the old state- 
ment. We also had printed copies of our cycles, 
which we enclosed for two months (on cycles) 
thereafter. All new customers receive these cycle 
cards also. 

True cycle billing, we know, includes the sending 
of all posting media to the customer and microfilm- 
ing these before they are mailed. This we do not do 
because business accounts often incur many charges 
and possible credits each month. Many of these ac- 
counts require more than one copy, so this would 
require special envelopes because of the bulk. It 
would also mean added expense in postage because 
of the weight. 

To handle this problem, we designed our state- 
ment as a pullaway form with a perforated stub. The 
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by HAROLD L. BROWN 


controller 
Smith & Butterfield Co., Inc. 
Evansville, Ind. 





chine 
nts— 
able. COMPACT . . . Diebold cycle billing desk and trays hold 
all of the company's business and family accounts. These 
accounts are grouped and billed in the same manner on a 
regular cycle count. 
yellow or (original) statement, which shows pre- which would require speed and flexibility, and more 
vious balance, payments, credit memos, purchases important-—more employees. 
(in amount only) and balance due, is mailed to the Our first year with the system we were off ap- 
customer. The billing machine is set up to print the proximately $24, in our total balance. The second 
total balance due on the stub above which also car- year showed a $90 figure, and the third year was 
ries the customer’s name and address. This is mailed $248. We have since found $200 of this last figure, 
back to us with the customer's check. so we have decided that the expense of keeping cycle 
: control—one girl’s salary—takes care of any large 
” White Copy Used as Receipt loss that might be s eetal : ' 
The white copy (carbon) is also printed and used We have also learned that if we keep a careful 
as a receipt. It shows the date of payment received, watch on the accounts receivable trays, allowing no 
the amount paid and the total account. A blank space posting media to be removed, we would make money 
is set for any discount allowed. on the whole procedure. 
Since the balance due is machine printed on the In speaking about posting media, I would like 
stub, if the check agrees with the figure when it to explain that we file all for future reference. Our 
comes in, we do not spend time in looking up the business accounts who require a copy sent with the 
account. We immediately stuff this stub directly in statement, or as purchased, receive a direct copy 
the account, which sets it in readiness for the next made on a “Verifax” machine. This eliminates any 
billing possible typing error in transferring figures or in- 
If the top of the statement is not returned, we use formation and also shows the exact signature of the 
our white copy for stuffing in the account. If the purchaser. 
) check does not agree with the printed balance, our F 
2 statement copy is used as a ledger card to analyze the System Very Satisfactory 
account. We keep these copies until a balance is paid, The whole system, the machine we use, and the 
p then they are destroyed. Of course, our Diebold Diebold cabinets and trays have pleased both the 
ledger cards show only the monthly totals. We have executives and staff. We are happy with cycle billing 
. : he because it has also shortened the work flow of a 
utilized Diebold cycle billing desks and trays to aug- roe . ~— 
5 aint eer nee charge ticket from the time it is written until it 
Our compli Te es ee reaches its final resting place. This has brought about 
d fat eo , a saving in our employee's time and in our payroll. 
7" risk”’, and rather than having a girl keep daily con- The writer had the “pleasure” of working out the 
e trols for the cycles, with a constant balancing factor, problems of this billing system, and feels it might 


we decided to balance once a year. This, we decided, 
is time saved because of the possibilities of mis- 
stuffed items, mis-sorted bills, and other factors 


be helpful to someone else in this business who 
might be thinking or wishing for just such a solu- 
tion. 
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at little more than a tubular steel base 





new beauty Here’s the ‘New Look”’ by MILWAUKEE, in three 
Model exceptional clerical posture chairs, featuring the exclusive 
M-SOPS PERMO-PLASTIC base. The one-piece molded base adds a new, clean, 


streamlined beauty to the lines of these outstanding chairs... 


new durability Check these fine advantages: no scuffing 
possible...no screws, bolts, nuts, rivets, or metal reinforcement 

required ...nothing to come loose. Here, truly, is new perfection 
in clerical posture chairs...exclusive with MILWAUKEE... offering 


you a new, more profitable selling opportunity. 





write for complete deta//s now 


~!- there is nothing finer in office chairs 
oh 


N\ \ 


/ 






me 
~ 


VISIT US AT THE 


7 
NOFA CONVENTION 
SPACE 115, BELLEVUE-STRATFORD 





MILWAUKEE METAL FURNITURE COMPANY, \ot inc. 
101 N. Campbell Ave., Chicago 12, Illinois 
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Olivetti’s 2 unique portable typewriters have won remarkable acceptance in 


relatively short time: 


The Lettera 22, the portable portable. This elegant, compact lightweight has 
all important features of standard typewriters, plus special Lettera typeface 
optional), half-line and half-letter spacing, distinctive travel case. For the 
home, school, travel and business gift markets. Grey, green, or blue, $88 
plus FET, retail. 

The Stadio 44, the office portable. This equally handsome larger machine has 
the feel and features of a standard. For home, school, office aiid professional 
use—it’s “the portable for people who don’t like portables.” Grey or blue, 


in smart carrying case, $123 plus Fer, retail. 


Over a million sold. Full-profit opportunities on each sale. Starting this month, 
Life Magazine readers will see Olivetti full-color ads 130 million times during 
the first half of ’58. For information, write Portable Division, Olivetti Sales 
Corporation, 580 Fifth Avenue, New York 36, N.Y. 
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Editor's note: This letter, which was actually written 
by Bill Hammon to a a yr (not named) is in ou 
opinion worth repeating jo ill to read. It is spect fu 
in its reference to the opening of a new furniture 
showroom, but most of the program could easily be 
adapted to fit a mew stor remodeled store, or any 
new de partment. See if you agree with us! 
ear jim: 


You asked me to write you concerning the factors 
that make a successful opening. I'll try to give you 
a number of impressions gained from quite a few 
store openings I've attended 

Openings are difficult events to manage properly 
They require elaborate plans and a terrific amount 
of energy to implement those plans 

The most important thing for the manager of a 
firm planning an opening to keep in mind is that 
he cannot do all the wort him and have a suc 
cessful event. We have all seen flops conducted on 
this basis. At the same time, there have been failures 
because the proprietor left too much work to un- 
initiated assistants who needed guidance and super- 
vision. 

The manager must ze the project! A good 
way to work out his share of the job is to delegate 
the responsibility for details, once the plan is estab- 
lished, and then spend all of his energy in keeping 
the plan “on the rails.” With this approach you can 
be confident of conducting a successful event. 


Openings are of three basic types—new location, 





pening 


































remodeling, or business shows and promotions. In 
your case, you are interested in a furniture depart- 
ment addition and remodeling opening which is 
something less than a complete store remodeling 
and, as such, is of action-getting interest to a smaller 
group than a complete store event. It's a good thing 
to keep this fact in mind when you make your plans. 

| guess the simplest way to describe the pre cedure 
of the opening is to say it is a three-stage affair, 
with each stage as important as the others. The three 
stages are planning, promotion and the event itself 

An opening is an investment because you place 
your business image before the public which you 
serve. It is also a time to cash in on some col- 


lateral values which can mean a great deal to you. 


Delegate Responsibility 

For example, it is a good opportunity to give re- 
sponsibility to younger, relatively inexperienced 
hands in your organization. With your guidance, they 
can have this opportunity to develop ideas that will 
make themselves more important to themselves and 
to you 

Here, too, is an opportunity to develop markets 
and accounts which may not have been doing busi- 
ness with you. But these are side effects. You must 
give your prime consideration to your major goals. 

Here they are: 


1. You wish to convince your market that you are 
the best possible source of supply for office furni- 
ture. 


2. You wish to stimulate your customers to buy 
your oftice furniture and to buy correctly. 

3. You wish to establish yourself as the authority 
in your community on office furnishings and office 
planning 

i. You welcome the event as an opportunity to 
be a host to your customers to show them you ap- 
preciate their patronage and that you have invested, 
in good faith, in their continued support of your 
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Careful planning and well-timed promotion play an important 


role in securing attendance at an open house event. Here’s 


topnotch advice from an expert if you’re planning on... 


firm—come to think of it, this goes for your sup- 
pliers too—ditto for your firm’s employees. 

5. You want leads and sales. 

With these goals in mind, let’s consider the plan 
First of all, pick a date which is suitable. The date 
must be far enough in the future to assure you of 
ompletion of your display and to allow your pro- 
motional effort sufficient time to sink in and go to 
work for you. Equally important is that the date you 
select is one which doesn’t conflict with other major 
activities in the community. It’s bad enough to be 
in competition with other firms, so why get into 
competition with a public event. 

Now you can prepare your plan. This can be 
master-minded by you, or it can come from a close 
conference. Items to be considered are many, so 
here are a few of the important points with my 
recommendations. 

Hours of the open house. The last two days and 
venings of the week, preceded by one ‘‘preview’ 
open house evening are the best choice. Start the 

during days at an hour when people can come 
n for a visit while they are “downtown” at work 
Many don’t like to return in the evening. For 
thers, evening hours are recommended, so both 


S re necessary 


Make Invitation List 

Invit n list. Customers, prospects, new markets, 
public officials, other dealers, suppliers, and families 
of mpany personnel make up the main list. (Al- 
ways invite the wife of any business man you know 
they like to see attractive displays, and they can be 


of help in two ways. (1) It’s easier to get the hus- 


nd out of the house if the wife wants to attend 


a function, and (2) they are often easier to interest 


n a beautiful new office than the man who works 
mn it ) 

Invitation form. These can do much to create 
nterest in the event. Be creative or richly simple. Be 
sure that what you do is in the best taste. The in- 
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a new store or showroom 


vitation sets the tone of the event. Be sure to have 
a brief message explaining what the function is, 
and flatter the recipient in a quiet, indirect way. Be 
sure to have the invitation arrive at least two to three 
weeks ahead of the big day. 

Invitation follow-ups make or break the event! 
Send a special letter to your wanted list, perhaps 
featuring a photo of one of the best office areas. Tell 
him what you are trying to do again. Tell him about 
office planning, furnishings and decoration. Beguile 
him with the idea of a functional, beautiful new ap- 
proach to office living. This letter should go one 
week after the invitation. Sometimes a dealer can get 
a supplier to co-operate by sending a letter to a select 
list as well. 


Have Salesmen Call 

Salesmen’s follow-up. Ask your salesmen to call 
on each account and hand out an invitation reminder 
to all who could be interested in attending the open- 
ing. This means those who influence buying deci- 
sions. Demand performance from your salesmen, but 
remember they are pretty busy too. Establish a reg- 
ular review with salesmen, repeating names of cus- 
tomers and prospects contacted and specifically if 
they are planning to attend. This is tough but it is 
necessary J 

Publicity. Some dealers have been successful in ob- 
taining publicity from newspapers, radio and even 
TV. One dealer was able to get a big Sunday fea- 
ture in the women’s section of a paper by empha- 
sizing that offices are homes too! One thing not to 
overlook is the publicity value of having a public 
official who might “cut the ribbon” for you. The 
mayor, the governor, a senator or a congressman 
would do nicely. 

If you have good friends in business who sponsor 
news, sports, or weather programs on radio or TV, 
buy a shot from them but let them use it to praise 
you and your efforts. 

Unique “'tickler’’ cards mailed to the Chamber of 
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will look like 


event. This 


Commerce mailing list or to a “Yellow 


ing can create interest. F examp!l 
possibly imagine what th 
Then give your store and the date of th 
will arouse curiosity and start people talking 


Plan a Press Preview 


Another form of publicity is the “press review 
Invite the press and lio to your “preview” open- 
give them photos, stories, history of the com- 


ing 


pany and its principals. If you have decorator-de 


hay C 


age 


signer and a department mana 


you feed the press a /oaf 


sonal histories ready too. If 


you might get a crumb, but it’s worth the try 
Attendance conte Offer a prize of some value 

to the salesman who gets the most accounts and 

prospects to visit the store during the event. This 


means gualified prospects 


Door prizes and favor Keep 


things on a high 


plane. If, as in this case, it is a furniture department 
opening, favors can include flowers for the ladies, 
or perhaps a maintenance item such as a sample of 
wax or polish for furniture or some hand cleaner 
For the gentlemen, ple useable item, with a 
lasting nature, that has your nam imprint and a 


description of your s The door prizes should 
be in keeping with th 
chair, a lamp or a desk s 

Refreshme nts. Keep these nice but sin Use ; 
catered service and off from small sand 
wiches to coffee, soft drinks, relishes, cakes, 
candy. There are some communities where you might 
serve cocktails or even champagn 


as well. In this case a 
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but this is ex- 
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invitations 


newspaper ads to run. The Sunday before the open- 
ing is a good beginning for a one-sixth page with 
one photo and description of your service and an- 


nouncement of the opening. The night before the 
event you can run a half-page ad with three photos 
of display and copy about the importance of newer, 
more functional, more attractive offices and your part 
in the picture. On opening day a full page ad—shoot 
the works—but keep it on a high plane. A good lay- 
out of photos, good readable copy and careful selec- 
tion of type is important. Don't forget to mention 
the door prize and favors. 
Special promotions. These are 


Preview” 


a good added at- 


Have a ‘Secretaries’ have them 


doughnuts and cofte« 


traction 
come 1n ‘before the boss 
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Develop Good Brochure 


Have a professional photographer take 


or" od color offset job. Sell your service in the CO} 


pictures of your individual displays and work up a 
) 


mention customers around the state for whom you 


have performed this service. Give the brochure to all 
who visit the store, and have it mailed as a final mail 
Fol] Time it to arrive on 


+ ’ wh 
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4 your prospects. 
opening day 

O peni day. Start 
then have the salesmen go 


with a company-wide sales 


meeting, to phones to call 
' of their 
Well Jin 
bang-up success. I'll say this 
cut, it will already be determined as to whether or 
not the event is successful. It’s all in the planning 


and the follow-through. 


accounts and prospects to remind them 
1, if you can do all this, you'll have one 
the 


when ribbon is 


Best wishes, 
Bi'l Hammon 
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and follow-ups develop interest in opening. 
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New Products 








Crysto-Mat Co. 
211 North St. 
Auburn, N. Y. 
Transparent floor mat of clear 


7 


4-inch aircraft plastic de- 
signed to give protection to office carpeting and yet blend 
with the surroundings. The surface is said to be shatter-proof 
and chip-proof and will not slip. Crysto-Mat, the company 
claims, is impervious to alcohol and other discoloring agents. 
This reversible mat has beveled edges and comes in three 
sizes: secretarial No. 4836, which is 48 by 36 inches; junior 


POCKET SIZE LEAD HOLDER 


Se me 


Alvin & Co. 

853 Palisado Ave. 

Windsor, Conn. 

The new Mark II pocket size lead holder was de- 
signed to meet the needs of all phases of sketch- 
ing and layout work as well as light-duty marking 


and checking. It is five inches long, has a nickel 
spring pocket clip, and holds extra thick 3 mm 
colored refill leads. The jet black, hard rubber 


barrel contains 
spring ejector 
lead adjustment 
mechanism holds lead securely so it will not shear 
Colored top button matches color of refill leads 
red, blue, orange, green, yellow, 
violet, black, and brown. Priced at $1.50 each 
(Inquiry card No. 70) 


Available 


executive No. 5345, which measures 53 by 45 inches; and 
the executive No. 6048, which is 60 by 48 inches. (Inquiry 


card No. 66) 


EXPENSE VOUCHER FORM 
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Philip Hano Co., Inc. 
P. O. Box 307 
Holyoke, Mass. 


A new Hano Standard Snap expense 
voucher, especially suited for record- 
ing expenses that must be reported 
on income tax returns, is now avail- 
able. It is a three part Snap-A-Part 
form printed on NCR paper. \/arious 
headings allow its use for company 
expense on the part of travelers or 
for the expenses of individuals who 
poy, but must account for, their own 
expenses. These headings include 
hotel, meals, travel, laundry, auto 
mileage, entertainment, and others 
Blank areas are left for additional 
entries and for bookkeeping purposes 
Minimum order will be one carton of 
800 triplicate sets. The list price will 
be $18.25 per carton. (Inquiry card 
No. 45) 


PLATE EMBOSSING MACHINE 





Addressograph-Multigraph Corp. 
1200 Babbitt Rd. 

Cleveland 17, Ohio 

The new Addressograph Class 200 
plate embossing machine was de- 
signed for fast, error-free repetitive 
writing in clerical operations of all 
kinds. It is especially suited to the 
needs of small businesses and organ- 
izations in record writing operations 
of functions such as payroll, shipping, 
routing, billing, mailing, accounts re- 
ceivable, and accounts payable. No 
larger than a standard office type- 
writer, this machine is simple to op- 
erate, even for the newest employee. 
It addresses, dates, numbers, signs, 
lists, writes specifications, heads state- 
ments, and makes carbon copies. (In- 
quiry card No. 67) 
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G. J. Aigner Co. 

426 S. Clinton St. 

Chicago 7, Ill. 

New line of 20-lb. white bond, mimeo 
and duplicator papers for ring bind- 
ers. Binding edges reinforced with 
DuPont’s ‘“‘Mylar’’ polyester film 
This AICO reinforcement of ‘‘Mylar’’ 
is said to triple the life of the bind- 
ing holes. ‘‘Mylar’’ is thinner, being 
1/1000 inch thick, than standard 
reinforcement materials. Suitable for 
use on all makes of stencil, gelatin, 
spirit, and offset duplicator machines. 
Company states that these new “Rip- 
Proof’’ sheets demonstrate 1% to 
3% times greater strength on test- 
ing against standard materials. Free 
samples and testing directions avail- 
able for the asking. (Inquiry card No. 
22) 


For More Information Use Inquiry Card Facing Page 66 
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for dealer support 
that really pays off 


LYON 


offers the 


BIG 
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I A Highly Profitable Line 


A Repetitive and High 
Unit of Sale Line 





A Complete Line 
for Many Markets 


4 A Printed Sales Policy 
>» A Printed Discount Policy 





6 Shipment from Stocks 


Dealer Slanted 
National Advertising 





A Continuous Dealer 
Promotional Program 


Help from the local 
Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
in your area. Address Sales Department — 


LYON METAL PRODUCTS, INC. 


General Offices: 328 Monroe Ave., Aurora, Ill. 
Factories in Aurora, tll. and York, Pa. 






OVER 1500 ITEMS 
for Business, 


Industry, 


Institutions 
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Watch Your N-C Sales Zoom! 








Make this NEVA-CLOG Free Trial Offer to your cus- 
tomers—and watch your N-C sales head for “happy 
heights” in’58. It means many extra sales for dealers 
and really valuable incentive awards for salesmen. 
And it’s so easy—takes about 30 seconds to make the 
offer and, when your customer accepts, as he usu- 
ally will, we do all the rest. Don’t leave a NEVA-CLOG 
with him. Don’t take one out of your stock. We at 
the factory relieve you of those details. 


It’s a mighty friendly gesture for a salesman to 
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~ NEVA-CLOG 


Full profit for dealers...Rewards for salesmen 





make to any good customer. Sales carry the full 
dealer profit plus rewards for salesmen. And it’s a 
sure-fire way to build up profitable and continuing 
sales of N-C Staples. 

We've tested it and the answer is clear—“If they try 


1"? 


a NEVA-CLOG, they’ll buy a NEVA-CLOG! 
So—write us today about this “can’t miss” method 
of building sales and earning prizes right away. 
We'll be happy to send you complete details by 
return mail. 
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FREE TRIAL OFFER! 





J-30 — the handy Stapler for J-56-R — the dual-purpose Stapler J-60 —the ideal Stapler for both 
permanent fastening. with the BUILT-IN STAPLE REMOVER. temporary (pin-like) and permanent 
fastening. 








NEVA-CLOG PRODUCTS INC., Bridgeport 1, Connecticut 
©. H. DAVISON & CO., Pacific Coast Rep., 609 Mission St., San Francisco, Calif. 
JIM W. COOPER, JR., Southern Rep., P. O. Box 2152, Atlanta, Ga. 
CANADIAN STAPLES LTD., Montreal, Toronto, Winnipeg, Vancouver 
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EXECUTIVE OFFICE SOFA 








Niemann, Inc. 
469 E. Ohio. St. 
Chicago 11, Ill. 


A new No. 7417 sofa has been introduced 
to correlate with the established No. 7416 
line. It features a tight back and loose 
cushions. The flared, pillow-arm is designed 
to accommodate the executive who requires 
brief relaxation periods during the day. 
This sofa is being shown in bronze top 
grain leather with ebony finished wood legs 
fm with brass boots. (Inquiry card No. 


PORTABLE UTILITY TABLE 





Tiffany Stand Co. 
7350 Forsyth St. 
St. Lovis 5, Mo. 


Model 2300 portable utility table is 
made of heavy gauge steel! with baked 
enamel finish. Over-all set-up size is 
30 inches wide, 18% inches deep, 
and 30% inches high. Lower tray 
can be converted into shelf by invert- 
ing. Mobility provided by 2'2-inch 
rubber swivel casters. Suitable as con- 
veyance for duplicating machine, ad- 
dressing machine, movie projector, or 
visible record cabinet. Also may be 
used in schools, hospitals, doctors 
offices, shops, parts departments 
stores, shipping rooms, and many 
other places. Available in five popular 
colors: silvertone gray, beigetone 
mist green, walnut, dark green. (In- 
quiry card No. 33) 





WALL CLOCK 





Westclox Division 

General Time Corp. 

La Salle, ill. 

This new Westclox Monitor 
is an electric wall clock de 
signed especially for use in 


offices, schools, motels, 
theater and office building 
lobbies, and similar com- 
mercial locations. It is con- 
siderably smaller than the 
company’s earlier model, 
measuring eight inches in 
dial diameter. Comes with 
an all-metal case in “‘desert 
tan” or in extra-bright 
chrome colors carefully cho- 
sen for maximum adaptabil 
ity to a wide variety of 
color schemes. Black nu- 
merals on white dial, red 
sweep second hand, and 
bottom setting knob, and 
other features of the larger 
Monitor have been retained 
in the model shown. (Inquiry 
card No. 62) 


PHOTOCOPY MACHINE 





Rovico, Inc. 

318 Market St. 

Newark 2, N. J. 

New Fotomate photo-copier has a 
copying width of 19% inches and a 
new angle feed which increases speed 
of copying by as much as 30%, ac- 
cording to the manufacturer. Will re- 
produce in seconds from one- or two- 
sided originals, either opaque or 
transparent. Has a dial control; can 
be plugged into any standard AC 
outlet. Of stainless steel construction, 
the machine is portable and com- 
pact enough to be placed on any of- 
fice desk. Comes in executive gray, 
imperial green, and regal blue. (In- 
quiry card No. 51) 


NEW PRODUCTS (0vinued 


ADDING MACHINE 





General-Gilbert Corp. 

150 Broadway 

New York 38, N. Y. 

A new “Six Add Seven’ non-sub- 
tractor electric model adding machine 
has been announced as adjunct to 
the company’s regular nine-column 
electric subtractor. This ‘’67°’ adds 
six columns to seven-column capacity, 
multiplies by single entry and de- 
pressing zero key to proper column, 
and shows sub-total and total for 
easy checking. Correction key permits 
deletion of one or more digits. Ma- 
chine measures 121% by 84 inches, 
has beige body with coral and yellow 
keys, and is equipped with a non- 
creep base. (Inquiry card No. 20) 


ROTARY FILE WITH DIAL 
FINDER 





Diebold, Inc. 

Canton 2, Ohio 

A flick of the dial brings records to 
the operator’s finger-tips, company 
claims for this rotary file with its 
Dial-A-File control. Dial can be 
turned in either direction to send 
records to working level by shortest 
route. Similar in appearance to a 
telephone dial, the device has only 
eight holes, one for each pan. Record 
trays and tray pans are matched for 
handling records of uniform size. Op- 
erated by heavy duty parallel-gear 
electric motor, the file is equipped 
with an electrically-coupled dynamic 
brake which assures smooth stopping 
action when records reach working 
position. (Inquiry card No. 54) 


For More Information Use Inquiry Card Facing Page 66 
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The 


President 


of 


Swingline; Inc. 


Gives you 7 good reasons for selling Swingline 


...and only Swingline! 


1. With the entire SwWINGLINE line, you eliminate costly in- 
ventory duplication. There’s really no need for 16 different 
brands that do more or less the same thing. When you select 
SWINGLINE, you select the finest! 


2. When you sell SwWINGLINE, you sell the best-known, best- 
advertised brand—the brand that is pre-sold to your cus- 
tomers through large-space ads in a host of magazines. 


3. It's difficult to become thoroughly familiar with all the 
features of the different lines. But when you feature only 
easy-to-load, easy-to-operate SWINGLINE, your sales people 
really know what they’re talking about! 


4. When you feature only SWINGLINE, our representative 
will have with him, on all calls, a sales record showing what 
your purchases have been, so that you can be assisted in 


deciding exactly what inventory you require! 

5. By eliminating duplications of stock, you not only save 
money on insurance but you save valuable storage space, too! 
You are kept posted on all price revisions, obtain all neces- 
sary advertising and display material, and are in a position 
to purchase maximum quantities at nunimum prices! 


6. SwiNGLINe’s stapling machines and staples combine the 
latest in design and modern engineering methods with newly 
developed materials to provide the ultimate in efficient, de- 
pendable, uninterrupted stapling performance. All machines 
and staples are thoroughly tested and carefully inspected— 
guaranteed to build repeat sales! 


7. And, remember...SwinGLine sells only through the 
dealer! Sell SWINGLINE and increase your profits. 


- - 
Swinglne- INC., LONG ISLAND CITY 1, NEW YORK 


SWINGLINE HOLDS THE MOST IMPORTANT JOBS iN AMERICA! 
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MOLDED UPHOLSTERED 
CHAIRS 









Silver Craft-Casard Sales 
High Point, N. C. 

Two chairs of a new line character- 
ized by contoured bodies molded into 
graceful lines, thick foam padding, 
and inner cushioning. This line was 
designed to cover the full range of 
office use—executive, reception 
room, general office—as well as for 
institutional use. The upholstery can 
be zippered off for cleaning or decor 
changes. The ‘Imperial’ (left) comes 
with a wooden cradle base in black, 
walnut, and blond finishes. The 
“Sierra’’ (right) has a pedestal! swivel 
base with biack enamel finish. Part 
of the firm’s ‘‘Dynamic Group,” these 
chairs are priced in the medium 
range and will be sold exclusively 
by Silver Craft-Casard Sales for 
Thaden Molding Corp. (Inquiry card 
No. 35) 


BALL PEN 
All-Rite Pen Inc. 
241 Hudson St. 
Hackensack, N. J. 
New ball pen fea- 
tures the “‘Hidden 
Helix,’’ a patented 
spiral mechanism 
sealed inside the 
ink cartridge. This 
device is said t 
regulate aquto- 
matically the Su- 
persized supply of 
ink to assure an 
even, constant 
flow over the ball 
point. Pen also 
features the Mi- 
crographic point 
double action re- 
tractor mechanism 
chrome cap, and 
new pocket clip 
Colors offered are 
blue, gray, areen 
maroon, and black 
Retails at $1.00 
(Inquiry card No. 
56) 











SERVICE TRUCK 





Bay Products, Inc. 
1621 W. Indiana Ave. 

Philadelphia 32, Pa. 

Now available with one or two draw- 
ers, these service trucks facilitate the 
movement of supplies, tools, and 
other equipment which must be 
handled continuously in_ industrial 
plant operation. Drawers can be pad- 
locked to prevent ‘borrowing’ of 
tools and equipment. Adjustable com- 
partment drawer units in the back- 
ground are also available from Bay 
Products. (Inquiry card No. 34) 


COPY DESK FOR PHOTO 
WORK 








Ampto, Inc. 

Newton, N. J. 

This manufacturer of a line of trans- 
fer papers and films for photocopying 
has added a copy desk specifically 
designed for use in office photocopy- 
ing, engineering, and duplicating or 
printing departments. The new unit 
is of all metal construction with legs 
that will adjust automatically to com- 
pensate for floor unevenness. Finish is 
baked hammertone gray. In addition 
to a 16 by 30-inch work surface, the 
““Ampto Copy Desk’’ has shelves at 
either side, measuring 9¥%2 by 16 
inches each and designed to hold 
papers, films, and collating racks. 
Will sell for $39.50. (Inquiry card 
No. 36) 


NEW PRODUCTS (ovinued 


LIGHT STAPLE GUN 





Arrow Fastener Co., Inc. 

1 Junius St. 

Brooklyn 12, N. Y. 

This new staple gun, designed for 
home use, takes 4% and 5/16 inch 
staples. Can perform a variety of 
light nailing jobs such as fastening 
upholstery, curtains, garbage bags, 
calendars, recipes, and similar items. 
This model JT21, called Arrow’s 
‘junior staple gun,’’ features a built- 
in staple lifter, a handle lock which 
permits the gun to be carried easily 
in the pocket, and Arrow’s jam-proof 
mechanism. Each machine is packed 
in individual display box. Available 
in gray or green metallic finish. Price 
is $4.95. (Inquiry card No. 50) 


DESK WITH BUILT-IN SAFE 





Bentson Mfg. Co. 
625 N. Highland Ave. 
Avrora, Ill. 


Called the ‘‘Guardex,’’ Bentson’s new 
desk features a built-in, fireproof 
safe which may be had in either side 
of a standard, double pedestal secre- 
tarial desk. The safe is completely 
concealed by a single door and is con- 
trolled by a Yale lock with 10,000 
possible combinations. The ‘’Guard- 
ex’’ slides out of its pedestal on a ball 
bearing cradle suspension. (Inquiry 
card No. 55) 


For More Information Use Inquiry Card Facing Page 66 


62 


OA-3 /58 









your company is judged 
by the office you keep! 






Cole Steel offices have a personality that 
radiates friendliness plus efficiency. . . . 
Scientifically engineered construction, 
handsome styling . . . consideration for 
comfort ... are all combined in Cole 
Steel Office Equipment. Cole Steel fur- 
niture is America’s top selling brand... 
its low initial cost, minimum upkeep, 
and enduring beauty make it the great- 
est dollar value in steel office furniture. 
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Cole Stee! Equipment Co., inc. « 415 Madison Ave.. New York 17, 4. Y 
Canada: 329 Dufferin St., Toronto, Ont. 





3-D LETTERS 





Hernard Mfg. Co., Inc. 
21 Saw Mill River Road 
Yonkers, N. Y. 


Precision molded Hernard Letters are 
now being mass produced at lower 
cost, manufacturer claims. Made of 
a plastic-ceramic composition, these 
three-dimensiona! letters are durable, 
and their white satin finish harmo- 
nizes and blends with any _ back- 
ground. Available in 23 sizes and 
styles that include futura, gothic, 
script, mercury, and lydian. Reference 
kit shown here contains samples of 
letters ranging from 34 to 6 inches 
The letters come pin-backed, tracked, 
or sanded-backed for different meth- 
ods of mounting. (Inquiry card No. 
37) 


INTEREST CALCULATOR 





PHOTOCOPY MACHINE 





Eastman Kodak Co. 

343 State St. 

Rochester 4, N. Y. 

A compact, 14-pound office copier, 
the Verifax Bantam Copier is priced 
at $99.50. Machine accepts originals 
up to 8% by 1] inches. Base dimen- 
sions are 131% by 17% inches, per- 
mitting its use on standard desk-tops. 
Capable of making intermediates or 
masters on Verifax Translucent Copy 
Paper for use in diazo-type printers, 
the Bantam is also adaptable for use 
with the Verifax method of producing 
offset masters for office-type dupli- 
cators. (Inquiry card No. 57) 


DRAFTING AND DRAWING 
TABLES 





Paul S$. Morton Engineering Service 
5131 Meadowlark Lane 

P. O. Box 146 

Kalamazoo, Mich. 

The ‘Morton Interest Calculator’ op- 
erates like a slide rule but reads di- 
rect like a table. Made of viny! plas- 
tic in handy pocket size, this device 
was designed for use by banks, sav- 
ings and loan companies, insurance 
companies, and all others who figure 
interest. It permits calculation on 


amounts ranging from 10c to $3,- 
000,000.00, to the third decimal, 
covering all rates by 1'%4' incre 


ments from 3% to 8349 Interest 
given is for one year, one month, and 
one day at each interest rate. It is 
based on a 360-day year and a 30- 
day month. Price is $5.00. (Inquiry 
card No. 24) 


Stacor Equipment Co. 
295 Emmet St. 
Newark 5, N. J. 


A new line of hardwood drafting and 
drawing equipment is the ‘’Wood- 
master,’ now available for schools, 
libraries, artists’ studios, and drafting 
rooms. Bases are of hardwood, fin- 
ished in dark oak; tops are solid soft- 
wood which has been kiln dried, 
smoothly finished, sealed, and lac- 
quered. Board ends are protected 
with heavy-gauge, zinc-plated steel 
end cleats. Four-post table has elec- 
trical outlet mounted in frame and 
drawers of steel, with matching wood 
fronts, which operate on steel rails 
and nylon glides. Wide reference 
drawer and tool drawer equipped 
with tool tray and lock. (Inquiry 
card No. 17) 


NEW PRODUCTS ‘ominued 


DICTATING-TRANSCRIBING 
COMBINATION 





Stenocord Division 
Pacific Instruments Corp. 
7046 Hollywood Bivd. 
Los Angeles, Calif. 


A combination dictating-transcribing 
machine suited for large institutions 
as well cs individual business and 
professional people. It is _ readily 
transported and may be used in the 
home or in an automobile. The mi- 
crophone of this Stenocord ‘’‘D” en- 
ables the user to back-space as often 
as necessary, to pin-point back-dicta- 
tion, and to make corrections without 
writing them. Magnetic belt is re- 
usable ‘‘thousands of times,’’ com- 
pany states. Machine weighs nine 
pounds. (Inquiry card No. 23) 


REFRIGERATED CABINET 








R. Young Associates 
3026 E. Grand Bivd. 
Detroit 2, Mich. 


This refrigerated cabinet features an 
absorption type refrigeration § unit 
that has no moving parts and oper- 
ates on AC or DC current. Cabinet 
made of Micarta inside and out. Legs, 
trim, and hardware are in anodized 
aluminum with brass finish; feet are 
adjustable. Magnetic latches hold 
doors closed. Unrefrigerated storage 
capacity, 3.37 cubic feet; refrigerated 
capacity, 2.49 cu. ft., insulated with 
fiber glass. Slide-out shelf mounted 
on nylon ball bearing rollers, slotted 
to hold 18 glasses. Two plastic ice 
trays hold 110 quick freezing mini- 
cubes. Height, 34 inches; width, 37 
inches (doors closed) and 40 inches 
(doors open); depth, 23 inches. Oper- 
ates on 110-volt AC or DC current. 
(Inquiry card No. 25) 


For More Information Use Inquiry Card Facing Page 66 
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dramatically new...distinctively beautify! 


- Dealer—this full page announce 

n U. S. News, Business Week, 

inagement Methods, Modern Office 

res, Interiors, Interior Design 

1 Architectural Record introduces the 

Avenue Line to your customers 
Displayed at the NOFA Convention 


March 28-31, Philadelphia 
Booth 80-81 


Elegant . ; i dignified 2 . ial ; 
will, Royal’s newer-than-new 4 ark Avenue : 
strike @ note of incomparable distinction in amy 
setting. From vibrantinew upholstery materials to ar 
trim-line bases, here's good design at its best. 
Cluttered, tree from the influence of transient ™ 
Will look refreshingly Modern and remain luxurio 
fortable throughout its long, long life. Write for t 
_ and name of dealer, See the complete Park Aver 


é 
ea 


tal Manufacturing Company, One P 











Whatever line of are you ready to fill the C 


conventional 
duplicating products NEW NEEDS 


you now handle of today’s customers? 


Revolutionary changes and improvements in typewriters and 





duplicating machines now call for the carbon, ribbon and duplicating 


' supplies that provide reliably good results with these new machines. 


To meet more fully all of today’s requirements Allied research 


has developed a whole new concept in specialized products. 


Take, for instance, one example: 





The Patented Flagship Line of 
Metallic Back Carbon Papers 


= = ot 


What makes Flagship different? Its 





gleaming, metallic back provides 
longer wear through its patented . 
;, ; p 
reinforced tissue—in every weight 
and finish. Its special formulas pro- p 
duce sharp, clean, feed-roll streak- 
less copies that permit smudgeless Te 
erasures. These extra benefits, easy lis 
_ to demonstrate and easy to sell, = 
x > 
appeal equally to stenographer and Ci 
~ buyer. fo 


\ 
yr 


é 


Let the Allied man* show you Flag- 


\~ 
ship, and other items in our com- 
plete line of duplicating supplies, 
among the designed for today’s needs to out- 


i world's finest 
duplicating products: 


perform today’s competition—and 
you'll begin to appreciate the value 
of an Allied franchise—with its policy 
of sales through limited, authorized 


Flagship patented metallic 
back carbon paper 





Flagship carbon paper ribbons dealers only. 





Offset ribbons 
Tabulating ribbons * P.S. Or we'll be glad to send you details by mail. Just write to Dept. B6. 


Addressograph ribbons 

Diazo ribbons . 
Hotel Register carbons 
Artist transfer carbons 


cence, SXL. LEED carson ano rippon MANUFACTURING CORPORATION 


Spirit carbons General Offices and Factory: 165 Duane Street, New York 13, N. Y. 


Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 
Stencils 
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QUICK SERVICE 


Accessories of the Month 


All accessories illustrated and described in 
this issue in the section carry key numbers 1 
to 15 duplicated on the card at the right. If 
you are interested in an item or several items, 
simple circle the corresponding key numbers 
on the card and mail at once. Your inquiry 
will be forwarded to the supplier immediately. 


New Products 


To obtain more information about any of the 
new products in this issue which carry the 
key numbers 16 to 75, simply circle the cor- 
responding key numbers on the card at the 
right and mail at once. Your inquiry will be 
forwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly. 


New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 





INQUIRY CARDS 


OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 


without delay. 

ACCESSORIES OF THE MONTH 

i 88 & Be Ve ae 2 Se oe 
NEW PRODUCTS 

16 17 18 19 20 21 22 23 24 25 26 27 28 29 20 
31 32 33 34 35 36 37 38 39 40 41 42 43 44 4 
46 47 48 49 50 Si 52 53 54 55 56 57 58 59 60 
61 62 63 64 65 66 67 68 69 70 71 72 73 74 5 


SALES STIMULATORS 
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NEW CATALOGS 
12 $22 123 «124 #41258 «©612606«©6127)6«6128) «6129)~«130 
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March 1958 issue of OFFICE APPLIANCES, 
Card void after May 1, 1958 
[] Check if additional cards are wanted 
Name 
Position 
Company 
Business Address 
City Zone State 
if fif 6 
2/ 8 i 
Os e) 3 
o¥-000 
@ “> 7! 
© FS = 
ies = -s 
» rZn sts 
= t= 66 © 
¢*oe6-4 
2 08 sé¢ @ 
> & Qo. vw ° 
Z3 
| Poa. 8 
- an 
OFF; vsrAn = . 
Ppf2e a3 3 P 
3 £3 sss 2 . 
; $-s SSSA 
37s 2 l= 
se" = =e mi 
ty w 
a E 2 a a 
a ° 
2 a > & ¢& ¢& 
: ie5 228 
oa | 
Fs 
_* 
= 8 nna we 
5 ~o™ 
¢$ §#$8ses 

























































































© 
- 
e 
© 
w” 
4 
- 
=) 
© 
te 
S 
Mee 


v 
he 
i) 

U 

£ 
=) 
cv 

& 


See other side 


<o 
Zc 
ese 
or = 
ctse 
. = ” 
ov 5” 
2 O22 
rw) a3e£ 





sjouryy) “9 062145 
‘PAIgG UOS>»PPF SEM OOD 
SIONVIiIddY 331440 


Aq pind oq jjjm eBnjysog 








sesBIs PEE UY] Pe;OW J) Ammerere_, dummig CBagreg ON 


Guv> Aldaut SSaInisne 











"TH ‘OOVoIID 
CLE6 “ON spureg 
Stvi> isais 





OA- 




















syoury “9 O6n2145 
*PAIG UCSF SOM OOO 
SIDNVIIddV 331440 
































Aq pind oq jjjm eBnysog 


























Ce6nEg POU 4 PelOW 31 AzDEsere~y dummig OBnss0g ON 


Guv> Aldau SSINISNHE 














“TH ‘O@VvoliD 
CLE6 ON spseg 
SEVIS Asus 








EASY TO USE—EASY TO SELL 
MARSH 77 FELT-POINT 
PENS AND MARKERS 


Marsh 77 Felt-Point Pens and 
) Squeezo Markers mark anyplace, on 
' any surface . . . with a smooth, continuous flow 
(zg — : of quick-drying, smear-proof ink. 
; They are used in factories, offices, 
M (- stores, schools and homes for drawing, 
‘ lettering, marking, and a growing number 
of other purposes. 
‘- oa The items you see here move fast and 


LM POINT PEN make quick, easy profits for you . . . boosted 
MARKS ON ANY SURFACE — a to all your customers by our aggressive 

WITH INSTANT-DRY INK = = . = : national advertising and convention 

exhibit demonstrations. 


Order your stock today and make your mark 
in this ever-expanding market. 


No. 2 Kit with Cleaner ‘4.95 


imal Marsh 77 Felt-Point Pen, 4 oz. ink, 
Se 4 oz. cleaner, 1 doz. extra Felt-Points, 
el - Font, in attention-getting self-display box. 


To order, specify doz. +2 kits. 





No. 4 Drawing and 
Lettering Kit *12.00 


Perfect for sketching, posters, etc. 

Contains: 4 Marsh 77 Pens with colored barrels 
to match ink; 4 cans ink (black, red, blue, 
yellow); 1 doz. extra assorted Felt-Points. 


To order, specify doz. #4 kits. 





No. 1 Personal Set *3.25 


Marsh 77 Felt-Point Pen, can of ink, 
two extra Felt-Points, in attractive box. 


doz. +1 sets, 





To order, specify 
Assortment A, B or C. 

Assortment A—Colored barrels and black ink. 
Assortment B—Colored barrels, ink to match. 
Assortment C—Black barrels and black ink. 
Standard assortment of colored barrels — 

4 black, 4 red, 2 blue, 1 green, | yellow. 


2 EM VAR T H 77 New Squeezo Marker 79¢ each 


FELT-POINT PEN Contains water-color ink for drawing, 
lettering, coloring on porous surfaces. Feed 
ink to the Felt-Point by squeezing flat sides 
of plastic bottle. Gives months of marking. 
A “throw-away"’ with no refills. 


To order, specify doz. Squeezos. 
Packed in solid color dozens or standard 
assortment dozen. Colors: Black, red, 
blue, green, yellow, orange, violet, brown. 


MARSH 


Marsh Co. 
83 Marsh Bldg. 
Belleville, Ilinois, U.S.A. 
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ELECTRONIC TYPING 
CALCULATOR 








tiie Sn 
International Business Machines Corp. 


590 Madison Ave. 
New York 22, N. Y. 


A new, low-cost IBM computer, called 
the 632 Electronic Typing Calculator 
will be ready for delivery in the sec 
ond quarter of 1958 at a price of ap 
proximately $5,600.00. Designed pri 
marily for order and invoice prepara 
tion, the machine can be operated by 
a typist with only a few minutes of 
instruction. The new 632 consists of 
an IBM electric typewriter, a 10-key 
companion keyboard, a magnetic core 
“memory’’ device within the com 
puter unit, and a program reading 
device. (Inquiry card No. 39) 


TYPEWRITER JUSTIFIER 








Marginator Co. 
1121 W. Magnolia Bivd. 

Burbank, Calif. 

Called the Marginator, this type- 
writer justifier automatically evens 
the right margin in reproduction proc- 
esses—newspaper, brochures, simple 
offset, mimeographed or hekto- 
graphed bulletins—and thus can give 
the effect of typeset printed matter 
Facilitates typewriter composition of 
sales promotion material, price lists 
catalogs, house organs, sales and 


service manuals, and similar 
pieces. The Marginator will justify 
columns from as narrow as 114 


inches to the width of the typewriter 
carriage; two or more columns may 
be justified on a page without shift- 
ing the paper. It expands or con- 
denses copy as needed, reducing the 
frequency of hyphenation. (Inquiry 
card No. 42) 





SUSPENSION FILE 





The H-O-N Co. 

Third & Oak Sts. 

Muscatine, lowa 

This 310 series low-cost su 
pension file has been added t 
the company’s product lin 
The new file is 26% inche 
deep and is equipped with 
10-roller full suspension cradle 
Two, three, four, and _ five 
drawer models are available in 
a choice of four standard color 
(Inquiry card No. 69) 


AIR PURIFIER 





Puritron Corp. 

15 Stiles St. 

New Haven, Conn. 

An electronic appliance that effec- 
tively clears the air in poorly venti- 
lated areas, the Puritron unit is 
small, lightweight, and completely 
portable. Housing a series of ultra 
violet lamps, filter, and circulator. It 
requires no complicated installation 
It plugs into a 110-volt AC line. UL 
approved, the Puritron comes in two 
models; the ‘‘Executive’’ ($49.95) 
and a unit for larger areas, the ‘’Di- 
rector’ ($79.95). Company claims 
this device provides “‘pure, dust- and 
pollen-free’’ air. (Inquiry card No. 48) 


NEW PRODUCTS (07 inved 





Evans Specialty Co., Inc. 

Dept. C, P. O. Box 8128 

Richmond 23, Va. 

The U-Bow desk organizer expands to 
suit individual needs. It is an ex- 
pandable rack of aluminum, light, 
and easy to handle. Will expand from 
four inches to four feet; contains 
eight sections, and measures seven 
inches wide and nine inches high. It 
will accommodate reference books, 
ledgers, telephone books, catalogs, or 
magazines. (Inquiry card No. 73) 


PHONE NUMBER SELECTOR 





Dial Direct Dex 

209 Los Molinos 

San Clemente, Calif. 

An automatic number selector that 
“‘remembers’’ phone numbers, ex- 
change and area codes for distance 
calling. Each digit is dialed as it ap- 
pears in the lens. Indexed number 
disk is placed in center ring of tele- 
phone; over 180 numbers available 
in ebony black and gold index box. 
Said to prevent errors and to save 
time. (Inquiry card No. 21) 


REPRODUCIBLE BALLPOINT 


INK 

W. A. Sheaffer Pen Co. 

Fort Madison, lowa 

A new ballpoint ink that reproduces 
clearly on copies of papers and docu- 
ments made on modern photo-copying 
machines using heat, chemical, or 
liquid processing is now available in 
company’s Skripriter ballpoint car- 
tridges. Retails at 69c in regular 
cartridge or 89c in the sterling-silver- 
tip cartridge. At present, comes in 
black only. (Inquiry card No. 30) 


For More Information Use Inquiry Card Facing Page 66 
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‘58 will reward dealers who stock the best values! 


BORROUGHS 


LIBRARY SHELVING 


a sure-fire line for extra sales every month of the year 











Look at these sales features! 


e sliding shelves adjustable 
without bolting 


e %" vertical adjustment 

e single or double face 

e open back units have corner bracing 
e |-piece double face end panels 


| You well know there’s a growing market 
for library shelving . . . so why not stock 
Borroughs . . . the shelving of many 


features for the customer, and a good 
profit for you. Available in 3 heights — 
42”, 84’’, 90’. All units 36” wide outside, 
and 9°,"' deep. Choice of 4 finishes—Spring 
Green, Dark Green, Gray, Fall Tan, in 
electrostatic baked-on enamel. Borroughs 
products will win many friends for you, 
er and add many dollars to your profits. 





And look . . . here’s an optional feature. 


Sliding Book Stop which can easily be 
moved to any desired position. send for literature 





cu 


* BORROU GH S&S manuracturine company 


m Oo 7 K A L A MA A Z re) oO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK alip KALAMAZOO, MICHIGAN 
® 
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DESK CALENDAR PAD 









Doolittle Co., Inc. 

320 N. Dearborn 

Chicago, Ill. 

The Doolittle desk calendar pad for 
desk-top use includes 24 calendar 
pages (two for each month) printed 
on No. 50 white offset stock. Calen 
dar is perforated and stapled at top 
Leatherette top and corners attached 
to cardboard backing. They can be 
had imprinted or unimprinted. (Inquiry 
Card No. 46) 


Lr 


METAL FILING BOX 


$e 


Hamilton-SKOTCH Corp. 
Hamilton, Ohio 

The new Porta-File ‘Imperial’’ person- 
al filing box is the company’s latest 
offering in its home-office equipment 
line. Of extra sturdy, heavier-than- 
usual metal construction, it is fin 
ished in mahogany and features a 
bronze medallion decoration. Size is 
12% by 5% by 10 inches with a 
capacity of more than 800 docu- 
ments. Handy for storing household 
bills, receipts, bonds, tax records, in 
surance policies, leases, cancelled 
checks, and similar items. Comes 
with lock and key. A companion 
piece will be a check size file that 
will also be sold through department, 
stationery, and gift stores. Both items 
have a suggested retail price of 
$4.98. (Inquiry card No. 44) 








PERSONAL TAX 
RECORD 


TAX RECORD 





Dome Publishing Co., Inc. 
357-361 Canal St. 
Providence 3, R. I. 
Specifically designed to keep 
week-to-week record of de- 
ductible expenses and to 
conform with the recom- 
mendations of the Internal! 
Revenue Service, this new 
personal tax record is 4/2 
by 9 inches and contains 
128 pages. It is the work 
of Nicholas Picchione, tax 
expert and author. Als 
contains material helpful to 
the filing of income tax re 
turn, including the year-end 
summary sheet which auto 
matically gives all informa- 
tion needed for such a re- 
turn. Price given as $1.00 
(Inquiry card No. 52) 


OFFICE PARTITIONS 


Ferrometal Division 
Milwaukee Stamping Co. 
2530 W. National Ave. 
Milwaukee 4, Wis. 
A new line of Ferrometal steel office 
partitions is now available from the 
company. All units are pre-fabri- 
cated, ready for assembly in any de- 
sired arrangement. Panels come in 
three heights—42, 54, and 68 inches 
-in 10 widths, and are 13% inches 
thick. They are of welded slip lock 
seam construction with sound deaden- 
ing core. Wedge hooks insert in slots 
in the 16-gauge posts. Channels with 
rubber strips are provided for inser- 
tion of plate glass, fluted obscure 
glass, Fiberglass, or acoustical panels 
Accessories include two stirrup brack- 
ets for wall connection, floor anchors 
for posts at gate openings at end of 
free standing runs, and leveling 
screws. Finished in corrosion-resistant 
baked-on enamel in four popular col 
ors—mist green, desert tan, pearl 
jray, and hunter green. (Inquiry card 


No. 26) 


NEW PRODUCTS (ovtinued 


PLASTIC LAMINATING KIT 





Therm Appliance Mfg. Co., Inc. 

608 S. First St. 

St. Charles, Ill. 

With Photo-Seal, a new plastic lami- 
nating kit, it is possible to seal identi- 
fication cards, wallet-size pictures, 
clippings and the like permanently in 
clear plastic. Kit requires no water 
connections or installation. It includes 
a 4 by 5-inch electric sealing press 
with a 300-watt 115 volt heater, two 
Nickeloid polish plates, and 50 sheets 
of plastic (enough for 25 wallet-size 
laminations). Complete kit is packed 
in a corrugated carton, 11% by 
15% by 3 inches. Price is $14.95. 
Refill kits of 100 sheets of plastic 
and two polish plates are available 
for $2.95. (Inquiry card No. 58) 


PEN DESK SET 
2s 
e YW) 





¢ &* 
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Parker Pen Co. 
Janesville, Wis. 


New desk set designed for use in the 
office or the home. One of a new line 
that emphasizes the use of rich, 
grainy woods. Metal shown includes 
two of Parker’s new desk fountain 
pens; base consists of contrasting 
blocks of aluminum and Brazilian 
rosewood. Will retail at $45.00. (In- 
quiry card No. 32) 


For More Information Use Inquiry Card Facing Page 66 
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Douglas Aircraft Co., Inc. 
Santa Mon ' 
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WILSON & CO., Chicago, Ill. Plo sts 


Help your customers clean up their record storage rooms by demonstrating 
the exclusive constructign and built-in conveniences of STAXONSTEEL, 
the most popular and finest transfer file on the market. 


Specialty Uses 


Recommend standard STAX 
files to solve many special storage 
problems such as storing artwork, 
home use for winter and summer 
clothing, toys, etc. 


The above STAXONSTEEL installations offer dramatic proof of how some 
of the many STAX users have assured a neat, orderly, efficient record 


storage program .. . at an economical price. 

Show your customers how the sturdiness of STAXONSTEEL—the high-test 
corrugated fibre-board files with an all-steel framework that permits stack- 
ing to any height . . . saves valuable floor space. For double strength, units 


interlock side by side with bolts through steel sideplates. Handsome metal 
drawer pulls hold slide-in identification card, and fade-proof Bankers Gray 
finish give an attractive appearance. STAXONSTEEL is shipped flat — 
stores easily and is always ready for quick set-up. The sales clincher is the 
economy of STAXONSTEEL. All these exculsive, proven features are 
available at a reasonable price . . . and it’s money maker for you! 

Five stock sizes: legal, letter, check, tab card and freight bill. 


Write for Dealer Packet including Price and Promotional Plans ee 


—— a 
BANKERS BOX COMPANY ; oa 


M te, 
onufacturers of Record Storage Equipment Since 1918 f — 
2607 NORTH 25th AVENUE 


FRANKLIN PARK, ILL. (Suburb of Chicago) 
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BOOKKEEPING MACHINE 


8 





Addo-X, Ine. 

300 Park Ave. 

New York 22, N. Y. 

This new bookkeeping machine with 
accumulating register and ‘front 
feed’ that permits copying and rap- 
id, accurate insertion of forms of 
different sizes can be used to devel- 
op new and more efficient bookkeep- 
ing systems, the company states. It 
has a “universal key’’ which controls 
all automatic functions and which 
is the only key that need be de- 
pressed to obtain the correct function 
in the correct column. Automatic fea- 
tures include: carriage return, full 
run or part run; carriage opening; 
plus or minus repetition; zero check; 


NEW 





SPIRIT-TYPE DUPLICATOR 





i i 
Royal McBee Corp. 
Westchester Ave. 
Port Chester, N. Y. 
A portable’ spirit-type duplicator, 
called the McBee Handiprinter, is 
being distributed by Royal McBee 
Corp. Designed for the reproduction 
of fixed information, such as names 
and addresses, it is useful in accounts 
receivable for the heading of state- 
ments and addressing of envelopes. 
An aperture Keysort ledger card acts 
as the duplicating master. Has other 
uses in speeding up mailings. Chief 





margin setting; total and sub-total; 
date; and selection of debit and 


credit column. Changeovers can be 
instantly effected; the selector can 
be changed in seconds to suit ad- 
ditional fields of application. (In- 


quiry card No. 19) 


IMPROVED COPY- 
HOLDER 





Curtis-Young Corp. 

110 W. 18th St. 

New York 11, N. Y. 

A new clutch mechan- 
ism, guaranteed for the 
life of the Copy-Right 
copyholder, enables the 
operator to regulate the 
copy plate by turning a 
small chrome knob. It 
can be regulated to drop 
rapidly or release slowly 
and softly as preferred. 
(Inquiry card No. 72) 


72 


PARKING METER ENVELOPES 
Northern States Envelope Co., Inc. 
300 E. Fourth St. 

St. Paul, Minn. 


A complete line of envelopes for 
parking violation purposes are being 
featured by the Justrite envelope 
companies of St. Paul and. Atlanta. 
Justrite parking meter envelopes con- 
sist of yellow tamper-proof and red 
kraft styles especially designed for 
communities using fine box systems. 
They are furnished with carbonized 
sheets for printing and binding. An 
all-purpose traffic violation envelope 
with long extended flap is also avail- 
able. The parking meter envelopes 
are offered for resale only; dealers 
may obtain free samples. (Inquiry 


card No. 31) 


advantages are economy of time and 
accuracy. (Inquiry card No. 47) 








PRODUCTS «inued 


OFFICE COSTUMER 





Nucraft Furniture Co. 
1615 Eastern Ave. S.E. 
Grand Rapids, Mich. 

A new decorator cos- 
tumer for office use is 
available from Nucraft 
of Grand Rapids. This 
Model, No. 70-C, is of 
walnut and = satin-finish 
brass. It stands 67% 
inches high and comes 
equipped with 10 wish- 
bone hangers of walnut. 
(Inquiry card No. 65) 


BALL POINT 
PEN 

Ferber Corp. 

75 W. Sheffield 
Ave. 

Englewood, N. J. 
Ferber’s new Tri- 
matic push-button 
ball point pen ha: 
replaceable prime- 
grade _ ink car- 
tridge. It is claimed 
not to leak, skip, 
smear, or clog 
Available in seven 
different two-tone 
color combina- 
tions. Suggested 
retail price is 29c. 
(Inquiry card No. 
68) 


NC 


For More Information Use Inquiry Card Facing Page 66 
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- SHOWROOMS 
: AND REPRESENTATIVES 
YORK 
h Los ANGELES 

SAWN FRANCISCO 


SEAT Tt es 


PHILADELPHAILA 


TLANTA 


Westin - Nielsen 


CORPORATION ee 
149 South Wabasha Street 
SAINT PAUL 7, MINNESOTA 


See our display — Space 206 - 207 - 208 


NOFA Convention Philadelphia March 28 - March 31 
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EATON’S EMINENCE BOND 


pests 


Naturally .. . more Bond Paper users are better- 
satisfied with Eaton’s Eminence Bond! Its 

fine, rich cockle, achieved by air-drying, creates 
the impression of quality. Yet volume 

paper users can realize important cost savings 
with this “every-day” Bond that has 


the convincing “Sunday” look! 


Recommend Eaton’s Eminence Bond 
for volume turnover that can build your profits 


fastest. Your customers’ Best Value in Bond 


© SATION 
He EATON PAPER CORPOR 
" : 


is your Best Seller. Available in boxed 
reams from 8 lb. through 20 lb. weights 
in all wanted sizes; in 100-sheet packets 


and matching envelopes. 


Stock the complete line of Berkshire Typewriter 
Papers for the best answer to every customer’s 


special business needs. 








THE BERKSHIRE TYPEWRITER PAPER LINE 
5, OFFERS A CORRECT PAPER FOR EVERY BUSINESS NEED 7 


EATON’S BERKSHIRE PARCHMENT BOND EATON’S DIAMOND WHITE BOND 
For the best letterheads and all permanent documents. Whitest white typewriter paper made; 
superior in appearance, moderately priced. 
EATON’S BERKSHIRE LINEN BOND EATON’S CASCADE BOND 
High cotton fibre content and a distinctive fabricked finish. Very satisfactory for work where low price is essential. 
EATON’S CORRASABLE BOND 
EATON’S BERKSHIRE BOND Unique paper that erases without a trace, 
Quality with economy. Very popular, especially for legal work. with a flick of a pencil eraser. 








Also, Manifold Papers * Duplicate Copy Papers * Manuscript Covers * Air Mail Specialties * Envelopes 


map 
eATOnge 


(n » Berkshire 
See Typewriter Papers 


EATON PAPER CORPORATION - PITTSFIELD, MASSACHUSETTS 
Showrooms: NEW YORK, 475 Fifth Avenue « CHICAGO, 6 North Michigan Avenue 
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Vow credenza units put added 


sales punch in a GLOBE-WERNICKE FRANCHISE 


You'll marvel at the tasteful beauty of the new 
Globe-Wernicke Credenza. Its modern design and engineering have 
created a new measure of achievement in luxurious office equipment. And you'll also 
marvel at | racefully it will fit into your sales picture as a Globe-Wernicke Franchised Dealer. 
ombinations of desk-high Credenzas are available, and your customers 
- of the standard Globe-Wernicke colors. Here’s your chance to establish new business 
es to old . . . with customer satisfaction guaranteed. 
me to investigate all the important advantages 
cke Franchised Dealership. Write today for complete 
ir postcard may lead to an entirely 


6@tioQoeg-+ Wawa +e XK 
ness for you, 


remember , . . success depends on the strength of your line CINCINNATI 12, OHIO 








THREE NEW DUPLICATOR INKS 





Speed-O-Print Corp. 
1801 W. Larchmont Ave. 
Chicago 13, Ill. 





BALL POINT PEN 





Three new Speed-O-Print inks water-soluble 
paste and liquid, and oil-base paste—are in- 4 
tended to broaden the use and increase the 


efficiency of duplicators. Packaged in plastic 


tubes and in plastic bottles, these inks can be 
used in any temperature. They will not cake 
or harden on the pad: they are non-corrosive 


The Slencil Co. 
Orange, Mass. 
The company announces 


and harmless to metal parts and finishes. Can a new ball point pen 


be used in open or closed cylinders 
be used with any stencils. The water-soluble 
“‘Instan-Dri’’ is shown in liquid and 


Also may 


in paste 


with lever action and two 
cartridges. The Stag Slen 
comes with one cartridge 


form. The third is the duo-phased base in writing position and 
paste ink, ‘’Dri-fast.” All three con- the other in a_ storage 
tact with paper and permit copy on both sides space. Views given here 


of paper. (Inquiry card No. 59) 


PRODUCTION SCHEDULE 














Air-Com Printers 
6428 Crenshaw Bivd. 
Los Angeles 43, Calif. 


This new production aid, called Sched 
ule Pal, is sized at 82 by 11 inches 
to fit three-ring binders. Each sheet 
handles five jobs for one week; and 
by using successive sheet produc 
tion of work may be scheduled for 
six months or longer. Actua! progress 
of the work from day to day may be 
noted directly under the projected 


schedule. A complete calendar 
printed on the back of each schedule 
sheet. (Inquiry card No. 71) 


show the Slen in writing 
position and with the 
point removed, the cart- 
ridge still being in writ- 
ing position. The spare 
cartridge is half out of 
the storage space under 
the cap. The barrel and 
cap, which are of the 
same size as the Stag 
Slencil which has been 
on the market for years, 
are of plastic and come 
in eight different colors. 
The Stag Slen retails at 
$1.50, which price in- 
cludes both cartridges 
(Inquiry card No. 64) 


DUPLICATING UNIT 

Rose Ribbon & Carbon Mfg. Co., Inc. 
1000 S. Fourth St. 

Harrison, N. J. 

The firm’s newest addition to its line 
f duplicating units is the ‘Eye Ease 
Master” unit. Intended for use with 
Eye Ease Master paper, this new unit 
is designed to eliminate problems of 
eye fatigue and glare. Available in 
several grades of master units in both 
black and purple. Special grades can 
be supplied. (Inquiry card No. 38) 


GUMMER 





Diagraph-Bradley Industries, Inc. 

P. O. Box 269 

Herrin, Ill. 

The entire line of Diagraph-Bradley 
Stikfast label gummers is now avail- 
able with a special coating to accom- 
modate pressure sensitive or latex- 
type adhesives. The contact surfaces 
of the castings have been pretreated 
chemically and baked at high tem- 
peratures after double application of 
a plastic paint. All other parts that 
come in contact with the adhesive are 
hard chrome plated for maximum 
chemical resistance. Line _ includes 
motor driven and _ hand-operated 
models which can handle labels up to 
11% inches in width. (Inquiry cord 
No. 53) 


EXPANDING FILE 





The: 

tuni 

ture 
Smead Mfg. Co., Inc. Sme 
309-311 Second St. acti 
Hastings, Minn. well 
This addition to the company’s line T 
of expanding products is in two-tone est 


gray with an embossed leatherette. atta 
finish. Comes with flap and elastic) nym 
cord, and its 21 pockets are lettered ont 
from A to Z Three available sizes f 

are: note, No. GR115AL; letter, No. ors 
GR117AL; legal, No. GRII19AL. (In- Ava 


quiry card No. 16) fone 


For More Information Use Inquiry Card Facing Page 66 Senc 
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NEW 310 SERIES 
Dealer-designed to meet 
1958's business challenge 
— better performance at 
low cost! 





H-O-N INTRODUCES 










A NEW LOW-COST SUSPENSION FILE 


These new H-O-N files are low priced for bigger sales oppor- 
tunity in 1958. A “natural” for promotions. Construction fea- 
tures and performance rate very high: 


Smooth !C-roller suspension cradle; reinforced base; side- 
action followers; solid aluminum pulls; handsome satin finish; 
well-built and sturdy; 26!/5 inches a 

Test results are highly successful. Satisfactory performance is 
attained, with fully loaded drawers, for a substantially greater 
number of drawer cycles than other competitive low-cost sus- 
pension files. This unit meets many government specifications 
for service and load standards. 


Available in 2, 3, 4 and 5 drawer models; letter and legal sizes; 
four standard colors; locks optional. 


Send coupon today. The H-O-N Co., Muscatine, lowa. 
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THE H-O-N CO., MUSCATINE, IOWA 


Please send prices and other information on your new 
310 Series Suspension Files. 


DEALER 
ATT'N. . ecole wots iniseydpussbonsheliidsnstgeatiboin 
PI. ncccictinninsiihiienaittniinnrciessemennsiainsueiadameal 
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HEAVY DUTY SELF-INKER 





Pryor Marking Products 

434 $. Wabash Ave. 

Chicago 5, Ill. 

The new No. 06 heavy duty 
Self-Inker is made of extra 
heavy brass, plated with high 
mirror polish chrome The 
rounded handle is of high-im 
pact smooth plastic securely 
pinned to the frame. It em- 
ploys a nylon swivel gear and 
has a positive locking mech 
anism. Takes a rubber die 3% 
by 2% inches. The ink pad is 
easily removed for re-inking or 
changing. Price given as 
$11.50 plus cost of appropri- 
ate rubber die. (Inquiry card 
No. 40) 


GUMMED REINFORCEMENT 





J. L. May Co., Inc. 
111 W. 19th St. 
New York 11, N. Y. 


The company’s latest addition to its 
Maco line of tags, labels, and tickets 
is the Maco “‘Manhattan’’ No. M2 
gummed cloth reinforcement. |t will 
retail at 10c per package. Samples 
and literature are available for the 
asking. (Inquiry card No. 60) 





SECRETARIAL CHAIR 





Badger, Inc. 
King at Front St. 
La Crosse, Wis. 


“Luxco’’ deluxe secretarial 
posture chair, Model 3165, 
represents ‘‘modern styling 
at a budget price,’’ manu- 
facturer claims. Stamped, 
one-piece undercoated steel 
base equipped with ball 
bearing casters and stain- 
less steel scuff plates. Steel 
seat pan, upholstered in 
foam rubber and _ elastic 


naugahyde. All standard 
features included. (Inquiry 
card No. 28) 


MINIATURE SLIDE RULE 





Document House 
P. O. Box 242 
Greenwich, Conn. 


A “think-symbol” to replace intra- 
company merit badges, this miniature 
replica of a slide rule measures 1% 
inches over-all. This golden ornament 
is mounted on a universal clamp that 
permits it to be used as a tie clip, 
lapel ornament, paper clamp, or 
mountable memento. Comes in trans- 
parent presentation box; costs $2.50. 
(Inquiry card No. 41) 





NEW PRODUCTS (omtinued 


TYPEWRITER ‘“‘CARBON”’ 
PAPER 


CCCCLLLELEL 
rrr 





Mittag Division 

Burroughs Corp. 

76 Park Ave. 

Park Ridge, N. J. 

A new typewriter “‘carbon’’ paper, 
using a plastic coating and wet ink 
instead of waxy carbon, has been de- 
veloped for sale by independent sta- 
tionery supply dealers. Called ‘’Nu- 
Kote,’ this new product is said to 
offer various advantages over con- 
ventional carbon paper, yet will sell 
for the same price as do premium 
non-curling brands. The wet ink in 
the plastic creates the impression. 
Available to retail dealers in two 
boxed sizes, letter and legal, 100 
sheets to a box; suggested retail 
prices, $4.50 and $4.75, respectively. 
Pencil-type ‘’Nu-Kote” is now being 
packaged in a new container as com- | 
panion product to the new typewriter 
“Nu-Kote.” (Inquiry card No. 29) 


EXPENSE SUMMARY FORM 


Beach Publishing Co. 
19829 W. McNichols Road 
Detroit 19, Mich. 

The new ‘‘Common Sense’ summary 
form published by this company was | 
specifically designed to meet the 
needs of salesmen occasioned by the 
new income tax regulations requiring 
details of expenses. Intended for use ® 
with the company’s travelers’ expense 
books, it provides a balanced, item- 4% 
ized record in as many copies as 
desired. Comes in pads of 50 sheets, } 
each of which has provisions for daily 
entries for a full month’s expenses in 
itemized fashion as well as separate 
areas for summarizing general ex-% 
penses and auto expenses. Space is 
also allotted to a “‘cash summary.” 
The form is spaced for typewriters 9 
and sized for file or folder. (Inquiry 
card No. 61) 
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~ an Multi-file 


| 


; you re versatile ...one dealer sells 


11 cabinets to make room for a railroad 


One man who always has the type of equipment to get the order is the Art Metal dealer... 
even when vertical filing must provide greater capacity than conventional cabinets. 
In situations like this the answer is the Multi-File space saver line...with an extra drawer in 
every cabinet. A recent sale to a railroad shows how this Art Metal development helps 
to solve space problems. Badly crowded with standard cabinets lined up around four walls, the 
ae signal and electrical department needed office room. The Art Metal dealer provided it. 
_ With only 11 six-drawer Multi-File cabinets he replaced 18 old-style standard files—a net saving 
1 Ge- ” . ° - 
sta- of 7. Recovered 38.8% of floor space while providing more compact, more efficient file 
“Nu- 
d t cs > 
con appearance.’’ Profitable sales...and gratified customers. Could you ask for more? 
| sell 
nium 
ik in 
SION 
two 
100 
retail 
ively. 
eing 
com- 
vriter 
)) 


facilities. Says the customer, ‘This gives us ample space... highly pleased with attractive 





Dealer gets profit on 11 6-drawer cabinets. 
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The trade mark 
that makes more 
office equipment 

easier to sell. 


@ART METAL CONSTRUCTION CO., 1958 
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PHOTOCOPIER 





Photorapid of America, Inc. 

320 Broadway 

New York, N. Y. 

The new 19-inch ‘““Combi’’ has a one 
knob operation. It is said to be fast 
and to copy “anything the eye can 
see.’’ It is priced at $398. Company 
previously announced a smaller model 


which handles copies up to 8% by 
14 inches, shown in Offices Appli- 
ances, October, 1957 issue, page 68 


(Inquiry card No. 49) 


SMOKING STAND 








Arrow Lamps Inc. 

1270 Broadway 

New York, N. Y. 

One of four new popu 
lar-priced models, th 
“Spinmaster’ (No. 14 
smoking stand feature 
a deluxe size top and 
utilizes the same whirl 
ing mechanism § as 
found in the firm’s high 
er priced units. Available 
in black with polished 
brass, black with pol 
ished chrome, and 
bronze with polished 
brass. Height is 22 
inches; weight, 72 Ibs 
Retails at $14.95. (In- 
quiry card No. 27) 





STEEL LOCKER 





Southland Metals Corp. 

2013 First Avenue, N. 
Birmingham, Ala. 

This single-tier locker, which 
provides for full-length clothing 
storage, is suitable for schools, 
factories, offices, clubs, gymna 
siums, hospitals, and stores 
Equipped with one double and 
three single prong coat hooks 
Also has hat shelf. Muy be had 
with flat or slopirg top and 
with or without legs. Can be 
furnished with built-in flat key 
r combination lock. Fifteen 
izes range from 9 by 12 by 60 
inches to 24 by 21 by 72 
inches, expressed as size of 
locker opening; six _ inches 
hould be added to allow for 
the legs. (Inquiry card No. 75) 


QUIET PAD FOR TYPE- 


WRITER 

Rivet-O Mfg. Co. 

50 Federal St. 

Orange, Mass. 

A new sponge rubber typewrit 
er pad, known as the ‘’Speed- 
Mo Model 100,” is 11 inches 
wide and 13 inches long. It is 
made to retail at 69c. On or 
ders for a gross or more, a 
dealer‘’s name, address, and 
telephone number will be sten 
ciled on the bottom. (Inquiry 
card No. 74) 


NEW PRODUCTS (ovlinued 


LIBRARY SHEARS SET 





Smith Metal Arts Co. 

1721 Elmwood Ave. 

Buffalo 7, N. Y. 

A novel library set that ‘stands up,” 
balanced firmly on edge so that it is 
clearly visible and handy for fum- 
ble-free pick-up. The shears, a Solin- 


gen import, have slim cutlery steel § 


blades which, when closed, become 
an efficient letter opener. The stand 
is solid brass in “Swedish Brass’ 
finish. Suitable as gift item, and 
“stand-up” feature is effective in 
trade display as a conversation and 
sales starter. (Inquiry card No. 18) 


TINY ADDING MACHINE 





Underwood Corp. 

1 Park Ave. 

New York 16, N. Y. 

A new adding machine called the 
Add-Mate has been introduced by 
Underwood Corp. No larger than a 
telephone and weighing only 7% 
pounds, the Add-Mate is intended for 
office, store, and home use. It is on 
all-electric machine which adds, sub- 
tracts, multiplies, subtotals, and 
totals. Available with a saddle tan 
luggage-type carrying case. The Add- 
Mate retails at $168.50. (Inquiry 
card No. 63) 


For More Information Use Inquiry Card Facing Page 66 
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Corbon Papers + inked Ribbons + Carbon Paper Ribbons - Carbon Copy Sets + Spirit Carbons + Master Units + Printed Master Sets « Duplicating Supplies « Copyholders 
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EXPERIENCE reflected in manufacturing perfec- CONFIDENCE in products and service... 
tion as a result of sixty-three years of uninterrupted produced and distributed by one of the few 
production... combined with the most modern mer- remaining owner-managed corporations in the 


chandising and packaging methods. ribbon and carbon industry. 


CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York - ORegon 5-3636 


U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 


DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT 
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Sales Stimulators 












WE ARES 2 


David Kahn, Inc., 69 Poter 
son Plank Road, North Ber 
gen, N. J. — This manu- 
facturer of Wearever pen 
and pencils is distributing a 
new merchandising rack. Of 
striking modern design, it 
revolves on its own base 
making for easier selection 
The merchandise includes a 
sampling of nine different 
items ranging from the ink 
cartridge pen to the mass 
selling Push-O-Push ball 
pen. A complete variety of 
fountain pens, ball pens 
pencils, refills, and lead 
are included. Every item of 
this Pen-O-Rama is price 
ticketed for easier selling 
(Inquiry card No. 108) 





Keener Rubber, Inc., Alli 
ance 2, Ohio—has prepared 
this attractive display for 
its new ““‘Bandbox”’ of rut 
ber bands. The display unit 
is 14 inches high and 

inches wide and can stand 
on the counter or hang 
from the wall (Inquiry 
Card No. 113) 
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Autopoint Co., 3200 Peterson 
Ave., Chicago, III. — has just 
introduced a new counter mer- 
chandiser for the Autopoint 
3X ball point pen. An acetate 
strip on the new A-12 counter 
display holds one dozen pens 
and allows for complete visibil- 
ity. The card is colored in deep 
yellow, red, and blue. (Inquiry 
card No. 107) 
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Protectall Safes, Mosler Safe 
Co., 320 Fifth Ave., New York, 
N. Y¥. — has devised this red 
white, blue, and gold display 
to fit the Challenger model 
Protectall insulated record safe 
On one side it contains a serie 
f blank business forms includ- 
ing ledger sheets, inventory 
records, and sales reports; the 
other side of the display shows 
these same forms with data 
listed on them, thus illustrating 
the increase in value of busi 
ness forms once they have been 
processed. Display also suitable 
for the promotion of stationery 
sales. (Inquiry card No. 103) 


For More information Use Inquiry Card Facing Page 66 





Speed-O-Print Corp., 1801 W. Larch- 
mont Ave., Chicago 13, Ill. — offers 
free this new ink display which fea- 
tures gold background with multi- 
color copy for maximum eye appeal. 
Die-cut tabs accommodate actual 
tubes of ink from dealer’s stock, 
locked in to prevent pilferage. Lami- 
nated for added strength, this display 
comes complete with sturdy easel for 
use on counter or in window. (Inquiry 


card No. 102) 








Lansdale Products Corp., 127 E. Main 
St., Lansdale, Pa. — presents ‘his 
display featuring the new Side Saddle 
Stapler, the pocket-size machine 
which does long reach work. Details 
of work possibilities are shown on the 
card. The boxes in which the indi- 
vidual staplers are packed can pinch- 
hit for a display card by being cut 
open at the glued edge, the flaps 
serving as easels. (Inquiry card No. 


104) 


LeFebure Corp., Cedar Rapids, lowa 
— has prepared a booklet entitled 
“Cycle Billing Your Accounts Re- 
ceivable’’ which discusses the de- 
velopment of credit record keeping 
and the cycle billing as an answer to 
accounts receivable problems. The 
booklet is profusely illustrated with 
photographs of actual installations 
and shows how businesses of any 
size and type can benefit by using 
the cycle billing principles in their 
accounts receivable operations. Tran- 
sition to cycle billing is discussed, as 
are planning and equipping the cycle 
billing operation. (Inquiry card No. 
111) 
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R.C.Allen news 1S GOOD THIS YEAR... 
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AND GOOD NEWS TRAVELS FAST 


NEWSWEEK ads lead powerful R. C: Allen 


magazine campaign in 458 
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H FREE, DIRECT MAIL! POINT-OF-SALE HELP ALSO EXPANDED! 
% 


There’s no question that R. C. Allen offers outstanding values in busi- 















































~— ness machines, and with striking new ads in NEWSWEEK, THE 
Pro OFFICE, NARGUS, SUPER SERVICE STATION, and SCHOOL 
No. EXECUTIVE, the good news is spreading fast. Powerful direct mail, 
point-of-sale, and other promotional help will also give you the tools 
to build your R. C. Allen sales in 1958. 
iowa 
titled 
Re- 
de- 
eping i 
yer to Postage 
Th Will Be Paid Postage Stamp 
i , ; " Necessary 
tions If Mailed in the 
any United States 
using 
their 
Tran- —_—_— 
do . i BUSINESS REPLY CARD | coaneliie 
cycle 7m information eee esive irc First Class Permit 1120, Grand Rapids, Michigan —_— 
Maace © Cli Or part of the R. C. Allen line i —- 
1 Out other side of the p : po 
age _ olan R.C.Allen Business Machines, Inc. — 
678 Front Avenue, N.W. a 
: Grand Rapids, Michigan — 
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TAKE & MINUTE TO 


plete line or any part of it may be open in your area. 


tunity. Mail attached post card today. 
MODEST INVENTORY keeps your investment 


within reason. R. C. Allen provides a business ma- 
chine for every purpose as well as allied products. 
R. C. Allen is the best line . . . moves fast. Replace 
your dust-collectors with a streamlined R. C. Allen 
inventory. 


FINEST QUALITY is guaranteed by strict quality 
control. Each machine is a precision instrument 

. strongly constructed for protection and extra 
years of service . . . designed with the serviceman 
in mind as well as the customer! 


Complete range of sturdy, well-engineered ‘ 
safes and strong boxes of all kinds.» Insu tain 
lated files and complete filing systems. 





678 Front Avenue, N.W. 
Grand Rapids, Michigan 













dealer franchises. 
Name 


Address 


City State 


R.C.Allen needs more dealers 
as popularity and demand grows 


EXCLUSIVE FRANCHISE for the R. C. Allen com- 


The profit value of the R. C. Allen franchise is in- 
creasing every day. Act now to secure this oppor- 





oK R.C.Allen Business Machines, Inc. 


Please send me complete information about R. C. Allen products and 





MAIL THIS CARD 


TOP DISCOUNTS that any company offers in this 
field! Compare and see for yourself. Bigger dis- 
counts mean bigger profits with less investment 
when you sell R. C. Allen products. 


COMPETITIVE PRICES give you the advantage 
over competition in every case! Nobody else can 
offer a finer line of business machine products for 
less than you when you sell R. C. Allen. Increase 
your profits by increasing your sales with R. C. 
Allen Business Machine products. 


MORE EXCLUSIVE FEATURES prove to prospects 
that R. C. Allen offers top flight office equipment de- 
spite their lower prices. R. C. Allen products include 
many features which no competitor can offer. You 
sell more prospects when you demonstrate the facts 
about R. C. Allen features to them. 














One of 25 m 
llen models 


paper and ribbons help you ma 
tact with customers. Easily : 
so add to profits. 














H.C. Allen 


Business Machines, Inc. 
678 Front Avenue, N.W., Grand Rapids, Michiga 


Adding Machines @ Analysis and Bookkeeping Machint 
Cash Registers @ Typewriters @ Carbon Paper and Ribbom 
Safes and Files @ Aircraft Instruments. 
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Ball Pen 
Refills 


Fisher Pen Co., 7333 W. Harri- 
son St., Forest Park, III. — of- 
fers a new counter display for 
the promotion of ball point pen 
refills. It stands 8 inches high 
in red, gray, black, and white 
The front pocket which holds a 
Fisher Dozen’’ of 14 refills 
also serves as the support for 
the card and thus eliminates 
need for a back easel. Top of 
the card is hole-punched for 
hanging. (Inquiry card No. 
106) 


Anco Wood Specialties, Inc., 71-08 
80th St., Glendale, L. Il., N. Y. — 
has just released two brochures which 
describe their two latest drafting 
tables, the Ancowood and the Anco- 
steel. These four-page brochures are 
8% by 11 inches, printed in two 
colors, and designed to fit the Anco 
file folder in which they are sent or 
any file folder. (Inquiry card No. 110) 


Weis Mfg. Co., 162 Union St., Mon- 
roe, Mich has just released two 
pieces of sales literature under the 
titles: ‘‘Better Storage for Less’’ and 
“Index Cards,’ respectively. The 
former describes and illustrates the 
company’s Wizard storage cases; the 
latter leaflet describes and illustrates 
some 14 different styles of index 
cards sold by the company. (Inquiry 
card No. 112) 


_____ SALES STIMULATORS <0”iued 





foe =. hee aay voting 





Ferber Corp., 75 W. Sheffield Ave., 
Englewood, N. J. — has just an- 
nounced initial distribution of its new 
Trimatic’’ ball point pen. It is avail- 
able in the four-dozen ‘‘Eyestopper”’ 
display to occupy minimum counter 
space of 3 by 3 inches. The “Tri- 
matic’’ is also offered in a colorful 
two-dozen display card. (Inquiry card 
No. 101) 





Alvin & Co., 853 Palisado Ave., 
Windsor, Conn. — has designed this 
display for its feather-weight pocket 
model mechanical lead holder. This 
counter display is included free with 
the purchase of 12 lead holders... 
three each of HB, H, 2H, and 4H 
lead degrees, all with pocket clips 
(Inquiry card No. 105) 


New Cataiogs 








Designcraft Metal Mfg. Corp., 
155 27th ag Brooklyn 32, N.Y 

innounces the completion of 
its mew multicolor 
catalog. This booklet features 
the company’s entire new line 
of modular series. (Inquiry 
card No. 122 


16-page 


L. Hyman & Sons Corp., 102 Prince 
St. New York 12, N.Y.—has just 
completed an extensive price list of 
its products. It has been mounted in 
the company’s No. 1128 Duo-Tang 
cover and portfolio for distribution to 
stationers. (Inquiry card No. 123) 


Reflector-Hardware Corp., 1400 N. 
25th Ave., Melrose Park, Ill.—has re- 
leased a new 12-page booklet which 
illustrates and lists over a dozen new 
and compiete merchandising units for 
presenting virtually all types of mer- 
chandise. Title of booklet is “Self- 
Selection Merchandisers,” available 
from Dept. FP-2 at above address. 
(Inquiry card No. 121) 


Sanford Ink Co., Bellwood, IIi.—An 
improved version of the Sanford cata- 
log is now available to dealers. The 
four-color, fully-illustrated book now 
has a permanent binder, a separate 
place for the dated price list, and a 
system of red signal flags which call 
attention to mass-market items used 
in homes as well as in offices. (In- 
quiry Card No. 124) 


For More Information Use Inquiry Card Facing Page 66 


Jachine: 
ribbosh §=6@. OA. / 58 85 














NOMDA News 





1958 NOMDA Convention 
Plans Nearly Complete 


Plans for NOMDA’s 1958 Convention and Trade Exhibit 
have been completed except for minor details and from all 
appearances the Milwaukee event will go into the books as 
one of the most energetic, full-programmed, educational and 
entertaining of the long series of these annual meetings, says 
Harold Mann, executive secretary. Dates are June 29 to July 2. 
This is the 33rd yearly meeting of the organization 

Jules Waedekin, Milwaukee chairman, has been handling 
scores of details that have gone a long way to bring the final 
plans to completion. He feels that NOMDANS this year will 
find great pleasure in the recreational facilities of Wisconsin 
and will enjoy driving through the state and visiting the many 
beautiful spots that have made the state a mecca for tourists. 

Speakers have been booked. Panels of unusually valuable 
topics have been scheduled. Entertainment features have been 
arranged, Ladies’ activities have been set. Splendid exhibit 
facilities have been mapped out. The over-all program has been 
established. All that remains is for the curtain to go up on this, 
NOMDA’'s finest meeting. 

All dealers, members or not, are cordially welcome to attend 
and enjoy the many fruitful activities, assert NOMDA officials. 


NOMDA Membership 
Enroliment 20% Ahead of '57 


In spite of 1957 being a record year, the NOMDA drive for 
mew members in 1958 is 20% ahead of last year, the Associa- 
tion announces. With such a start and with the pace quicken- 
ing as the May 31 deadline nears, leaders of the organization 
expect that the 600 new members signed last year will be far 
surpassed, 

“Everything points to our setting still another record of 
enrollments in 1958,"’ said Harold Steinke of Upper Darby, 
Pa., president of NOMDA, when he looked at the figures to date. 

“I thought we had perhaps reached our peak effort last year 
but every factor is going for us to wipe out all previous highs. 
Particularly will the work of the Manufacturers’ Division show 
up this year. They have been getting organized and are just 
about ready to scour the country in every nook and corner. This 
cannot help but boost our total membership by the time we 
gather in Milwaukee,” concluded Mr. Steinke. 


Clary Announces Plan 
For Leasing Machines 


Clary Corp. has announced a revolutionary dealer perpetual 
leasing plan for its complete line of cash registers and 10-key 
and full keyboard adding machines 

The Clary plan—the first to be made available to business 
machines dealers—provides for payments of $32.50 per month 
for each $1,000 of machines leased over a three-year period, 
according to George G. Alton, national administrator of sales 
for Clary. 

The leasing is handled through a separate company with no 
recourse to the dealer, Mr. Alton reported. The Clary dealer 
receives his payment in full upon signing of the lease agree- 
ment with the customer. 

“We feel this plan opens to our dealers a hitherto untapped 
field for the placement of our Jow-cost business machines,” the 
sales administrator said. 

In addition to Clary equipment, the 
the lease all other non-competitive pro 
and chairs. 

Details of the plan may be obtaine: 
Junipero St., San Gabriel, Calif. 


lealer may include on 
lucts such as desks 


from Clary Corp., 408 
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Service to Marchant Earns a Watch... 





William L. Butler (second from left), national service manager 
of Marchant Calculators, Inc., receives from Board Chairman 
Edgar B. Jessup an engraved watch, presented in recognition 
of Butler’s 35th anniversary of association with Marchant. 
Executive Vice-President Walter Kassebohm and Mrs. Butler 
look on during the ceremony held in Oakland, Calif., on Janu- 


ary 28. 





1957 Proves Best Year 
For NOMDA — Mann 


From nearly every standpoint the year 1957 was the best ever 
enjoyed by the National Office Machine Dealers Association, 
says Harold Mann, executive secretary. “Its annual convention 
and trade exhibit held in Pittsburgh drew by far the greatest 
number of dealers ever to attend such a meeting. This conven- 
tion drew the largest number of association directors ever to 
attend a board session. The number of exhibits equaled the 
best previous effort. 

‘‘Membership-wise, 1957 was way and above anything the 
association accomplished since its inception. Over 600 new 
members were enrolled in the hardest hitting campaign ever 
conducted. This bettered the previous high mark by close to 
100%. 

“In the field of added features of membership the organiza- 
tion was again found to be advancing steadily. The Legal 
Reporter was established to give valuable information in ques- 
tions of law. The Blue Book was enlarged and kept current 
through the year. The Spokesman carried a record number of 
advertisements. The ladies of NOMDA held their first meeting 
at Pittsburgh, resulting in tremendous enthusiasm for future 
meetings at convention time. 

“The value of the monthly Spokesman was considerably en- 
hanced through a fine series of articles written by members. 
The range of subjects was wide and many appreciative letters 
for these writings have been received at the headquarters office. 
More entries in the Christmas window trimming contest were 
received than for any similar event since the contest was 
started.” 


New Members Invited in NOMDA 

No office machine dealer need wait for a member of 
NOMDA to call upon him before joining the organization, 
says Harold Mann executive secretary. Applications are wel- 
comed at the headquarters office at any time. Inquiries may be 
sent to the National Office Machine Dealers Association, 1542 
Hillhurst Ave., Los Angeles 27, Calif. 

More than 100 direct applications are received each year. 
Many of these are from areas where no locai associations are in 
existence, although some originate where there are locals and 
they are enrolled through such associations 
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SELL MORE, EASIER 


with the enormous 
Shaw-Walker franchise 


Shaw-Walker’s enormous franchise is the trade’s 
most profitable. The exclusive Shaw-Walker dealer 
offers his customers 5000 items from one factory — 
matched in appearance, matched for results. 


All 5000 items are pictured, described and priced 
in Shaw-Walker’s 292-page Office Guide, the biggest 
order-producing Junior Salesman in the industry. 
All bear the best known trade-mark in office equip- 
ment, “Built Like a Skyscraper.” 


Among the 5000 items in this enormous franchise 
are many exclusive products that cannot be pur- 
chased from anyone but the Shaw-Walker dealer. 


No Other Franchise Gives You 
All 9 Profit Making Features 


(1) All 5000 items from one factory. (2) Most complete 
franchise. (3) 292-page Office Guide to simplify selling. 
(4) Many exclusive fast-selling items. (5) Flow of sales 
helps. (6) Best known trade-mark. (7) Intensive, order- 
producing national advertising. (8) Fourteen Panoramic 
Stores to help close big jobs. (9) Warehouses stra- 
tegically located throughout the nation. 


“Built Like a 





Right now there are a few cities in which we are willing to 
make a change. Yours may be one of them. Write today. 
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New from BeP 


IOOO-LINE LEDGER OUTFIT 
Compact and Complete 


FIRST GRADE, BOUND IN METAL 
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OPEN AND CLOSING BOOSTERS 


BLACK SPANISH GRAIN FABRIHIDE 






Seah wa 





26-TAB DOUBLE-BANK A-Z INDEX 





a 


. 
ee ee 


This new 1000-line ledger outfit belongs in your stock of 
superior office supplies. It fills the requirements of your customers precisely. 


It is compact, measuring 5” x 814” — four-ring, one-inch capacity, bound in metal for unusual 
durability over extended periods of use. 

It is complete. The ledger features open and closing boosters with fly leaves. 

Covers and binding are in black Spanish grain Fabrihide. The 26-tab double-bank A to Z 
index is unexcelled for long, continuous use. Each ledger contains 100 sheets of 

green-tint ledger paper lithographed in two colors. End balance or 

double entry ledger forms. 


Price—$2.95 each, 10% higher west of the Rockies. 


Your B & P representative will be pleased to show you the new 
ledger outfit and other products of top quality. Get in touch today. 


Boorum & Pease Py 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. « Boston 10: Pri ary Maton po a 
80 Summer Street + St. Louis 2: 155 So. 8th Street «+ Chicago 7: 310 W. 
Polk Street » New York City Salesroom: 349 Broadway, New York 13 

Chicago Salesroom: 1519 Merchandise Mart Plaza, Chicago 54. 


Standard 
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SELL THE FAMOUS 


Every sales move you make with the constantly 
expanding line of fine York products developes 
new prospects for profitable sales. Sold exclu- 
sively through dealers, York products bear a 
proud name widely known for quality, perform- 
ance and prompt delivery. Factory representa- 
tives are ready to help York dealers increase 
volume and turnover. Be sure you have up-to- 
date sales data. Mail the coupon today .. . to 
YORK SAFE & LOCK, CANTON, OHIO. 


7 


YORK SAFE &/ LOCK 
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LINE 


1. Ledger Tray Safes. 2. Fire-resistive Safe and Money 
Chest Combinations. 3. Home Utility Safes. 4. Insu- 
lated Files. 5. Fire-resistive Safes. 6. Clothes Lockers. 
7. Steel Transfer Files. 8. Lug and Bolt-type Money 
Chests. 9. Wardrobe and Supply Cabinets . . . also 
complete line of Stoc-Rite metal shelving, open, closed 
and ledge type racks, and counter units. 


Your best move 





























| N-66-Di 
= YORK SAFE & LOCK 

2 Department Y-125 Canton, Ohio 

= 

3 [) Please send selling data on your complete line. 

r [-] Please send selling dota on items checked on left. 

~~ 

5 Firm 

t) Individual Title 

7 Street a 

Oo City. Zone___ State. 
[ 
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Stationery Lines 
Seen at Toy Fair 


By S. E. Rhodes Lancashire Press Agency 
277 Corn Exchange Building, Fenne! Street, Manchester 4, England 


@ The Ninth International Harrogate Toy Fair was held in 
January. This is not normally a fair with a strong stationery 
accent, but this year, probably an indication of the ever-chang- 
ing trend of retail distribution, there were several firms ex- 
hibiting with stationery interests. 

One was Cumberland Paper Co. Ltd., a completely new line 
in uncrushable acetate decorations were their main item fea- 
tured. This was on show for the first time. These decorations 
are available in assorted designs and colors 

Cotswold Plastics, Ltd., has, as usual, a really attractive dis- 
play of a special Cotswold “Student's Set’. This retails at the 
very reasonable price of 10s. 6d. 

Photo Production, Ltd., has a huge range of cards on show, 
of which over 250 were new designs. Specially featured were 
their fine range of single boxed cards 

A new line which should find approval, is the large musical 
birthday key of Sidney H. Mitchell Ltd. This key plays two 
tunes “I’m 21 Today” and “Happy Birthday to You.” It re- 
tails at 49s. 6d. Another version which will play one tune only 
sells at 37s. 6d. In all, 57 designs were on view, and so far 
the firm has received orders from Australia, New Zealand 
and South Africa, as well as from the home market 

Of course, our representative called before the close of the 
exhibition. 

Everyone connected with stationery made a bee-line for the 
display of W. Patterson and Co., Ltd. Some of the new lines 
on view were the Dahle 233 pencil sharpening machine, which 
has increased over-all efficiency, it is claimed, and also the new 
non-inflammable ‘Tecta” Mathematical scales. These are heavi- 
er than previous qualities available in this price range, are fully 
graduated and have beveled edges. 

John Waddington, Ltd., had a novel attraction in the display 
room. This was a continuous film showing Waddington’s I.T.V. 
advertisements. A new series of jig-saw puzzles was on view 

And talking of jig-saw puzzles, brings me to the Tower Press, 
(Products) Ltd. Possibly the largest carboard jig-saw puzzle 
in Great Brifain — over 1200 pieces will shortly be avail 
able from this company. It is the first of a new series and will 
be available in full color and on extra heavy board 

A completely new departure from the well-known firm of 
Castell Bros., Ltd., was the introduction of playing cards 

~ 

At the Stationery Trades Fair, which opened in London in 
January, in the display of Geo. Salter and Co. Ltd., of West 
Bromwich, were two of their latest and most popular balances 
— pocket size instruments for personal use. These are the 
“Weighlet” and the “Air Traveler's” balance. 

The “Weighlet’” designed for letter weighing, has for ob- 
vious reasons come into its own since the recent increase in 
postal charges. It has a white dial with black figures and reg- 
isters up to 4 ounces by 14 ounce or 150 grams by 10 grams 

Letter rates are marked on the back of the balance. The letter 
to be weighed is held in a spring clip. When not in use the 
little balance fits neatly into a 3 inch by 2 inch snap-fastening 
leather pouch. 

The other pocket balance specially designed for air travelers 
to enable them to weigh their personal luggage before leaving 
for the airport. Supplied in a polytheme pouch the “Air Travel- 
er’s” balance is marked in both pounds and Kilograms up 
to 50 by 1 pound, and 23 by 14 kilogran 








- made a strong appearance at the Harro- 
gate Toy Fair. Here G. Lucas, R. Patterson and J. Spence, all 
of W. Patterson and Co., Ltd., join Paul Wilkinson and V. 
Walter, both of Paul Wilkinson and Co., Ltd., in inspecting 
the new Dahle 233 pencil sharpener. 


Stationery Items . . 





Gift Sets . . . interest P. Bloom, buyer from Blackpool, Lanca- 
shire, seated. Explaining the line are, left, R. E. Hymas, sales 
director, and A. C. Blane, managing director 


Retail trade in Britain is inclined to be rather slow at the 
present time. Over Christmas business improved, but by and 
large it has fallen since and for the first time in years retailers 
are becoming really concerned about the future 

So, too, are several manufacturers to whose representatives 
I have spoken 

One of the reasons, of course, is the somewhat disconcerting 
news from the United States of “recession”. Any fall in the 
consumer purchasing power of Britain's customers is bound to 
affect output in this country. 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 


same desire to serve. 
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Seal-C)-matic offers the 


Hottest Profit 
' Pachase of ‘53! 


Clear away space on your counter for the biggest free-wheeling 
we deal SeaL-O-Matic has ever offered. We're pulling out all the stops to 
all introduce our revolutionary new automatic tape dispenser, the 
Bi: TAPEMASTER #70! 


ting 

OVER 50% DISCOUNT on this amazing package deal, including 10 
rolls of gummed tape with your name, address and advertising message 
imprinted 20,000 times. 






You've seen “Limited Time” offers used and abused, but we mean it. 
Come heaven or high water, it will not be repeated. 
Offer expires May 15, 1958. 





Here’s what you get: 


2 TAPEMASTERS +70—list $24.50 each ........ $49.00 
New 112” automatic tape dispenser. Chrome 

top. 100% JAM PROOF, RUST PROOF. Rub- 

ber wheel action gives world's easiest tape 

feed. Double water box. 


2 JEWEL 3” MOISTENERS—list $4.25 each ... 8.50 
Chromed brass and zinc construction. Every 

office needs one. Quick turnover. Rustproof. 

Pure bristle brush. 


1 LIGHTNING BRUSH SEALER—list $10.95 each 10.95 


Popular 3” puli-type dispenser. Subway 
feed for easy pull of tapes. Rustproof water 
box. Pure bristle brush. 





You can't afford to pass up 
1 FLASH BRUSH SEALER—list $7.50 each -...... 7.50 this profitable DEAL. The 
question iss HOW MANY 


1%” pull-type dispenser. Exclusive remov- 


ives able rustproof water box. NON-CLOG roller combination packages do you 
feed for uniform flow. Positive end-to-end need to take care of your 
ting moistening. customers who want and use 
the these revolutionary dispensers, 
1 to 20,000 ADVERTISING LABELS in Roll Tape Form— moisteners, and sealers? 
imprinted with your name, address and ad- Order today from your local 
vertising message ................... Valued at..... 24.05 distributor or write direct to 
Advertise your business with this tape im- us. Remember . . . this deal 
printed with your message. Use our cuts or expires May 15, 1958. 


send us your own. Choice of colors in tape 
and printing. |” Tape width 











TOTAL VALUE $100.00 | Sjeal-C )-matic 
YOUR COST $49.95 DISPENSER CORPORATION, 
YOUR PROFIT $50.05 Dept. OP-3, 169 Murray St., 


Newark 5, New Jersey 











See us at Room 316, National Wholesale Stationers Convention 
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industry Meetings 





Round Table Discussions 
Highlight Wholesaler Meet 


Five “problem solving’’ round table conferences will be the 
highlight of the Wholesale Stationers’ Association’s 42nd an 
nual convention March 2 to 5, in the Hotel New Yorker 

These sessions will take place on Monday, March 3, from 
10 A.M. until noon. Problems representing the chief concern of 


the convention registrants have been grouped into five main 
topics. 

These include: How service wholesalers’ salesmen are 
achieving more product knowledge; How service wholesalers 


are conduciing more effective promotional programs on 
specific products handled; How service wholesalers are educat 
ing dealers to buy a greater proportion of supplies from them; 
How service wholesalers and manufacturers are improving the 
packing and packaging; and How service wholesalers and man- 


ufacturers are developing profitable cost guides in marketing 
products. 
Each round table group will be further divided into sections 


corresponding to the trade groups represented. That is, for ex- 
ample, a division for office supplies, school supplies, toys and 
sundries. 

Registration opens Sunday March 2, with an interfaith lay- 
men’s worship service as the main morning attraction. Exhibits 
will open at 2 p.m. at the New York Trade Show Building 
The president’s reception will highlight the evening program 

Industry committee breakfast meetings will take place Mon- 
day morning, followed by the round table discussions. Tuesday 
will have divisional conferences, and Wednesday will be given 
to the joint round table discussion, the third general session 
and the annual banquet. 

Exhibits will be open Monday from 2 P.M. until 9 P.M., on 
Tuesday from 2 P.M. until 6 P.M., and on Wednesday from 
1 P.M. until 5 P.M. 

Exhibitors who were not listed in Orrice APPLIANCES in the 
February issue include: Advance Crayon, space 434; American 
Thermo Ware, space 336; Ezyindex, Inc., space 419; Mutual 
Products, space 436; Modern Pen Mfg. Co., space 411; Parker 
Pen Co., space 430; Taubman Pen Co., space 333; and Relianc« 
Pencil Co., no space listed. 

The ladies’ program includes a “Get 
Sunday afternoon, a special conducted tour of the merchandise 
exhibits at 7 P.M. on Monday, a Manhattan tour and bridge 
and bingo party on Tuesday, and a luncheon and fashion show 
on Wednesday. The ladies, of course, also attend the regular 
luncheon session on Monday, the president's reception on Sun- 
day, and the convention banquet. 


Acquainted” tea on 


Plans Advance for Stationery Show 


Plans are well under way for the 12th annual New York Sta 
tionery Show which will be held May 18-23 at the Hotel New 
Yorker, New York City. According to Bob Carman, manager 
of the event which is conducted by the George F. Little Man 
agement, over three quarters of the space reservations have al 
ready been confirmed following an earlier mailing of contracts 

Among the changes to be noted for the coming market is the 
addition of the 10th floor of the hotel as display spa A recent 
remodeling program at the New Yorker has reduced the num 
ber of exhibit rooms from 87 to 52 on the 9th floor 

The reduction necessitated the relocation of many exhibitors 
and as the 10th floor had been similarly altered, a decision was 
made to utilize this space. The Trim-A-Tree section, now going 
into its third year, has been moved to the new 10th floor also; 
and the show will now occupy the 4th through 10th floors 
of the hotel. 

Upon the suggestion of the advisory board of the Stationery 
Show, a buyers’ lounge will be locate ym one of the show 
floors. Here, small groups of buyers may meet informally, and 
a hostess will be on hand to take telephone messages. 
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. Burd H. Armor, left, new president 
of the Penna-Jersey & Delaware NOMDA, receives the gavel 
from out-going president Charles C. Savery, Jr 


Presenting the Gavel 


Penna-Jersey & Delaware NOMDA 
Install Officers at Dinner-Dance 

The Penna-Jersey & Delaware NOMDA combined business 
and pleasure at the January meeting held in Palumbos in 
Philadelphia 

The business at hand was the installation of new offices, and 
the pleasure included a cocktail party, dinner, a floor show and 
dancing 

Out-going president Charles C. Savery, Jr. presented the 
gavel of office to the new president, Burd H. Armor of Armor 
Business Machines Co., Willow Grove, Pa. 

President Armor then introduced his fellow officers: James 
Gladney, vice-president; Al Becker, treasurer; and Joseph 
Weidringer, secretary. 

The board of directors for the coming year includes Harold 
E. Steinke, Edgar Noll, Herbert Toussaint, Edward Pfitzenmaier, 
Ralph Francolini, J. Paul Valentine, Hugh Ridall, Noel Grover, 
Thurston Degroff, Myer J. Bernstein, George Headley, A. J. 
Felice, Fred Washbourn, and Alvin Spaide. 

Over 150 dealers and their wives and guests enjoyed the 
dinner and dancing program. 


Metropolitan Travelers Hear Don Frey 

Donald Frey, secretary-treasurer of the Wholesale Stationers 
Association, addressed the January 9 meeting of the Metropoli- 
tan Travelers Club at the Gramercy Park Hotel. 

He was introduced by Howard Shoemaker, Eberhard Faber 
Pencil Co. Mr. Frey talked on the functions of today’s service 
wholesaler and his contribution to the stationery industry. 
Following his speech Mr. Frey answered the questions of sev- 
eral of the members 

President George Nicklaus, Silver Stationery Co., Inc., 
asked for committee reports by the following chairmen: 

Robert Meyers, Binney & Smith, roster; Herbert Grayson, 
Ace Fastener Corp., finances; Milton Stone, Stone-Newman 
Associates, by-laws, and Al Seidman, Pen & Pencil Corp., nom- 
inations. 

Milton Stone was appointed co-general chairman of the East- 
ern Commercial Stationery Show for 1958 and committee chair- 
men were assigned to work with their counterparts in the Sta- 
tioners Association of New York in conjunction with the °58 
show 

Martin M. Moldow, Martin M. Moldow Associates, reminded 
the members to attend both the Region 13 rally on January 

and the joint Region 13, Metropolitan Travelers and Sta- 
tioners Association of New York meeting being held on March 


13 
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Four Speakers Heard 
At Sales Spectacular 


by CHARLES CORDRAY 
Correspondent, 
Northwest Travelers Club 


@ DISTRICT 7 NSOEA launched an annual event for the edu 
cation of dealer salesmen in the form of a successful Sales 
Spectacular on Tuesday, January 14, at the Calhoun Beach 
Hotel in Minneapolis. 

Four speakers were on the agenda—Fred Pfaff, vice-president 
of Duke, Inc., Wichita, Kan.; Joseph Rebholz, executive vice- 
president of Northern States Envelope Co., St. Paul, Minn.; 
Paul Burbank, executive vice-president of NSOEA, and Elmer 
G. Rahe, vice-president and sales manager of The Globe 
Wernicke Co. 

The program was opened by Mr. Pfaff, speaking on the 
subject, “It's Your Turn to Be Chaplain”, in which he asked 
salesmen, “Are you wasteful of your time or just plain lazy? 

The speaker asserted that selling hours are all too short and 
salesmen should know their products and eliminate time- 
wasting gossip. 


43-Year Occupation 

“Whether we like it or not,” he said, “most of us will invest 
in our chosen occupation about 43 years—11,000 working days 
and 88,000 hours. What are we going to get from it? With a 
little effort on our part we can increase our pay $.50 an hour 
more for 88,000 hours—that's $44,000 more money 

In closing Mr. Pfaff said, ‘Selling is a wonderful business 
What you make of it is up to you 

A stirring talk was given by Mr. Rebholz on “Keeping Youth 
in Our Industry.’’ He pointed out that the world is moving at a 
terrific pace and business is speeded up, too, because of auto 
mation. He continued: 


Youth Now on Scene 


“The office and supply business is having a revolution. Since 
World War II and the Korean action and then the period of 
G.I. training, the advanced guard of trained and ambitious 
young people is now appearing on the scene. With the experi- 
ence provided by older minds, these young people have a vital 
enthusiasm to make the impossible work out 


Mr. Rebholz stated that life is made 

—Health . . . keep regular hours, be moderate in all things, 
be clear-minded and alert. 

—Work .. . strive for perfection, don’t attempt just to get 
by. Give your talents a chance to assert themselves. Make you: 
job a career and you will have fun doing it 


up of these habits 


—Study . . . don’t just settle for a few hours monthly. Read 
listen, attend meetings, learn from other salesmen, be curious, 
attend night classes if possible 

—Save ... part of the scene that leads many a man to a 


fortune. Time changes, ownerships in business change and the 
man with a top credit standing can seize an opportunity when 
it is available. 


Greeted by Governor 


Following Mr. Rebholz’ talk a smorgasbord was served. 
Diners heard introduction of guests and greetings from Gover 
nor Bob Brown, Koch Brothers, Des Moines, Iowa 

The third speaker was Mr. Burbank on the subject, ‘Sales 
men Wanted.” He stated that out of 5 million sales 25% of the 
salesmen sell 80% of the products 

As an example of the power of salesmanship he told that the 
steel plow was invented in 1819 by Jeffra Wood but it did not 
come into use until men like Case and John Deere did some- 
thing about sending out salesmen, bringing acceptance of the 
plow in 1850. Zippers, he pointed out, were first invented in 
1890 but didn’t gain acceptance until around 1930 through the 
power of salesmanship. 
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Sales Spectacular Figures . . . From left: Elmer G. Rahe, The 
Globe-Wernicke Co.; Joseph Rebholz, Northern States En- 
velope Co.; Bob Brown, governor of 7th District NSOEA; Paul 
Burbank, NSOEA; Bud Caruso, president Northwest Travelers 
Club; Fred Pfaff, Duke, Inc., Wichita, Kan 


A good salesman, said the NSOEA executive vice-president, 

should have these qualities 
Be industrious. 
Be informed. 
Have imagination 
Have enthusiasm. 
Be inspired. 

Talking on “My Favorite Beliefs’, Mr. Rahe closed the 
speaking program. He developed the theme that manufacturers 
can turn out goods in immense quantities but face these ques- 
tion marks—‘Will the goods be sold? Will the consumer ab- 
sorb all production?” He continued 


Demonstrate To Sell 


“This pinpoints a very important responsibility for all sales- 
men of America because the crucial point in our nation’s 
economy is no longer at the production line. It is at the distri- 
bution point, which means the marketing and selling. We 
should demonstrate our products and not sell from pictures. 

“You can’t prove your claims by showing a picture. Accord- 
ing to national estimates there are 11,000,000 desks in use today 
which are over 17 years old. That’s a tremendous market for 
us but we won't cash in on it until we render those desks 
obsolete in the minds of users. Spend extra time by making an 
actual layout and presentation folder. Then, demonstrate— 
demonstrate—demonstrate. Be enthusiastic and love to be a 
salesman.” 


Stationers Association of N. Y. 


Pushes Dinner-Dance Plans 

Plans for the annual dinner-dance and entertainment of the 
Stationers Association of New York, Inc., are rapidly being 
formulated 

This annual industry function which attracts the largest at- 
tendance of any affair, between 600 and 700 persons, will be 
held on Saturday evening, May 10, in the glamorous Starlight 
Roof of the Waldorf-Astcria Hotel 

The committee is planning to have an unusually succulent 
dinner. Continuous dancing will be provided by two well 
known orchestras and a top feature will be the high caliber 
entertainment. Despite the fact that increasing costs both for 
food and entertainment have been the rule, the price is main- 
tained at the traditional $15 per person 

In conjunction with its dinner-dance and entertainment, the 
association has always published a souvenir program and 
journal. Not only is this distributed to all guests, but a 
mailing is made to the dealer trade in the Metropolitan area. 
Ticket requests and journal space requests are to be made to 
Sophia K. Ehrlich, executive secretary, Stationers Association 
of New York, Inc. 44 W. 63 St. New York, 23, N.Y 

President Carl C. Judkoff, Cantigny Printing & Stationery 
Corp., has selected the following committee co-chairmen: 

Dinner-Dance Committee: Sam Rabinowitz, Sport Stationers 
& Printers, Inc., and Mannie Klein, The Klein-Heimbinder Co. 

Journal Committee: J. S. Libien, Libien Press, Inc., and 


Irving Gross, Standard Office Equipment Corp 
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from 


TEXTILEATHER 


for contract 
furniture dealers 





















GENERAL 


PLASTICS 


The General Tire 
& Rubber Company 








See this complete line at booths 26-37 during the 
NOFA Show, March 28-31, Convention Hall, Phila., Pa. 
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a complete sample kit of 
vinyl upholstery fabrics 
for business furniture 


Here, for the first time in one complete, easy-to-use 
sample kit are all of Textileather’s vinyl fabrics 

for business furniture. With this book, office furniture 
dealers can show contract customers the entire selection 
of Tolex vinyl fabrics in weights, colors and patterns, 
proved for style and sales appeal. It also gives complete 
information on how to specify the selected material 
to the furniture manufacturer. Textileather will keep 
all books up-to-date by automatically supplying new 
loose-leaf sample inserts, as new lines are introduced. 





Here’s how to get your Free Sample Kit! 







1. Order on your company letterhead, giving 
name, title and complete address. 


2. State whether you are a dealer, wholesaler, 
dept. store, manufacturer, etc. 


3. Mail it directly to Dept. { OA—358 





THE GENERAL TIRE & RUBBER COMPANY 
TEXTILGATHER DIVISION . TOLEDO 3, OMIO 








- SOME LIKE IT THIS WAY... 





but YOUR customers will be HAPPIER on 





Statistics tell us that the average businessman does not want the plush surroundings 


of a Sultan. ..nor does he relish the austerity of a bed of nails. 
WHAT HE WANTS IS QUALITY AND COMFORT...AT A PRICE HE CAN AFFORD! 
When it comes to office equipment, your customer is assured of the finest in 
latex foam rubber when he buys C-FOAM or MOLTEX cushions. 
Manufactured under meticulous and scientific control methods, C-FOAM maintains lasting 
siliency throughout years of constant use. Millions of tiny uniform air bubbles 
GUARANTEE a lifetime of COOL COMFORT. 
And for the economically-minded customer, we recommend the fast selling MOLTEX line. 
Made of the finest shredded C-FOAM and adhesives, MOLTEX cushions are 
Jesigned for the volume market, yet retain the same quality of fabric and 
aterials used in the C-FOAM line 
All cushions are available in Saran, Plastic, Fabric, Fibre and Corduroy coverings 


varietv of colors. 


For more information on this fastest 
selling cushion, please write TODAY to. 








MERICAN ATH XS 


PROD 


EL SEG 


UCTS CORPORATION 


NODC BO LEVARD . HAWTHORNE, CALIFORNIA 
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The Master Mind of Cash Control 


COMPLETE 
PROTECTION 
FOR SHOPKEEPER 
AND SHOPPER 










Sensational ! 
Simply Fantastic! 





“For friendly 
shopping” 







REGNA 
Cash Master 
“The Dream 
of every 
Kietailer” 


Revolutionary new 
streamlined Cash Register, with 
automatic, itemized receipts, numbered 


| 


REGNA CASH REGISTERS INC., 
175 Fifth Avenue, New York 10, N. Y. 
Gentlemen: 


Please rush more information on the new Regna Cash 
Master and outline advantages of becoming a Regna Dealer. 








and dated, stamped with the Firm’s name; 


=" 
| 
I 
I 
I 





accumulating automatic customer 
counter, as well as built-in 
adding machine. 














In Canada: Regna Cash Registers Name 

of Canada Ltd., 704 Notre Dame St. W. 

Montreal, Que., and Business Equipment Address 

Machines, 489-R King St. W. Toronto, Ont. 

OUTSIDE CONTINENTAL U.S:: City Zone State 


Jorgen S. Lien, Box 507, Bergen, Norway 
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Dr. Harris 


Dr. Cies 


NSOEA Plans Management 
Seminars at Districts 


Following the successful Management Training Seminar held 
at the University of Georgia in November (covered in the 
January issue of OrFrFice APPLIANCES), NSOEA now plans 
to take a modified version of this same program to each of its 
14 district meetings this spring 

The move was prompted by the requests of the dealers who 
attended the seminar and expressed the opinion that a similar 
session should be taken to the districts if possible 

To keep pace with changing times, the association also an- 
nounced that there will be no ‘“President’s Troupe” this year. 
In its place will be two half-day seminar sessions. These will 
be conducted by Dr. Ralph D. Cies, NSOEA’s research director 
for the past eight years and president of his own maragement 
consultant firm, and Dr. William H. Harris, Jr., associate pro- 
fessor of business administration at the University of Georgia. 

Dr Cies will discuss inventory, operational costs, and “Men, 
Merchandise, and Money” as they affect the profit picture of 
the industry. Dr. Harris, who is a recognized authority in the 
field of advertising, merchandising, and salesman selection and 
training, will talk on these subjects. He covered these topics at 
the Georgia meeting. 

In addition to these sessions, NSOEA President William R. 
Diehl, Jr. and Edwin H. Mosler, Jr., vice-president of the man- 
ufacturers division, will address the dealers at each of the dis- 
trict meetings. 


R. C. Allen Sales Meeting 
Covers Plans for 1958 

Division field managers and branch managers of R. C. Allen 
Business Machines, Inc., participated in intensive sales meeting 
sessions at the company’s headquarters in Grand Rapids, Mich., 
in December. 

In separate two-day sessions for division field managers and 
branch managers, members of the home office staff presented 
plans and goals for 1958 and explained and demonstrated 
models in the various R. C. Allen product lines—adding ma 
chines, typewriters, cash registers, safes and files. 

Service programs were outlined and discussed, tips were pre- 
sented on conducting dealer sales meetings and advertising 
plans were revealed at the meetings 

Division managers and field representatives who attended 
included W. H. Duetting, New York, N. Y.; J. J. Hall, Jr., 
Massapequa, N. Y.; E. J. Lewis, Mamaroneck, N. Y.; Barney 
Sekula, Philadelphia, Pa.; Don Jones, Atlanta, Ga.; Eugene 
Napieralski and Leo Alten, Grand Rapids, Mich.; Curt Ursery, 
Jasper, Tex.; F. H. Staat and Ted Ehney, Dallas, Tex.; J. L. 
Walker, Denver, Colo.; Dominic Bonsanti, Warrentor, Ore 
Fred H. Wagner and J. Galpin, Los Angeles, Cal. and E. A. 
Lesemann, Charleston, S. C. Branch managers who took part 
in the meetings include Dave Matthews, Atlanta, Ga.; John G. 
Ormiston, Boston, Mass.; H. L. Olson, Chicago; Ray E. Smith, 
Denver, Colo.; Fred H. Wagner, Los Angeles, Cal.; William D. 
Hall, Mineola, N. Y.; Stanley Krenkowitz, Newark, N. J.; J. J. 
Hall, Sr., New York, N. Y.; C. E. O’Toole, Philadelphia, Pa 
Walter Hanson, Washington, D. C., and Clare W. Rhodes, 
Grand Rapids, Mich. 
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Open Shelf Filing Is Theme 
For Region 13 Sales Rally 

‘How to Sell Open Shelf Filing’ was the theme of Region 
13 NSOEA sales clinic held at the Sheraton-McAlpin Hotel, 
New York City, on January 22. Governor Al Pickar, Acme 
Stationery & Printing Co., Newark, N. J., welcomed the 
dealers, their salesmen, and suppliers who numbered over 100 
strong, to the clinic. 

Governor Pickar introduced Miss Eva Dainoff, sales manager 
of Supreme Steel Equipment Corp., whose firm was acting as 
co-sponsor of the clinic. Miss Dainoff spoke briefly about the 
potential market for this relatively new concept in office filing 
and promised a bright future for the dealers who are quick to 
recognize this potential. 

Robert Stahl of Supreme Steel conducted the clinic, using the 
firm's “Conserv-a-File” shelf filing unit as a model for his talk. 
Mr. Stahl pointed out the advantages offered by this type of 
equipment. He offered case histories where businesses, both 
large and small, had been able to double and triple the amount 
of availabie filing space without adding any floor space 

When floor space is at a premium and the flow of corre- 
spondence increases substantially, shelf filing presents the ideal 
solution,” said Mr. Stahl. He demonstrated to the group the 
step-by-step procedure involved in working with the unit on 
display. The arrangement of file folders and guides, utilization 
of the locking device and the posting and reference shelf were 
explained. Units such as these are available in five, six and 
seven-drawer heights of letter and legal sizes and in three- 
drawer height in letter size only. 

The variations in several shelf filing units on the market 
were explained and the important features of each were pointed 
out 

There are disadvantages as well as advantages with the use 
of shelf filing, declared Mr. Stahl, and one must be weighed 
against the other in determining whether a particular installa- 
tion is justihed or not. 

A question and answer period followed the demonstration 
as well as an opportunity for the dealers to come up on the 
platform and inspect the unit at first hand 

Governor Pickar closed the session by offering his gratitude 
to the regional officers and Supreme Steel for helping to make 
the sales rally a success. 


Boston Stationers Hear Freight 
Pool Possibilities for Their Area 

Frank M. Cushman, NSOEA transportation consultant, ap- 
peared before the Boston Stationers’ Association at the January 
meeting and explained to the group the savings which could 
be incurred by pooling their freight shipments from New York 
to Boston. 

He pointed out that such a program would require a special 
set-up and an experienced person to administer it. 

The group also celebrated its 70th annual banquet on Feb- 
ruary 8, in the Imperial Ballroom of the Hotel Statler 


Name Assistant Executive Director for NOFA 

R. F. “Barry” McNulty was recently 
appointed as assistant executive director 
for the National Office Furniture As- 
sociation. 

Mr. McNulty, who will assist John R. 
Gray, executive director, will concentrate 
primarily on promotion. He will work 
on the new NOFA area plan and ex- 
pand its area conference program. He 
will also co-ordinate the NOFA sales 
clinics and seminars and assist in plan- 
ning the national convention. 

Prior to his joining the NOFA staff, 
Mr. McNulty was sales manager of the Grand Hotel on Mack- 
inac Island. Before that, he was assistant executive director of 
the Student American Medical Association in Chicago and has 
been on the staff of the Edgewater Beach Hotel in Chicago and 
the Northwestern University Alumni Association. 


R. F. McNulty 
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Leadership... 
TR 





...in Dealer Sales Aids 





Steel Age dealers consistently credit Steel Age literature and sales aids with a 
strong assist in converting interest into orders. 
These tested and highly effective sales tools include full color literature, 
direct mail pieces, office planning kits and illuminated display signs, to name 
just a few. They all have in common the sound planning and good taste which reflect the 
recognized quality of Steel Age products and the high integrity of Steel Age dealers. 
The ability to create these attractive and effective sales aids is just part of the 
sales support Steel Age gives every dealer . . . and another facet of Steel Age leadership. 


See Steel Age Leadership in Product Development at NOFA Convention, March 28-31, Philadelphia, Pa. 


STEEL AGE 
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Eastern Commercial Show 
Plans Advanice for 1958 


Plans are rapidly moving forward for the second annual 
Eastern Commercial Show to be held at the New York Trade 
Show Building, 35th St. & Eighth Ave., New York City, fron 
October 25 to 29. 

In view of the unprecendented success of the 1957 first an- 
nual event in terms of dealer attendance, the show committee 
announces that the 2nd, 3rd and 4th floors of the Trade Show 
Building have been reserved for Exhibits for the 1958 Show. 

The Eastern Commercial Stationery Show is a joint venture 
co-sponsored by the Stationers Association of New York, In 
and the Metropolitan Travelers Club, Inc. and is designed to 
permit the commercial stationery, office supply and office 
equipment dealers in 12 northeastern states an opportunity to 
view the complete lines of the exhibiting manufacturers 

An intensive program of direct mail and trade publication 
advertising has been formulated to attract the maximum num- 
ber of industry dealers to this show which caters specifically 
to their needs. 

About 110 exhibitors joined together in exhibiting their com- 
plete lines in the first show. It is estimated that between 150 
and 175 manufacturers will combine in exhibiting their lines 
at the second annual affair 

The total attendance for the 1957 show was 3,248 of whom 
2367 registrations represented 737 dealer firms. There were in 
addition 881 exhibitor personnel registered. Invitations to the 
1958 Eastern Commercial Stationery Show will be extended to 
all dealers in the 12 northeastern states and in addition, invita 
tions will be extended as well to all commercial stationery, 
office equipment and office supply buyers of department stores, 
college book stores, buying offices and syndicate and variety 
stores. 

The committee will continue its policy of free admission to 
any and all members of the industry. Since this is strictly a 
trade show, admission will be limited to accredited members 
of the industry. However, consumers will be admitted, but 
only if accompanied by an accredited dealer industry membe1 

Manufacturers who would like to participate in this show 
are invited to contact Sophia K. Ehrlich, executive secretary 
Eastern Commercial Trade Show Co., 44 W. 63rd St. New 
York, 23, N. Y. 

Members of the show committee for 1958 are 

Milton Stone, Stone-Newman Associates, Inc., co-chairman; 
Carl C. Judkoff, Cantigny Ptg. & Staty Corp., co-chairman, and 
George Reichman, Mooney’s, Inc., Arthur Friedland, Advanco 
Products; Martin M. Moldow, Martin M. Moldow Associates; 
Irving Judkoff, Cantigny Ptg. & Staty Corp.; Bob Reichman, 
Mooney’s, Inc.; Wallace Fisher, Orrick APPLIANCES, Harry 
Fensterheim, S. E. & M. Vernon, Inc.; Irving Steinholtz, Can 
tigny Printing & Stationery Cor; ind Mannie Klein, The 
Klein-Heimbinder Co 


Ritchie Opens N.Y. OMDA Term 
Harry Ritchie, Addressing Machin 
York City, presided as the newly-elected president of the Office 
Machine Dealers Association at the January 14 meeting held 

at the Advertising Club of New York 

A portable self-contained spirit duplicator, with automatic 
paper feed and automatic metered supply of liquid, known as 
the “Fordigraph”, was introduced at the meeting. Representa- 
tives of Rex Rotary Distributing Corp. were on hand to dem- 
new machine 


& Equipment Co., New 


onstrate and answer questions concerning th 
Ben Hollander, president, Joseph Schabes, vice-president, and 


Paul Adelman, district representative, were among those pres 
ent. 
Cocktails were served at the meeting, courtesy of Rex Rotary 


Gurner Now General Manager of Newark Firm 

Alexander W. Gurner on January 1 was appointed general 
manager of the New Jersey Office Supply Co., Newark, N.J 
At the same time Mort Krantzow has joined the organization 
to assist Mr. Gurner in the purchasing department 





Carl Judkoff Milton Stone 


More Than 100 Attend Election 
Of 12:30 Club Officers 


A near record crowd of over 100 were on hand to witness 
the election of officers at the January meeting of the Stationers 
12:30 Club of New York at Rosoff’s Restaurant in New York 
City. 

Stanley Geismar, Joshua Meier Co., was elected president by 
a unanimous vote. Richard Karasik, Jaclin Stationery Co., was 
elected first vice-president; Herbert Grayson, Ace Fastener 
Corp second vice-president; George Giffiths, ("x Noesting Pin 
Ticket Co., secretary; Edward Leventhal, Biddle Purchasing Co., 
treasurer; and Harry Sills, Commercial Stationery Co., chair- 
man of the board of governors. 

Other members of the board include Edward J. Healy, Wil- 
son Jones Co.; Mort Libien, Libien Press, Inc.; Ralph Barnett, 
Blaisdell Pencil Co.; Philip Tagley, Consolidated Loose Leaf 
Co.; Charles Wansker, Wansco Paper Products Co.; and Jack 
Silver, Advanco Products. 

Members elevated to the honorary board of governors in- 
cluded Nat Kramer, Harry Fensterheim of S.E. & M. Vernon, 
Inc., Louis Caracci of Nor-Wood, Inc., and Jim Hurley, Oxford 
Filing Supply Co 

Herb Grayson reported on the progress of plans for the joint 
meeting of the 13th Region NSOEA, the Stationers Association 
of New York, and the Metropolitan Travelers Club, which will 
be held on March 13 at the Belmont Plaza Hotel in New York. 

Ed Leventhal reminded members about the group hospitaliza- 
tion plan, urging those who have not joined but who want to 
take advantage of the program to sign up while registrations 
are still open 

It was also announced that the Harrison Country Club in 
Westchester County is the site for the club’s annual outing on 
June 24 


SCOMDA Installs Officers Amid 
Atmosphere of Old Mexico 

Members of the Southern California Office Machine Dealers 
Association gathered at La Golondrina, an Olvera St. night 
club just off Los Angeles’ historic Plaza, for their annual im 
stallation party Wednesday evening, January 22. Accommoda- 
tions, limited to 120, were a sell-out. Frank Bonelli, state as- 
semblyman, himself a partner in an office machines operation 
in Huntington Park, acted as installing officer. 

SCOMDANS were presented with festive straw hats and 
their ladies with gourd rattles as they entered the old country 
atmosphere of the multi-level La Golondrina, claimed by its 
proprietors to be located in the wine cellar of the oldest brick 
building in Los Angeles. Authentic Mexican fare was served, 
well laced with tortillas in the best tradition 

Midst much rattle-shaking by the ladies outgoing President 
Ray Alba, who had arranged for the gala affair, was invited by 
the dancing senorita of the floor show to join in, and versatile 
Ray soon demonstrated still another of his talents. Inveteraté 
deep sea fishing enthusiasts, the Albas were taken aback when 
they were presented by SCOMDA with a top name rod and 
reel. 

Assemblyman Bonelli installed the following slate for 1958; 
C. Murray King of Henley Typewriter, Hollywood, president; 
Gene Hart of Hart's, Los Angeles, vice-president; Lloyd O; 
Linabury of Business Machines Co., Long Beach, secretary- 
treasurer. A. C. Bales, C. A. Bandfield and George Bonelli be 
came directors for 1958-59. Holdover directors serving 1957-58 
are Paula Pickering, H. Otto Schwichtenberg and Dan Post. 
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There is nothing finer in desk calendars than 


the EVER READY. And no line more complete. 


There is an Ever Ready for every purpose 

the office and in the home. There is a 
vider choice of base colors. A new, patented 
“snap-on” arch for the more popular arch style 
calendars. A top plate for the flat styles that is 
easily and quickly removed because of the 
distinctive “key-hole” slot. A magnifying window 
in the top plate for most flat styles that enlarges 
the yearly calendar one and a half times. And 
a base so well balanced in design that it is 
just as “at home” in the smartest inner office 

in the busiest outer office. 


Ask your supplier for a copy of Ever Ready’s new 
“50th Anniversary” catalog. Or, write us. 


(see other side) 





“Snap-on” arch f eature. Y 
It is the simplest way yet \ 
found to replace old refill 
pads with new ones. A light 
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industry News 





Meilink Elects Three New 
Officers, Board Members 


Three key executives of Meilink Steel Safe Co. have been elected 
officers and directors of the firm by the board, it is announced by 
S. R. Akers, president 

Named vice-presidents were C. C. Penske, general sales man- 
ager, and Fred C. White, general plant manager 

Jesse Siskind, accounting and credit manager, was elected 
secretary of the company 





C. C. Penske Fred C. White 


Jesse Siskind 


All three were also named to serve on the board of directors 

Each will continue to supervise the sales, production and finan- 
cial divisions of the firm besides taking on their newly-added 
responsibilities 

Mr. Penske joined Meilink as a sales representative in 1938, 
became assistant sales manager in 1947 and general sales man- 
ager in 1954 

Mr. White, previously associated with American Can Co., started 
with Meilink in 1950 as a plant manager. 

Mr. Siskind was formerly an accountant with Hercules Stamping 
Company before he joined Meilink in 1948 as accounting and 
credit manager 


F. B. Fisher Acquires Interest 
in H. E. Smith Co., Adrian, Mich. 

Announcement of the acquisition of the H. E. Smith Com- 
pany, Adrian, Mich., has been made by Frederick B. Fisher, 
one of the principals in the transaction. 
The company produces art and mechani- 
cal drawing room furniture, marketed 
nationally under the trade name “‘Hesco.” 

Associated with Mr. Fisher in the man- 
agement of the company is Melvin E. 
Beebe. H. E. Smith, who founded the 
company in 1936, will continue in a con- 
sulting capacity. Mr. Fisher was formerly 
general sales manager and assistant gen- 
eral manager of Sperti-Faraday, Inc., 
Adrian, and Mr. Beebe was vice-president 
and general manager of the F. W. Pren- 
tice Co. Both long-time residents of “Adrian 

According to Mr. Fisher, sales policies of the former man- 
agement will be continued, but the dealer organization will be 
expanded and long-range plans have been made for additions 
to the present lin« 





F. B. Fisher 


Bentson Mfg. Co. Issues New House Organ 

Bentson Mfg. Co.'s house organ, an eight-page digest size 
Magazine named the “Diamond”, made its initial appearance 
in January on the desks of some 2,500 office supply dealers and 
their salesmen 

News of the company, its products, dealers and the industry 
in general is included in its pages. 

Editing the publication is Bentson’s new advertising manager, 
Edwin H. Roper, who joined the firm in November after 15 
years of experience in industrial editing and allied fields. 
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Eighteen Office Equipment, Stationery 
Stores Named ‘‘Brand Name”’ Finalists 

Among the 586 merchants selected to compete for the na- 
tion's top honors in retailing, the 1957 Brand Name Retailer- 
of-the-Year titles, will be 18 office equipment and stationery 
stores. 

They are located in 12 states, with Illinois having the 
greatest representation. Competing again this year are Baker's 
Office Equipment Co., Elyria, Ohio, Certificate of Distinction 
winner in 1954 competition; George Stuart, Inc., Orlando, Fia., 
Certificate of Distinction winner in the 1955 and 1956 com- 
petition; and D. Waldner Co., Inc., Mineola, N. Y. and Zac 
Smith Stationery Co., Birmingham, Ala., both runner-up win- 
ners in last year’s competition. 

Other “finalists” in this category of the 1957 Competition 
are: County Stationers, Inc, Ventura, Cal.; P. K. Smith & Co., 
St. Petersburg, Fla., Dekalb Office Equipment Company, De- 
catur, Ga.; Rhoden Stationery & Printing Co., Moultrie, Ga.; 
Byron Johnson's, Kankakee, Ill.; Moulton’s Office Equipment, 
Ottawa, IIl.; Jacquin & Company, Peoria, Ill.; The R. P. Lewis 
Company, Flint, Mich.; Howard W. Boise, Inc., Plainfield, 
N.J.; Millington Lockwood, Inc., Buffalo, N.Y.; Pounds and 
Moore Co., Charlotte, N.C.: Summerville’s Inc., Akron, Ohio; 
Thomas Brothers. Co., Lubbock, Tex. and Bredesens, Inc., 
Beloit, Wis. 

Each “finalist” has been invited to submit a detailed and 
illustrated presentation that best represents his 1957 advertis- 
ing, sales training and other brand promotional activities. These 
presentations will be reviewed in New York March 5, 6 and 7 
and the winners selected at that time. The judging committee 
is made up of 24 leading executives of the stores that won top 
honors in the 1956 competition. First-place winners are them- 
selves ineligible to compete for five years. Arthur Clifford, 
president of the A. W. Burritt Co., a Bridgeport, Conn. build- 
ing material dealer, will be chairman of the judges. 

Up to five major awards will be made in 24 of the 25 classi- 
fications; up to fifteen in the Gasoline Service Station category. 
The “Brand Name Retailer-of-the-Year” winner is awarded a 
plaque and Certificates of Distinction given the runners-up. 

The awards will be presented on April 16 in the Grand 
Ballroom of the Waldorf-Astoria at a dinner honoring these 
retailers. This affair will climax national Brand Names Week, 
April 13-20, a promotional event that will be celebrated by 
retail stores in all parts of the country, whether or not they 
are enrolled in the competition. The dinner will be attended 
by close to 2,000 of the nation’s leaders in manufacturing, 
media, advertising and retailing. 

During Brand Names Week, the award-winning Brand Name 
Retailer-of-the-Year presentations will be on display at the 
Waldorf. 





ivan Allen Co. Honors Two for Sales 

Tom Bolton, Atlanta-area salesman of Ivan Allen Co., 
Atlanta, Ga., has been selected as that firm's “Man of the 
Month” for December. The award was based upon his out- 





Tom Bolton Kenneth Henry 


standing over-all performance in all sales phases of the firm's 
activities. 

Kenneth Henry was selected as runner-up and received a 
similar trophy and cash award. 
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‘How to Sell Machines’ Is Newest 
Training Manual Issued by NSOEA 


“How to Sell Machines,” a 64-page sales training manual 


for dealer salesmen, has just been issued to members of the 
National Stationery & Office Equipment Association. It is the 
21st of a series of sales training course manuals developed fo: 
members by NSOEA, and treats specifically with the selling 
of adding machines and portable typewriters 

The newest manual is the result of two yeais of study, con 
ferences with top sales executives of leading ad ling machine 


and typewriter firms, and the collection of experiences of su 
cessful office machine salesmen. While the manual gives spe 
cial emphasis to the smaller adding machines and the portable 
typewriter handled by the average dealer, the selling techniques 


and background data can be applied by salesmen of the large: 
machines as well. 

“How to Sell Machines,” like the other manuals in the train 
ing program of NSOEA, is printed in two colors; highly il 
lustrated with photographs, drawings, cartoons and charts 
contains a comprehensive glossary of machine terms; and four 


sets of questions to check learning. An accompanying four-page 





Leader's Guide for sales managers and trainers gives sugges- 


tions for using the manual in training meeting: 
including ways to supplement the basic manual with specifi 
machines and manufacturers’ aids 

Following is a partial list of subjects covered by the course 
manual: the adding machine and portable typewriter markets 
types of figuring machines; introduction to modern office auto 
mation including integrated data processing; rent and lease 
plans; selling techniques (39 pages of modern selling techniques 
on prospecting; demonstrations; trials; machine applications; 
closing the sales; handling objections; and working a territory) 

For further information, write NSOEA, 740 Investment 
Bldg., Washington 5, D. ¢ 


by the dealer 


Goldsmith Bros. Use 32 Pages 
In New York Times to Emphasize Sale 


An entire 32-page supplement was used in the New York 
Times by Goldsmith Bros. of New York City on January 19 
to advertise “America’s Largest Stationers Mid-Winter Sale 

This extensive section was the result of a decision made by 
the firm last August and was a plished under the direction 
of Donald Jordan, advertisi lire 

The section was laid out, a page at a time, and released in 
this manner to the New York Times until it was completed 

Believing that the section will have a tremendous retention 
value, all customers of Goldsmith Bros. were to receive re- 
prints before February 1. 


Rogersnap Employees Receive Company Shares 


All salaried employees of Rogersnap Business Forms, In 
were presented stock certificates in the company as a year-end 
bonus, according to Will Rogers, chairman of the board 
Employees received certificates ranging from one to five 
shares, depending on length of service. Mr. Rogers said 59 
certificates amounting to 132 shares of stock were issued 
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Window Display Features H-O-N Line... 
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Effective window displays promoting H-O-N’s new card cabinet 
line were set up recently by Utility Supply Co., Chicago, in 
both their Wabash Ave. and Washington St. stores of the loop 
district. This picture is of the Wabash Ave. store display 


Dun & Bradstreet Seeks 
Financial Data for Reports 

This month, the 142 offices of Dun & Bradstreet, Inc., are 
mailing across the nation their annual request for financial state 
ments 

[his year, the requests will go to the approximately three mil 
lion businesses in more than 50,000 cities and towns listed in the 
Dun & Bradstreet Reference Book. This will include virtual]: ail 
manufacturers, wholesalers, and retailers in the United States 
who seek or grant commercial credit 

In his message to businesses across the country, J. Wilson New 

an, president of the Agency, writes 

Every business is ‘big business’ to the 
of his life’s savings—sometimes all—is staked in the venture, and 
the risk is ‘big’ to him, regardless of size. And that’s why we 
look at every business listed in the Dun & Bradstreet Reference 
Book. Your listing, regardless of rating, occupies the same space 
as U. S. Steel, Ford, General Motors, or Du Pont. They all look 
big’ to us 


nan who owns it. Much 


The real management test of any business is wot size. The 
determining factors are know-how, persistence, and the willingness 
to serve 

Also included in Mr. Newman's letter is an offer of a new 
booklet, “Opportunities for Growth in Small Business,’’ which 
comments on the risks and rewards of small businesses in a 
dynamic economy. Single free copies are available to readers 
requesting them from J. Wilson Newman, President, Dun & 
Bradstreet, Inc.. 99 Church St., New York 8, N. Y 


Stenso Appointed Gold Mark Distrioutor 

The Stenso Lettering Co., Inc., Baltimore, Md., has been ap- 
pointed national distributor for Gold Mark 23 carat gold trans- 
fer foil, it was recently announced by Stenso’s president, Robert 
S. Libauer. Address of the Baltimore firm is 1101 E. 25th St. 
For quick impulse sales Gold Mark will be merchandised in a 
handy counter display unit which holds 12 packages. The man- 
ufacturer is Hastings & Co., Inc. 


Site-Filing Co. Offers New Visible System 

[The development of a new visible filing system is announced 
by Site-Filing Co., 1411 Walnut St., Philadelphia, Pa. Taking 
the name of the company, the new product will be known as 
Site Filing’’ and will be, according to Paul B. Holgate, Jr., 
top executive of Site-Filing Co., a greatly-improy rsion of 
the product formerly distributed by the organization 
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The challenge of 


Friden 7ape-Talk is big 
as your imagination 


If you can imagine an Automatic 
Office, Friden can deliver it now! 
That’s the authentic, down-to- 
earth miracle Friden builds into 
machines that write, read and cal- 
culate with punched paper tape! 
To benefit by this miracle, your 


Ress 


automation you wish to achieve, 
Fride~ Tape-Talk machines will (1) 
Eliminate need for manual move- 
ments and operator decisions; (2) 
Increase work volume output with- 
out increasing payroll costs or over- 
time; (3) End primary and com- 








pounded errors normally occurring 


mind must open to radical change 
in data recopying. 


—from familiar, standard methods 


of handling paperwork to auto- Call your nearby Friden Man or 


matic systemizing by Tape-Talk. write Friden, Inc., San Leandro. 





Friden promises this: In exact California...sales, instruction, serv- 
proportion to the degree of office ice throughout U.S. and the world. f 
© Friden, Inc. 


Automatic tape : Automatic code tape - Automatic calculator-ti. pe ; 
billing department in one desk adding-listing machine punch combination 


S eloctadota 


Automatic tape 
reader-selector-sorter 


“Taledota. 


Automatic tape 
transmitter-receiver 











gustounritor Ckexourutin® bag?! orn Friden 
Automatic justifying : Automatic tape ; The Thinking Machine of sg Way 
type-composing machine writing-accounting machine: American Business ; ing machine 
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Family Tradition Continued . . . Mrs. & Mr. Douglas Russen 
and their daughter, Dean, granddaughter of the late Zac 
Smith, Jr. 


Facit, Inc. Launches Drive 
Aimed at Building Dealer Sales 

An advertising and promotion program designed to provide 
office machine dealers with “guaranteed” sales leads in specific 
industries will be launched in March by Facit, Inc., national 
distributors of Facit calculators, Facit typewriters and Odhner 
adding machines. 

Developed by Facit in co-operation with its advertising 
agency, Anderson & Cairns, Inc., the campaign, extending 
through 1958, will utilize full page advertisements in Fortune 
and Business Week as well as leading industrial publications 
to spotlight the use of calculators and adding machines in four 
basic industries—oil, contracting, lumber and accounting 

Supplementing the national advertising is a comprehensive 
direct mail program to each of these industries, plus a co- 
ordinated follow-up plan by Facit dealers on all resulting in 
quiries. 

As the ads are published, Facit will mail colorful stuffers 
closely related to the ad theme to purchasing agents and busi- 
ness executives in each of the four industries, together with a 
covering letter and inquiry reply card. Each inquiry received 
by the company will then be transmitted in a specially pre 
pared packet to the Facit dealer in whose territory it came 

In addition to sales literature on the machine and dealer dis 
play reprints of the ads, the packet will also contain a short 
“refresher” course for dealers outlining principal problems of 
the specific industry and how calculators (or adding machines) 
are used to solve those problems 








Marnay Adds Sales Representative 

Bernard Weinstein has joined Marnay Sales Manufacturing 
Co. as a sales representative covering the New Jersey and 
Pennsylvania areas. 

Formerly a buyer for Goldsmith Bros. and before that sales 
manager for R. H. Macy & Co., Mr. Weinstein will sell the 
“Partitioner,” the “Puritron” air purifier, desks and files 
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75-Year Zac Smith Firm 
Carries On Family Theme 


Birmingham, Ala. 
@ THE PERSONAL TOUCH has long been the key to the 
operation of the Zac Smith Stationery Co., a firm which in 
1958 is observing its 75th year of family-owned, family-operated 

service to Birmingham. 
It started with the warm relationship between 
OA Zac Smith, Sr., founder of the firm, and the people 
of Birmingham back in 1883, the first customers 
Staff who paused to speak to the proprietor of the 
report small book shop on First Ave. The same personal 
touch remained as population in the area mush- 

roomed. 

As sons assumed their place in the Zac Smith ownership 
and management of the company, the “family” relationship re- 
mained the theme of all transactions. 

Heading the 70-man staff of Zac Smith Stationery Co. today 
is a family partially made up of the founder's descendants. 

Doug Russen, husband of the former Miss Daisy Dean Smith, 
granddaughter of Zac Sr., carries on the same policy with em- 
ployees and customers of the store 

Russen was employed for 32 years by the Allied Chemical 
Corp. and traveled the South as chief chemist and sales rep- 
resentative. Following the death of Zac Smith, Jr., he went 
into active direction of the firm as executive vice-president and 
general manager while Mrs. Russen became president and 
chairman of the board. The two comprise one of the outstand- 
ing husband-wife business teams of the South 

Other officers are: David E. Wainwright, vice-president and 
sales manager; W. F. Womack, Jr., vice-president and assistant 
sales manager; Mildred B. Thornton, treasurer and office man- 
ager; C. P. Watson, vice-president and educational director; 
Lewis T. Gilardoni, vice-president and engraving promotion; 
and A. E. Casey, secretary 

A program of post-war expansion of the Zac Smith stores 
was launched in 1954. Today, three stores are located in 
Birmingham, unlike the small book shop of the store’s founder. 

The home store on First Ave. still remains Zac Smith’s home 
office. A modern office supply and printing shop establishment 
is located on Graymont Ave. Added to these facilities is the 
recently opened store in Homewood, suburban area of Birming- 
ham. 

With an outstanding promotion plan and brand names recog- 
nition the Zac Smith organization is going ahead with con- 
fidence toward a century of operation 


Reliance Pencil Adds to Plant 
During 29th Year Anniversary 


The Reliance Pen & Pencil Corp. is celebrating its 29th an 
niversary this year with the dedication of a new factory addi- 
tion that will greatly increase production facilities. The official 
opening was scheduled to take place during the pencil indus- 
try’s first National Pencil Week of February 24 

Founded in 1929 to manufacture wood cased pencils only, 
Reliance has expanded its line today to include a wide variety 
of ball point pens, novelty pencils, erasers, rubber bands, and 
other related office supplies. Recently, the corporate name was 
changed to Reliance Pen & Pencil Corp 

Founded by Maurice I. Levine, who immigrated to this 
country in 1900 from his Dublin, Ireland, birthplace, Reliance 
has been under the direction of his son, Lawrence S. Levine, 
for the past 10 years. Prior to entering the manufacturing field, 
the elder Mr. Levine was in the commercial stationery business. 

Reliance’s president says, “In these days of rapidly changing 
marketing concepts a manufacturing firm must constantly be on 
its toes to properly serve its customers 

“Not only will our newly-added production facilities enable 
us to do this better, but we have dedicated ourselves to the 
continued development of new and improved products to meet 
customers’ requirements. We are extremely grateful for our 
long list of friends who have enabled us to grow throughout 
the years 
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How INVINCIBLE’S 


beauty-guard desk tops 


protect your profits and service costs! 






































Invincible beauty complements a helps make possible perfect-fit align- 
multitude of features for extra strength, ment of Invincible modular groupings. 
efficiency and salability. For example, Square-edge tops available with finest 
exclusive stainless steel binding is an- Textolite or linoleum coverings... 
chored to desk top edge for lasting pro- molded edge tops (upper right), with 
tection against chipping, cracking, finest linoleum,. Both types are inter- 
warping and dirt-in-under. Eliminates changeable to permit maximum “cus- 
repairs, servicing, or costly replace- tom” selection from a minimum space- 


ments. This square edge binding also | saving inventory of basic desks. 


Hy} 









Graceful molded-edge tops, 
too, have stainless steel bindings 
(plus corner caps) to prevent scuff- 
ing, warping, etc. Handsome lino- 
leum coverings overlap generously 
for firm agchoring under bindings. 











Top rigidity doubly assured 
by W reinforcements (above) exclu- 


sive with Invincible desk tops. And 
any shock to top is transmitted 
harmlessly to floor by pedestal 


framing structure in desk chassis. 





Be the Invincible Man with the 
office plan — as featured in In- 
vincible’s smashing full-color ad 
campaign in the magazines your 
prospects read. Write Dept.* ~ for 
Office Planning Kits now! 
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Two filing advances help you 
SELL OXFORD PENDAFLEX ! 


As part of policy. Oxford constantly strives to improve Pendaflex equip- 
Pp I ' | july 


ment and offer greater efficiency and economy to potential users. Result: 
Oxford Pendaflex equipment embodies extra-service features that help 
Oxford Dealers win customer preference and increase sales. For instance. . . 


Oxford Pendaflex Links! 
You sell faster, easier filing and increased accuracy! 





These handy links band Oxford R Slide one folder open, successiy e Plus! Links eliminate entirely 
Pendaflex folders together, folders begin to part . . . con- possibility of misfiling between 
chain-like. tents become visible. Pendaflex folders. 


— 








Oxford Pendaflex Interior Folders! 
You sell space-savings, reduced costs, one-stop filing! 





In Integrated Name Filing, one These then are filed conveniently One look up locates all records 
inexpensive interior folder holds together in a Pendaflex folder of an account as clerk saves 
each class of records. under the account title. steps and time. 

Pr i, NR 

“CORAES PON ‘ Pome 





yaoues * 





QRICTNAL 






Order Pendaflex links now, for spectac- 


. ~ ® ; . 
ular improvement of any Pendaflex instal- 
lation, past, present or future! And write 4 0 ad 
today to find how you can broaden your 
« 


Pendaflex sales base with Interior Folders! 
Oxford Filing Supply Company, Inc., FIRST NAME IN FILING 
113 Clinton Road, Garden City, New York. p— 


: | 
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National Office Furniture Assn. Convention e Philadelphia « March 28-31, 1958 








When you take the “Million Dollar Stroll” 
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We'll be there again this year and we’re 
looking forward to seeing our friends. 
— ee Remember our booth number . . . 243. 
Peencetg < | We've got a little gadget to give our 
visitors and we're going to display a 
new product we believe to be the finest 
in the industry. We didn’t illustrate it on 
this page because we want to surprise 


you in Philadelphia! 


ee 


No. 333 
Honor Guard 


Ne »-S 
Regal Sand t 
egal San rn Standard 


OFFICE ACCESSORIES 


No. 5¢ i 








VALCO COMPANY « 1311 ANN AVE, « ST. LOUIS 4, MO. 
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Warehouse Areca .. . on third floor of Newell B 
Newton Co. was anything but attractive. 


LUXURY OFFICES 














Transformed . . . from the unsightly warehouse space to the attractive 
model office shown above. This display, one of over a dozen, features 
a desk, bookcase and credenza from Alma Furniture Co., side arm 
chairs from B. L. Marble Chair Co., V.I.P. globe from Weber Costello 
Co., lamps by Laurel Lamp Mfg. Co., and draperies by Frank Lloyd 
Wright. 


From Warehouse to Furniture Display... 


@ THE CINDERELLA STORY could well be 
used to describe the transformation that took place 
within a year on the third floor of the Newell B 
Newton Co. store in Toledo, Ohio 

The firm, for many years a successful merchan 
diser of commercial office furniture, felt that it 
was lacking in display space to “put its best foot 


forward” in the sale of the more luxurious offices 
especially in wood. But to sell the luxury office, 
it is first necessary to show the customer that the 
merchandise and the “know how re combined 


in one store. 

Ken Boyer, Newton Co.’s president, sees a bright 
future for Toledo as an ocean seaport, and he also 
recognized the need for expanding his furniture 
lines in wood as well as metal. 

Mr. Boyer called on Bill Hammon, sales manage: 
of the B. L. Marble Co. to help him design th 
kind of showrooms that would fill the bill. 

Together with furniture department manager 
Sheldon Packer and decorator-designer Bernadine 
Haywood, Mr. Boyer and Mr. Hammon prepared 
and executed their plans. 


The result, as pictured here, is a series of a 
dozen or more model offices which reflect the 
Newton Co. to offer custom design service 

The color and design departm: nt means just 


that at Newton's. Harmonious office layouts, in 
metal or wood, reflect color in every aspect, and 
whether the office is contemporary or in Chip 


pendale. 


Reception Area . . . design is featured in the entrance 
to the showrooms. Area was designed to show pos- 
sible furniture selection for an area of this type. 
Desk is ‘’Formational’’ by Standard. Leather sectional 
lounge with cane arms is in “Perimeter” line by B. L. 


Marble. 
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Wallpaper . . . designed by Frank Lloyd Wright forms a background for 
this Leopold “Master Streamline’’ desk. The corner table is by Nucraft, 
and the chairs by B. L. Marble. The pottery planter has a live plant. 
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why customers prefer... 





COLOR! 


7 fabulous color harmonies 
created exclusively for 


Underwood 


TOUCH 


So light, so swift and 
easy it’s ‘like wearing 


magic gloves’’! 


FEATURES! 


Simple margin setting 
keyboard tab, easy 
ribbon-change and 


many more 


Got dom? q (HAL yi : Wy jr M/\ Oo 


“like wearing magic gloves!’’. . . 


Fast-selling models for every price range! 


There are four Golden-Touch portable models, each Customers like Underwood's big machine sturdiness. 
with the colors, features and design to make it a You'll like the dramatic 4-color national advertising 
stand-out sales success all year. that helps you build Golden-Touch sales. 


wWmMcerMmnO@c] 


the only portable typewriters with Golden -Touch® 


DELUXE UNIVERSAL DIPLOMAT LEADER 
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Montage . . . of photos shows Robert 
Morry, Inc., employees in foreground 
amid setting of views from the two store 
in San Francisco. 


Expanding Robert Morry Firm 
Begins 7th Year in Business 


Robert Morry, Inc., of San Francisco has just started its 
7th successful year in the office furniture and office equipment 
business. Beginning in a location at Second and Howard Sts 
with two partners, Robert DeSaussure and Morry Stein, work 
ing for three months alone and eventually hiring one girl to 
do their office work, the frm moved a year later to a centrally 
located store of 14,000 square feet at 509 Market St. with 
an increase in staff. 

At the end of the year business had improved at such a 
rapid pace that it was necessary to obtain a second store of 
about 10,000 square feet. Again, the new store became too 
small for the volume that Robert Morry, Inc. had built up 
in a short period of two years and it was necessary to seek 
a larger store which is now the present location at 556 Mission 
St. consisting of 31,000 square feet 

With the last move the store at 509 Market St. was con 
verted into a strictly decorative store with the new associate 
Jack Haslett, as manager of this division. Mr. Haslett has seen 
the store expansion from a two salesman organization to a six 
salesman staff, all working as outside salesmen. Through this 
decorative store which employs two artists, some of the largest 


and finest decorative installations, of custom desks and chairs 
carpeting and draperies have been processed 
In the interim, the Mission St. store has been converted into 


new and used office furniture and divided into a steel depart 
ment, carrying all types of desks, chairs, files and partitions; 
a commercial wood department carrying standard models in 
desks and accessories; a budget department and a used equip- 
ment department. 

Because of the tremendous demand for rental furniture for 
conventions and political campaigns in San Francisco the firm 
saw fit to form a new corporation to handle such a demand, 
namely RM Rentals, Inc. 

With the above operation Robert Morry, Inc., now has a 
25,000 square foot spur track warehouse located at 115 Town- 
send St. In the expanded operations, the firm now has three 
delivery trucks and one service truck and employs 34 people 


Texas Firm Opens in New Location 


Business Office Equipment Co. has opened for business in its 
new location at 225 S. Tancahua St., Corpus Christi, Tex. 


112 





AMA Marketing Division Plans 
Spring Seminar Programs 

Nine new subject areas will be explored in the spring sem 
inar program of the American Management Association's 
marketing division. A total of 39 small-group meetings will be 
held by the division from February to June 

New seminar topics include techniques of time saving for the 
chief sales executive, the uses of marketing research in new 
product planning, improving sales management's effectiveness 
in counseling and motivating, and practical uses of scientific 
tools in solving marketing problems 

Close to 1,000 marketing men will participate in these sem- 
inars which will be held in Houston, Chicago, Montreal, San 
Francisco and New York. Twenty-five of these meetings will 
be workshop seminars—intensive discussion sessions for ex 
change of information and experience; the rest are instructional 


in nature 


Monroe Names Branch Sales Managers 

Monroe Calculating Machine Co., Inc. has appointed four 

embers of its nationwide field organization as branch sales 
managers, it was announced by W. K. Clifford, vice-president 
of sales 

The new managers are Charles §. Adams, Hartford, Conn.; 
Thomas C. Kelly, Kansas City, Mo.; William J. Muller, Evans 
ville, Ill., and Robert L. Opperman, Wichita Falls, Tex 

At the same time, Mr. Clifford announced the appointment 
of the following men to branch accounting machine sales man- 
agers: Grant A. Gustafson, San Francisco, Calif.; Lucian H. 
Mohrhauser, Fort Worth, Tex.; John E. Podmajersky, Philadel- 
phia, Pa.; Howard A. Settle, Portland, Ore. and Albert E. 
Smith, Miami, Fla. 


Ball Point Sales Estimated at 110 Million 


Unit sales for the ball point pen industry will climb to a record 
110,000,000 for 1957, according to Neison Harris, president of 
The Paper Mate Co 

This represents a 10% growth over last year, and is a total 
attained exclusive of export sales or commercial and advertising 
specialty sales 

Mr. Harris predicted that 1958 will bring a gain of 10-15% 
over 1957 unit sales and that ball pen refills will represent the 
greatest growth facior in the industry. He also stated that the ball 
pen industry now accounts for 85% of all pen unit sales 
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VICTOR == 


SECTIONAL li 


———— 
iS t 


New, improved Victor Sectional Visible is available now. 





It’s been redesigned to give your customers even more 
recordkeeping speed and convenience. Smart aluminum 
finger-tip slide pulls and larger caption labels 

on each slide make reference faster and easier. 


Victor Sectional still has the same time and money 
saving features that have already made it famous. 
It’s ideal for so many applications because it 
offers speed of reference, pinpoint control 

of facts and figures and recordkeeping 


economy since your customer buys only 






i) now or ask your 


Victor salesman for full 
information concerning the new 
Sectional Visible. Find out 

how you can get the new 
sales-making, full color, 
life-size counter display 
with a demonstrator slide 
FREE. Do it today! 


the sections he needs for his current 


records and adas the extra sections 












to the same assembly as his 


business grows. 


3 Practical Sizes 
For 5x3 cards 

For 6x4 cards 

For 8x5 cards 

New type section will 
intermember with previous 
type sections which are still available 
for established assemblies. 





e PP. ‘4 
Hemington. DEALER SALE 
D RPORAT N 


eh ARLE. F SPERRY RAN 





315 FOURTH AVENUE NEW YORK 10,N Y. 
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IN TOLEDO 








New Store Front . . . enhances Roth’s Window Reveals . . . a spacious office furniture department display at 
Office Equipment in Toledo, Ohio street level for the first time 


Remodeling Affords 
Open Display Area 


Street level display space was doubled when the Roth Office 
Supply Co. of Dayton, Ohio, took over an adjoining area the size 
of the previous store, which had been occupied for the past 40 
years. 


This additional space was converted to an open display arrange- 
ment which now permits the showing of furniture and other office 
equipment as well as the supplies which previously were the only 
items available on the ground floor level 

According to C. W. Roth, the new look has attracted much 
attention and a great deal of interest on the part of both old and 
new customers. His sales have increased 20% since the new show- 
room was opened. 


Interiors . . . above and to the right 
show two sides of the expanded store. 
Supplies are now grouped in accessible 
island units with a centrally located 
check-out counter at the front of the de- 
partment. Looking from the back of the 
furniture display, it can be seen that the 
island units also act as dividers for the 
two departments. Other supplies and 
equipment are along the opposite wall 
along with the pen cases and another 
check-out stand. 
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EAGLE will boost your sales in ’58... 


Eagle Mi 


ave here) — or 


with an 60 or 


100K : 






h ? 
tac-toe. Pl yoga” “‘saousl it? Know what 
Fey do. Really stays maey our notes and me his 
your Mirado , around the office! (So ¥ le Verithin did all © . 
tor wor ‘ e ant: 
o> rat your O's and X's! O to and kept id! 
— ~ A d ed pencil coule’ 


No other © 





yy ji x" 


EAGLE \ 
VE RITHIN 


is one red 


i SECOND WEEK IN TIME MAGAZINE, EAGLE will 
beam these compelling ads at your best customers—the 
nation’s businessmen! MIRADO promises them a point that 
stays sharp page after page—and proves it in ad after ad! 
And VERITHIN will continue to be sold by the best-read 
pencil advertising of all time! 


pencil that really stays sharp 













. 
a 


with a supplementary campaign 
during the key buying 
seasons in ‘58! 


Order the complete EAGLE line— your customers willl! 
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MODEL A-44 


FULLY GUARANTEED 


They'll reach for Arrow’s Hew A-W@# Stapler’ 


PACKED WITH IMPULSE SALES POWER 
ON A DRAMATIC 3 COLOR DISF 


r 







AY! 


The new Arrow A-44...born for the impulse sale... for fast turnover . 3 
fat profits! It’s easy to see why: ideal as a stapler-tacker-plier fox 
of jobs, for office, store or school, and it’s packaged on an irresistible ; 
display that does all the selling for you! The A-44 staple, wi 
been one of America’s most popular, should prove an even greater @arket 
for you now that the new A-44 stapler has been designed for it. . 
Precisioned from the finest grade steel, in gleaming black and g ld finish, the 
A-44 is built with Arrow’s patehted mechanism 

that makes it absolutely jam-proof. RETAILS FOR ONLY $929 


undreds 
olor 
has long 


THE A-44 JOINS ARROW’S COMPLETE LINE OF OFFICE AND INDUSTRIAL FASTENERS! © 








Standard Heavy Duty Office 7 - Flat Clinch Portable 4-way Standard Desk Stapler- Automatic Gun Tacker 









| 
Stapler-Tacker l Plier-Stapler | Tacker-Plier : 
Pst: | i LIST: 7 LIST: | List 
' $5.50 |! “> SS A, $2.50 $4.25 | $10.50 
| ~~ \ 
q "tl , | 
| No. P-98 SS" No. 105 | 


See Arrow’s se stapling machines. =i for full. line catalog ; and price: list. Full trade discounts apply. 




















Manow fasrencr Lo. INC. ] . you never lose a sale with Arrow ieaian 


1 Junius St., Brooklyn 12, N. Y. ! ARROW SELLS ONLY THROUGH THE TRADE! 
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Chicage Locks 


1747-4 the manufacturer’s key to office appliance Security 


1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 


: eae lock 
02 t t 
70 aloes ion lock 3466 Sliding door lock %"" travel 


in 180° turn 
1968 & 1970 Metal or wood drawer 75.10 Locking cabinet or locker 


locks handles and plain handles 

1747 Lid lock (75-50), individually or in 
, sets 

1747-4 Strike for above lock 76-10 “T” type locking handles and 

5001 & 5002 Filing cabinet locks plain handles (76-50) as 


2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 





Interchemical Buys Storms 
Carbon Paper Equipment 


Interchemical Corp. has purchased for its Ault & Wiborg 
Carbon & Ribbon Division the carbon paper and roll manu- 
facturing facilities of the H. M. Storms Co. of Brooklyn, N.Y. 
The sale was completed early in January and the Storms 
carbon paper equipment is being moved to Interchemical’s 
Cincinnati plant to continue the carbon paper production and 
custom imprinting formerly carried on by the Storms Co 

The Storms Co. will continue its production of inked ribbons 
for office use. In addition it is expanding its facilities for the 
development and production of ribbons for the new types of 
business machines being introduced 

Interchemical is establishing a new dealer service department 
to serve dealers under the direction of H. C. Booth, former 
Storms sales manager. 

In the past, Interchemical’s Ault & Wiborg Carbon & Ribbon 
Division, a manufacturer of office supplies for 50 years, has 
sold its carbon paper and other products directly to commercial 
and industrial consumers. With the acquisition of the Storms 
carbon paper facilities, and the establishment of the new dealer 
service department, A. & W. will expand its marketing program 
by sales through dealers and wholesalers 


Kelly Co. Buys Building in Salt Lake City 

: " The Kelly Co. of 
Salt Lake City, Utah, 
announces the _ pur- 
chase of the Pyke 
Building at 154 W. 
2nd St. in a $135,000 
transaction 

Elmer EE. Kelly, 
president of the office 
equipment and sup- 
plies firm, said that 
the five-story Pyke 
Building would be 
occupied by midyear. 
In the meantime it 
will be leased back to 
Pyke Manufacturing 
Co., which is build- 
ing a new office and 
clothing manufactur- 
ing building. 

The move to the 
Pyke Building is oc- 
casioned by need for 
greater space and the fact that the present location will ulti- 
mately be torn down to make room for a new bank structure 

Says Mr. Kelly: 

“This five-story brick building with two mezzanine floors 
built in will give us 37,500 square feet of area and some park- 
ing facilities enabling us to continue to expand services. We 
will incorporate the newest ideas in an up-to-the-minute and 
easy-to-sell-from furniture display floor. 





Victor Honors Oscar Sundstrand 
With Scholarship Fund in His Name 

Oscar Sundstrand, renowned adding machine inventor, was 
honored recently when Victor Adding Machine Co.’s Victor 
Foundation established a $10,000 scholarship fund in his name 
at North Park College and Thedlogical Seminary. 

Participating in the presentation were Mr. Sundstrand, A. C. 
Buehler, president of Victor Adding Machine Co., and Dr. 
Clarence A. Nelson, president of the Chicago area school. 

In addition to the Sundstrand scholarship fund, the Victor 
Foundation awards each year several of its regular $1,500 
individual scholarships to qualifying sons and daughters of 
Victor employes attending colleges of their choice 

Mr. Sundstrand is a director of research with headquarters in 
Hartford, Conn. 


Dixon Creates Horace B. Van Dorn Award... 





Double honors were simultaneously conferred at the Joseph 
Dixon Crucible Co.’s recent sales convention in New York 
City. Horace B. VanDorn (right), a director, and Derek Jonson 
of Denver, a salesman in the firm's western pencil division, 
shared the convention spotlight. In recognition of Mr. Van- 
Dorn’s near half century of company service, the Dixon organ- 
ization announced a new annual award, named “The Horace 
B. Van Dorn Award.’’ The award includes a permanent plaque 
upon which will be inscribed each year the name of ‘‘the pen- 
cil salesman making the greatest contribution to the promotion 
and sale of the ‘Ticonderoga’ pencils.’’ This plaque will be 
permanently displc: he firm’s Jersey City headquarters. 
Derek Jonson, winne the award, received a silver plate, 
symbolic of his achievement and appropriately inscribed 


Royal Consolidates Executive 
Offices in New York Headquarters 

Two moves in its program of expanded activities were an- 
nounced by Royal Metal Manufacturing Co 

One is the consolidation of its executive offices in its New 
York headquarters, One Park Avenue, where Royal has recently 
enlarged and redesigned its showroom. The other is the mov- 
ing of the showroom in Chicago to the Merchandise Mart to 
serve its dealers and customers in the Midwest and west. 

The opening of the new Merchandise Mart Chicago show- 
room was scheduled for February. The company’s expanded 
program of activities calls for constant liaison between divi- 
sion managers and all other department heads, hence, the con- 
solidation of all executives in New York, according to A. 
Aslanian, secretary of the firm. 

“We are certain that this consolidation will enable us to 
give even better service to our dealers and their customers. 
With all of our executive functions centered in one location, 
we will have a much closer knit organization and consequently 
will be able to speed deliveries and the development of new 
products and improvements in our present lines,’ Mr. Aslanian 
explained. 


Nine Dealers Take On Clary Line ‘ 

Appointment of nine new franchise dealers to handle the ‘com- 
plete line of Clary cash registers and 10-key and full keyboard 
adding machines has been announced by Clary Corp 

The new Clary dealers are Henry Kass, Inc., Albany, New York; 
The Island Co., Lake Ronkonkoma, New York; Boyce Typewriter 
Co., Pueblo, Colorado; Valley Office Supply, Alamosa, Colorado, 
and Bailey's Office Supplies, Safford, Arizona 

Others are Behnke Office Machines Co., Warsaw, Indiana; 
Walthers’ Office Equipment, North Platte, Nebraska; Gallagher 
Business Machines Co., Albuquerque, New Mexico, and Aberdeen 
Office Equipment Co., Aberdeen, Washington 
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America’s finest desk achiewement 
ata price that assures you sales 


* 
wae is the new desk line that suddenly mak« 


Full one-piece wrap-around pedestal; forward-look legs; quality, f 
back are but a few of its plus-features, Available in fashion-toned shade 
secretarial and executive “overhang” styles to show it, is to sell it 


brochure . . . today! 
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SEE IT AT NOFA, BOOTHS NO. 204-205, MARCH 28-31, 1958 
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Metal Standard of Quality 
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FOR TYPEWRITER RIBBONS 


STOCK ONLY 14 RIBBONS INSTEAD OF 60 


Each ribbon is numbered for easy identification. Permits 






with this NEW 
MERCHANDISING 








q 


reordering by number. 


Our No. 3 Ribbon, for example, fits all the following 
typewriters: 
REMINGTON STANDARD No. 1,5, 10,17 UNDERWOOD ELECTRIC 


R 


BRAND 
UNDERWOOD NOISELESS REMINGTON NOISELESS 
TYPEWRITER UNDERWOOD No. 150 UNDERWOOD NOISELESS PORTABLE 
REMINGTON ELECTRIC REMINGTON NOISELESS PORTABLE 


RIBBONS 
NO. 79 LOYALTY BRAND 


High quality ribbons in the low-price range. 






FREE DISPLAY RACK... Takes LITTLE space on counter to do BIG selling job. 


.. Invites and promotes self-service. 
Ribbons of all kinds of typewriters and adding machines are also available. 


Write now for catalog and price lists. 


write 


> 
incorporated $20 LEXINGTON AVENUE, NEW YORK 17, N.Y ° Factory BRIDGEPORT 2, CONN. 
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ALL-TIME 
PROFIT CHAMP 
IS EASIER TO 

SELL THAN EVER foam nusser 


DOES IT! 


Take a look at that seat cushion. No 
fillers, sheets or bonded materials. 
Just deep, molded virgin foam rubber. 
That's what we mean by Quality. 








C-1500 Executive 


Swivel Armchair 


c-1510 
Side Armchair 


i 





More men have found comfort in the C-1500 than in any other office 
chair. It’s the business man’s favorite and a fine profit item. Now, with 
the foam rubber seat, the C-1500 line has more comfort and more sales 


appeal than ever, at no increase in price. Welded steel construction. 


Flawless finishing. Wide choice of distinguished upholsteries and 
colors. Matching side chair, side armchair and swivel chair. Also 
C-1500A series with wider arms. The C-1500 is part of the complete ri 


Harter line that’s always quality-built and consistently nationally adver- STURGIS MICHIGAN 


lta CHAIRS 


tised. If there’s no Harter dealer in your area, drop us a line. 


HARTER CORPORATION, 325 Prairie e Sturgis, Michigan 
Harter Metal Furniture Ltd., Guelph, Onta 
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Frankel Co. Completes 
Factory Addition 


Frankel Mfg. Co. has recently completed a 15,000 square 
foot addition to its 40,000 foot plant in Denver, Colo. The 
new addition joins the present facilities which offer completely 
automatic production of duplicating supplies. 

Most of the equipment housed in the plant was invented and 
designed by Frankel for use by its own specialists and built in 
its own machine shops. 

The 52-year-old firm has a long history of firsts to its credit 





° Sg _ ff 
Modern Plant . houses Frankel Mfg. Co. in Denver. Top 
view shows exterior of manufacturing facilities, and lower 
view shows business office area. 


In 1914 it was one of the first company’s to produce pure 
silk ribbons; in 1923 it was active in pioneering protein stencils 
in this country, and in 1928 the company introduced the idea 
of printing the scale on the stencil top instead of on the 
tympan backs. 

The firm also takes credit for the invention and distribu- 
tion of the Film Top stencil which was introduced in 1930, 
and the Plio-Weld Film Top stencil in 1950, which was the 
first of its kind in which the film was attached to the stencil 
backing without glue or any form of adhesive. 


Waterloo Typewriter Exchange Sold 


Ivan M. Fifield, owner of Waterloo Typewriter Exchange 
225 E. Sth St., Waterloo, Iowa, has sold the business to 
Clarence E. Purinton of Columbia, Mo. Mr. Purinton was for- 
merly sales manager of the office machines department of 
Central Office Equipment Co. in Columbia. 

Mr. Fifield operated the oldest independent typewriter deal 
ership in his area. He had been in the typewriter business in 
Waterloo for 35 years, the last 25 of which he has owned the 
firm. 

Mr. Purinton has purchased the entire business and will 
move to Waterloo. It was reported that the staff of 10 will 
continue. 


Victor Profits High; Special Gift 
Goes to Employees’ Security Fund 


Business during 1957 was so good for the Victor Adding Ma- 
chine Co., that the firm’s board of directors have declared a spe 
cial contribution to the Victor Employees’ Security Fund 

This special gift is over and above the company’s regular “‘prof- 
it-sharing” contribution that is determined through the use of a 
formula which was established in 1941. The total contribution 
for 1957 will exceed that of 1956 by 75% 
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Visitors Receive ‘‘Prang Apples’’ at American... 





, 


is the brand name 
slogan promoted by the American Crayon Co. in connection 
with its line of school crayons. To further this association be- 
tween the red circle on the Prang package and the apple, 
visitors to the company are presented with a juicy red apple. 
Here Patti Jump, receptionist, offers a ‘’Prang Apple’ to Larry 
Smith of Graphic Engraving Co., Toledo, Ohio. 


“’Prang is to color what apple is to teacher’ 





Two St. Paul Firms 
Plan Consolidation 


The McClain and Hedman Co., and The Leslie Schuldt Co., 
both of St. Paul, Minn., have announced consolidation of the 
two firms, effective May 1, 1958. 

McClain and Hedman Co., established in 1903, has been an 
active firm in the commercial stationery and office furniture 
field. This company has concentrated primarily in the metro- 
politan area of the Twin Cities. It opened the present store at 
54 East 4th St., in 1946, and remodeled the building, going to 
a self-selection operation in 1956. That year, they were awarded 
Geyers Annual Award for the most outstanding store design 
for a general office equipment and stationery dealer 

The Leslie Schuldt Co. was founded in 1936, by Leslie 
Schuldt. Mr. Schuldt started his career in 1914 calling on 
banks and business firms throughout the Northwest. The firm 
acquired the Bank Supply Division of the Brown-Blodgett Co., 
and the Bankers Standardization Bureau, a firm founded in 
1881. This company is active throughout a five state area. 

Present officers of the two companies will assume new duties 
in the combined organizations as follows: Sterley F. Jerue, 
chairman of the board; Leslie Schuldt, president; Robert S. 
Jerue, executive vice-president, and general manager; Robert 
C. Haag, vice-president and sales manager. 

The new company will be known as McClain Hedman & 
Schuldt Co., and will be located at 310-312 Cedar Street, St. 
Paul 1, Minnesota. 

It is felt by the directors, that with a larger trained sales 
and service organization, it will be able to offer expanded 
services for its customers in office furniture, equipment, bank 
supplies, and commercial stationery. A trade area extending 
from the Twin Cities through Minnesota, North Dakota, South 
Dakota, eastern Montana and western Wisconsin, will be 
served by the corporation. 

New showrooms are being designed and it is anticipated 
will be ready early next summer. 

Sterley Jerue states “This consolidation of two sound, active 
organizations, will provide additional strength of sales person- 
nel, and a well balanced management team. In this day of 
mergers and unions between corporate organizations, we truly 
feel that the McClain Hedman & Schuldt Co. will be a 
stronger, better organization than either of its sound and suc- 
cessful predecessors!” 
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In any economy business must continue to produce at higher level, lower cost. 


Columbia’s NINB-TO-FIv  # work stations are custom-arranged to get more jobs 
done more quickly, with the greatest possible economy. With a choice of thirteen mix- 
match colors adding beauty to function, is it any wonder that employers and em- 
ployees alike are enthusiastic in their praise of Columbia’s NINH-TO-FIVB ? 


Columbia is one of the nation’s foremost manufacturers of steel office equipment including 
steel desks, credenzas, executive leg and panel-end tables, files, modular furniture, telephone 


stands, bookcases and special equipment . . . and, soon, a complete line of office chairs. 


FORT 

WASHINGTON 

STEEL EQUIPMENT COMPANY PENNSYLVANIA 
FORT WASHINGTON INDUSTRIAL PARK IPS comune 
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The older we grow, the more we know. This is not only 
true of people, but of companies, too. . . for a company 
is Only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEA ve 
Wout litn 


Coast to Wind” Distribution 
Since 1896—‘'The LINE that can't be matched."’ 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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Hints on Selling 


Electric Typewriters 


by JIM WARD 
Ames Supply Co. 





@ IN THE DECEMBER 1957 issue of Orrick APPLIANCES, there 
is published the following report from the Census Bureau, In- 
dustry Division, Washington: 

“In the first eight months of 1957, January through August, 
American factory shipments of typewriters were divided as follows: 
Electric Standard 158,435; Manual Standard 345,953; Port- 
ables — 565,878 

The output of electric standard typewriters reached a new rec- 
ord and was almost half of that of manual standards! The handling 
of electric standard machines has now become a ‘“‘must”’ for office 
machine dealers, and several of them have asked me to write an 
article giving suggestions for selling these machines 


Recall Speed Contest 


Let's go back to the days when there was an annual speed 
contest for the champion typist on standard manual typewriters. 
Each typewriter company conducted a school in their own organi- 
zation for training contestants for the annual event. This was 
very important to each manufacturer, for if the contest was won on 
one of their machines, they would feature it in their advertising 
during the year following, just as automobile, tire and gas com- 
panies advertise today when the winning car at the Indianapolis 
Speedway Races is their make of car, or uses their tires or gas. 

The Electromatic Typewriter Co., Rochester, New York, brought 
out their all electric typewriter in 1930. In 1933, the company was 
absorbed by the International Business Machines Co., Rochester, 
and their engineers improved the machine 

A few years later, an IBM electric typewriter was entered in the 
annual typing contest, and it was to be operated by a woman who 
was never before in a typing contest—all the other contestants 
were old timers and using manual machines. Well, she walked 
away with the championship with an average of 149 words per 
minute as against 141 words by the defending champion. That was 
the end of the annual contests on standard manual machines— 
only portables were used in subsequent events 

Here is good material for a sales talk an amateul! with no 
previous speed contest experience, easily wins the championship 
on an electric typewriter against experienced manual machine 
operators! She wrote 8 words per minute faster than the pre- 
vious champion, which means 240 more words in 30 minutes, or 
i80 more words per hour! If an amateur can do this, there is no 
reason why operators in business offices cannot turn out many 
more letters daily by using electric typewriters 


Carriage Makes Difference 

Now, let's analyze this contest and find out why the defending 
champion lost the championship to an amateur, although he 
broke his previous record by writing 141 words per minute on a 
manual typewriter 

Suppose, we first compare the operations of the carriages on the 
manual and electric typewriters. 

Every time the carriage on the manual machine reached the 
end of the line, the contestant had to stop writing, reach about ten 
inches for the carriage lever, pull the carriage back about seven 
inches and then his hand went back another ten inches to the key 
board—a total of about 27 inches. On a basis, say of 100 lines 
reading copy in the contest, his hands were off the keyboard dur- 
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Take your choice — 


A complete range from 
5 to 9-drawer double 
compartment card files 


All of your 5 x8 Card File 
requirements are solved with 


rhe PEERLESS 
line of CABINETS 


Here is the s 
tomer’s 5” x 8 
their requiremen 
cabinet height, o1 
there’s a Peerless mod 
; All models can be 
use Quick 
knock-out the 
bolt hole in cabinet 
When it comes to 
sale, you cal 
bility, long 
bility 
choice 


Ja fs 


This complete range of 5” x 8” card file 
cabinets is another reason why you 
should investigate the Peerless Fran- 
chise. Sell Peerless... and you sell the 
complete line of metal office furniture. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK CHICAGO HOUSTON LOS ANGELE 
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The Best Known Name On 
| The Stationery Counter .. . 


THE 


YELLOW BOX 








FEATURE 
A LEADER 
ooo 40 PAO 


Whether it’s Gem Clips or any other type 
of paper-fastening device, The Yellow Box 
Line is the quality line . . . merchandise 
you can sell and know will satisfy your cus- 
tomers. Specialize with The Yellow Box 


Line... your best source for sales and profits! 


OAKVILLE 


OAKVILLE COMPANY A division ¢ SCOVILL 


OAKVILLE. CONNECTICUT 
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ing the time required to travel 2,700 inches, or 225 feet! 

None of the above facts occur when operating the electric type- 
writer. The operator's fingers never leave the keyboard, as only a 
slight pressure on the carriage return key causes the carriage to 
quickly move back electrically to the proper position. It takes only 
about the same time that is required to print a capital letter. 

It has been found from actual tests that the average manual 
operator in a business office pulls the carriage back about 1500 
times daily—1,500 X 27 inches equals 40,500 inches, or 3,375 


feet of wasted energy! 


Has Resistance to Pull 


Furthermore, on account of the power barrel being connected 
to the carriage by the draw band, every time the operator on a 
manual machine pulls the carriage back into starting position, the 
power barrel is rewound and there is a resistance of 11/2 pounds. 
1,500 X 114 pounds equals 2,250 pounds pulled by the operator 
daily. 

By this time, you will realize why it was mechanically im- 
possible for the defending champion to win the contest on a man- 
ual machine, and your customer may now be worrying about 
this heavy strain on his office employees while using his 
manual machines—but the worst is coming 

It has also been found from tests that the average operator of 
manual machines uses about 16 pounds pressure on every key 
pressed, whereas, these keys require a pressure of only 14 ounces. 
Tests also showed that the average operator presses down the 
key tops about 400 times per minute; so that the heavy touch oper- 
ator, at 16 pounds per key pressure, uses up enough surplus en- 
ergy to move 11.8 tors of coal daily! This results in typist cramps, 
aching fingers and wrists, fatigue and with less efficiency and speed 
later in the day’s work. 


Here's Ease of Operation 

When operating an electric typewriter, it is only necessary for 
the operator to tap the key top lightly and the type bar is 
operated electrically: whereas, with the manual machine, the 
operator has to push down the key and then the other end of 
the key bar pulls the type bar forward for printing. That’s why 
14 ounces of pressure are required. 

By this time, you may have your customer in tears and feeling 
guilty like Simon Legree, the cruel slave driver in “Uncle Tom's 
Cabin,” and ready to give you an order for electric typewriters to 
relieve his employees of the great fatigue of operating his 
manual machines. 

A survey was made by the Life Office Management Association 
among 34 life insurance companies, and it was found that electric 
typewriters increased production from 10 to 40 per cent, depend- 
ing on the type of work performed. 

The main objection raised by the customer to buying an electric 
typewriter is the high price as compared to a manual machine 
Tell him it is not an expense, but an investment in more efficiency, 
more production, better printed letters and happier operators. 

If the customer is still unconvinced, suggest a trial by renting 
for one month and applying the rental on the purchase price if he 
decides to buy. Many dealers are successfully using this rental idea. 
However, be sure that some experienced person from your organi- 
zation is present when the machine is delivered and explain the 
proper way to operate the machine, or the trial may be a failure. 
All the keys on the keyboard, including carriage shift, backspacer, 
carriage return, etc., require only a light tap. Hitting them with a 
heavy manual machine stroke may put the typewriter out of 
order. 


Aetna Steel Drops Boyle Division Name; 
Aetnawall Line Now Tied to Aetna Steel 

The E. J. Boyle division of Aetna Steel Products Corp., man- 
ufacturers and distributors of Aetnawall steel office wall and 
partitioning systems, has been absorbed by the parent corpora- 
tion, it is announced by Charles E. Kahr, Aetna president. 

The name E. J. Boyle Division will be dropped entirely and 
all business involving contract steel office walls and partition- 
ing will be carried on under the name of Aetna Steel Products 
Corp. 

E. J. Boyle has resigned from Aetna as vice-president 
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Cralere weryuhert agit 
ZZ NISI-SHELF gives more 


of what we're selling 
filing for! 









more profits 





Thanks to Visi-Shelf’s exclusive 
features that provide — 


more filing capacity 
Visi-Shelf units file “Twice as many 
records in the Same Space” — offers 
maximum space savings—by almost 200%! 
to our customers! 








more record protection 


Our customers really go for the 

exclusive, patented Drop Doors that 
protect records from dust, dirt and light — 
and are so easily handled 

with just one hand! 


more filing per day 


Filing is faster and easier with 
the Visi-Shelf Filing System — adds up 
to more records filed per day! 


more national advertising 


More people ask for Visi-Shelf 
Filing Systems, because Visi-Shelf is 
consistently advertised in the magazines if You're Not Getting Your Share 


our customers read, such as: of Filing Profits — Send Teday for 
Full Details of the VISI-SHELF 


Dealer Promotion Program! 


VISI-SHELF FILE inc. 











225 Broadway 
New York 7, New York 
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@ Non-glare Lighting 
® Complete 360° Turning 
@ Wafer Thin Die Cast 
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3 Way Bulb (50, 100, 
150 watts) 


Base 


Decorator Colors 
brown and brass 

beige and brass 
office-grey and brass 
sylvan green and brass 





General Electric 
Flamenol cord set— 
U.L. approved 


@ @ on — “ 
: i es i o 4 
Pi MODEL No. 55 


SWIVEL ARM DESK LAMP . 


the lamp with 50 
LITE-ABILITY 923% 


A design triumph . . . a price wonder, Citation make you the competition. Smart, distinctive, 
completely functional for office or home — in decorator tones. The three way bulb (50, 100, 
150 watts) permits lighting to fit the need — 50 watts serving ideally as a T.V. lamp. The air- 


cooled reflector dif'\ises non-glare, shadowless illumination over a wide area and the graceful, 
swivel arm turns 360; keeping the lamp out of the way. That’s Lite-A bility. Full felted, the wafer 


thin die cast base will not mar the finest finish. Write today for complete catalog and price list. 


LITE PRODUCTS CO 
CONGERS, NEW YORK 
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All controls are in the 
palm of your hand... 
with UNIMATIC 
REMOTE CONTROL 
MICROPHONE 









The new 


om petometer 
Commander 


“Makes Dictation Easy as Talking 
to an Old Friend” 









e Dictate 

e Listen 

e Unlimited Review 

e Erase unwanted words 


° Mark end of letter... 
electronically 


* Use same machine for 
dictation, transcription 


& 


Lifetime belt—never wears out 


Try it FREE in your office 


Through electronic magic the portable Comptometer 
COMMANDER puts perfect letters on your desk in half the time, 
because it automatically erases unwanted words and phrases 
as you redictate your message. You hand your secretary 
perfect dictation every time. Yet, dictation is as easy as 
talking to an old friend because ALL controls are in the palm 
of your hand. 


The same machine serves as a transcriber...it's as easy to 
transcribe as to listen, because, with perfect dictation, 











Name 
NEW Customatic COMPTOMETER — Comptometer COMPTOGRAPH “220M” 0 ee ae 
World’s fastest way to figure . . . now — with new multiplication key — more address 2s 
faster than ever. Try it FREE on your own features than any other 10-key listing SCA 61 Net 
work. Mail coupon. machine. Try it FREE. Use coupon. City Zone .......State 
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< % 1700 Marshfield Ave. Chicago 22, f:1. 





there’s no need for time-wasting, error-breeding pre-editing. 


Best of all, the Comptometer COMMANDER actually pays for 
itself over and over. The mailable Lifetime guaranteed Erase- 
O-Matic belt wipes clean, electronically, in a second, ready 
for re-use thousands of times. No recurring cost for belts, 
discs, or cylinders. 


Learn how easy dictation can be—how anyone can turn out a 
far greater volume of perfect letters easier, faster! Want 
proof? Mail the coupon! (Some dealerships still available—write) 





Comptometer Corporation 


[) Arrange free office trial for me on: 

[] Send me literature on: 

[] Comptometer Commander 

[} Comptometer Adding-Caiculating Machine 
Comptometer Comptograph “220M” 


|. sapandpunawesenebesesencpanqnerentsanaaaaaae 
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; Distinetively styled... 
Daningly diffovent... 
Yor | So moderately priced! 














... classic modern! Bringing the 
trend of tomorrow into the realm 
of today. Truly functional, 
Citation embodies a high 
flair design, but creates a class of its 
own by being priced in a 
moderate price range. Highly 
fashionable furniture at a price 


you can afford. 








Write today for descriptive literature 


showing complete line. 


ORNA METAL INC. 
2412 So. 7th St. * St. Louis 4, Mo. 
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A “LOST SALE” Quiz 
Hard-way Hector 





“THE OUT-OF-STEP OSTRICH”’ 


ae pushes his pet product regardless of his 
company's current promotion of a new prod- 


uct Or a Seas onal push. 


He loses sales because... 


a)...his demonstration isn’t impressive 
enough 


b)...his prospect wants him to discuss the 
other product 


c) ... he doesn’t use his “‘sales-aids”’ 


Selling would come easier to Hector if (b) he 
would follow through on product interest created 
by his company s current promotion. 


Tie-in your selling effort with your company’s sea- 
sonal promotion activity and you get the benefit of 
its pre-selling effect on prospects. Make full use of 
current sales-aids and reprints of advertising and 
promotion pieces as visual reminders. Make your 
selling the follow-through of good promotion and 
you sell the smart way. 
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KY-IN DAY-OUT Profits 


:DUO-TANG 


LOOSE LEAF COVERS 


A, 


at 


Your customers will continue to find many 
uses for DUO-TANG. Many applications 
have made these covers a continuing and 
lucrative source of profitable merchandis- 
ing. They tend to build impulse sales be- 
cause of their attractiveness, created by a 
wide range of colors and wide variety of 
materials. Be sure to stock Duo-Tang, not The Orig 
“something just as good.”’ Then watch your : 
sales volume grow. 
Write for details if you 


are not already familiar 
with this fine line. 


Z 
Ellngsworit wr. co. 


et, Chicago 7, Illinois 


— §-* Se mmo 
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Large Windows . . . reveal whole interior of new Elyria Office 


Equipment Co. in Elyria, Ohio. 
Elyria Office Equipment 
Opens in New Location 


@ Although a fire completely destroyed the former home of 
Elyria Office Equipment Co. in Elyria, Ohio, in 1956, the ef 
fects were not all bad since the sany decided to build in 
a new area that has offered many new 
The former store was in the downtown district, and while 
traffic was good, parking facilities were limited. Now the firm 
is about three blocks from the main downtown district, on a 
wide, main street, near the highschool 
Since the new store was opened 
noted that the in-store business has 
than in the previous location. The 
to park 
The lot is 70 by 159 feet, allowing 


ly antages 


n November, it has been 
idy proven to be better 
customers are able 


foot side drive and 








Modern Island Units . . . hold supplies in neat and attractive 
displays. Cases along the wall are wood with tilt and straight 
shelves 


a 6,830 square foot of black-top parking space in the rear. The 
building is a one-story structure with a full basement. The 
show window area is 73 feet wide and extends along the 
lriveway for three sections, as well as along the front 

The building is air-conditioned as well as comfortably 
heated. It has a complete machine-servicing on the first floor. 
This includes a room for cleaning and washing machines. 
Freight can be received at the back door and is taken by chute 
to the basement for marking and storing 

The basement storage and heating room covers 3,920 square 
feet. The design department is also located here, along with 
the ad and promotion department and salesmen’s desk area 


The first floor sales area covers 2,920 square feet 





That important first impression is often made in your reception room. 
Beautiful Howell Modern Metal Furniture—for over 30 years the leader in 





the field—offers a complete selection of upholstered lounge furniture for 
office use. Howell combines the durability of tubular steel with pleasing 
contemporary design in a choice of attractive metal finishes; warm, gleam- 
ing Bronztone or striking Blactone. A wide selection of decorator upholstery 
covers and laminated wood grain plastic finishes for table tops makes 
Howell furniture adaptable to any interior decor. Choose Howell modern 


' metal furniture for reception rooms, executive offices, company dining 
y yy 8. rooms and employee lounges. 
¥ 











New Van Natta’s Location Offers In 1935, Mr. Van Marter, in partnership with two other 


Additional Services to Customers employees of the firm, Elmer Payne and R. L. Welch, formed 
Central Office Equipment Co. in Auburn, N. Y. At this time, 


Van Natta Office Equipment Co., Inc., has 
t tourth location in Ithaca, N. Y. to 415 


provides a display area of 82 by 45 feet 
department and storage, as well as 
{ ers 
formed during World War I by J. E. 
upied a second-floor office at 204 ] 
uinly selling the L. C. Smith typewriter 
becoming very popular in offices 
hired L. J. Van Marter, who is now 


ITICE supplies \ 1¢€ sks. and 
owing business for ove to 
its nome tor - % if Her desks 
abinets were sold in larger numbers 


ie ie) 


New Location .. . for Van Natta’s in Ithaca offers convenient 
customer parking facilities and additional display space. 


J. E. Van Natta, Jr. joined his dad in the business. In 1937 the 
senior Mr. Van Natta died, and it was then decided to merge 
the two businesses. Mr. Van Natta became president with Mr. 
Van Marter as vice-president. Mrs. Beatrice Howell, book- 
keeper for over 25 years, became secretary-treasurer. 


The company relocated again in 1943 at 128 E. Seneca St., 
where it remained for 14 years. The move from that location 
to the present store was completed in October of last year. 


On the staff are Allan T. “Al” Race, head of the service 
lepartment and a 20-year employee; Nelson Poole, who has 
yeen with the firm since 1945; Robert Dickens, Jr., a five-year 
rominence mployee; Mrs. Marilyn Anderson, and Mrs. Blanch Marshall. 


HOWELL | a 


Modern Metal Furniture ———— oe | ; \ 


Supplies Section hows neat stock shelving and spaciou: 


istomer area at new location 





UPHOLSTERED DESK AND 
FURNITURE DINING CHAIRS 














[! \ 
‘eleter S-jie). Fa RESTAURANT 
TABLES TABLES 
Write for fhe new Howe 7a 


| 


The Howell Co., 429 S. First St., St. Charles, Iinois 


Please send me your new 4 color catalog of contract furniture. 
Name 


Address _ 


Saree Zene....... ee si 








For the most important seat 
in an executive's life... . 


SENG ACTION CONTROLS 


Executives — and indeed all office personnel 
— spend far more time in their office chairs 
than in any others. Remind your customers that 
they deserve the best — chairs with Seng Action 
Controls providing the comfort and firm sup- 

rt that reduce fatigue and step up efficiency. 

e Seng line features such basic models as the 
Syncro-Tilt for executive posture chairs and the 
Style P for secretarial posture chairs, as well as 
Style V and G controls for regular tilting chairs 
with or without arms. 


Advanced engineering and design incorporate 
such features as life-time Nylon bushings and 
bearings, and easy-to-adjust height and tension 
controls. Precision workmanship assures lasting 
satisfaction. 

You'll please your cus- 
tomers and build repeat 
business by featuring 
Seng fixtures. 





Seng Syncro-Tilt Control 


The ENG Comaany 


CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 
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Richard M. Payne of Westfield, N. J., 
has been appointed assistant sales man- 
ager of The Bates Mfg. Co. This former 
Bates sales representative in northern 
California, Washington and Oregon will 
operate out of the firm’s New York sales 
office. His first assignment with Bates 
was representation in the New England 
district. 











Texas, Louisiana, 


tive January |. 


Named Mill Rep. for Groveton Papers Co. 


J. T. “Jerry’’ Cosgrove has been named 
special mill representative for the Grove- 
ton Papers Co. His duties will include a 
variety of marketing activities, and his 
main responsibility is to acquaint whole- 
sale and retail stationers, their staffs and 
their customers with the technical ad- 
vantages of the firm’s paper line. He 
will also help stationers promote the use 
of paper specifically designed for mod- 
ern duplicating processes. 


New Southwest Sales Manager for Facit 


Olaf Gross has joined Facit, Inc. as 
sales manager. He 


Southwest district 


Appointments 


Named Bates Assistant Sales Chief 


Sagendorph Represents Sengbusch 


William L. Sagendorph, 3250 Locke 
Lane, Houston 19, Tex., has been ap- 
pointed by Sengbusch Self-Closing Ink- 
stand Co. as sales 
Arkansas and New 
Mexico. The appointment became effec- 































representative in 











er 





succeeds Carl Cronhagen, who is being 
assigned new management responsibili- 
ties. Mr. Gross will service Facit dealers 
in Texas, Arkansas, Oklahoma, Missouri 
and Louisiana, with headquarters in 
Houston, Tex. Before joining Facit, he 
was a distributor for the Johnson Adding 
Machine Co., serving Oregon, Nevada 
and Northern California. He was also a 
salesman at one time for Remington 
Rand, Inc., achieving distinction as one 
of its top salesmen in the United States. 


Ellingsworth Appoints McDaniel 


Charles C. McDaniel of Fort Worth, 
Tex., has been named by Ellingsworth 
Mfg. Co., manufacturer of Duo-Tang 
loose leaf covers, as its representative in 
the Southwest. Mr. McDaniel has been 
associated with the stationery industry 
since 1925 in retail, wholesale and man- 
ufacturers’ representative capacities. He 
is a field member of NSOEA, a member 
of the Louisiana Printers & Stationers 
Association, Wholesale Stationers Asso- 
ciation and the Texas Travelers Club of 
which he has been secretary-treasurer in 
the 9th district since 1951. 
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Offer the “custom” 


COL- 


high style elastic viny| 


Come see us 
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upholstery 


in Booths 239 and 240 
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How your truth dollars 
help keep the Reds 


in the red 


e The truth dollars you give to 
Radio Free Europe help keep 
truth on the air behind the [ron 
Curtain. 

And the truth is an enormous- 
ly disruptive force to the Reds. For it keeps 
their captive people thinking . . . wondering 

. and less than completely dominated. 
The truth keeps needling the Reds. Breaks 
through their monopoly of lies. Keeps them 
unsure. Off balance. And thus the truth 
keeps up to forty fully armed Red divisions 
tied up policing Russia's satellite countries. 
Forty divisions, mind you, that might 
otherwise be put to more aggressive use 


elsewhere . . . and who knows where? 


Your truth dollars keep the 29 super- 





powered transmitters of the Radio Free 
Europe network on the air .. . broadcasting 
the truth behind the Iron Curtain... . 
every hour of every day. 

Why your truth dollars? 

Because Radio Free Europe is a private, 
non-proht organization supported by the 
voluntary contributions of American busi- 
ness and the American people. And your 
dollars are urgently needed to keep it on 
the air... to help operate its transmitters, 
pay for its equipment and supplies, and its 
scores of announcers and news analysts in 
5 languages. 

Help keep the Reds in the red. Send 
your truth dollars to Crusade for Freedom, 


care of your local postmaster. 


FREEDOM IS NOT FREE! 
Your Dollars Are Needed To Keep Radio Free Europe On The Air 


CRUSADE for FREEDOM 
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Appointments 


Cosco Promotes Clark to Ad Managership 


William K. Ciark has been promoted t 


[ tion of advertising manager for 
nilton Mfg. C for the Cosco office 
ture division. Formerly assistant ad- 
rtising manager, Mr. Clark originally 
Hamilton in 1950. After twe 

ye with the Arthur Fullmer organiza 


in Texa he returned to Hamilton 





n 1953 in capacity. He joined 
I rm lv ng department in 
} r nt manager 


Takes Sales Post with Ennis Tag in South 


Dwight Alverson has been named sales 
representative for the Ennis Tag and 
Salesbook C and American Carbon 
Paper Mfg. Co. in the states of Louisi- 
ana, Arkansas, and western and south- 
ern Mississippi. Before his appointment, 
Mr. Alverson served the Ennis Tag and 
Salesbook Co. as sales correspondent 
ince 1949. Previously he was in news- 


paper and chamber of commerce work 
He will make his headquarters in Mon- 
roe, La 


Returns to Chicago Position 


Harry A. Slotterbeck, Chicago branch 


ms 10er f Art Metal Construction Co - 
47 t 954, has been reap- 

nted to that position effective Feb- 

1. He returns following the resig- 

natior f A. A. Poliquin, Jr., Chicago 
manaae ince 1954. Most recently, Mr 


slotterbeck was Art Metal manager of 
port sales at mpany headquarters, 


VanderHoff Takes Sales Post with R. C. Allen 


R. W. VanderHoff has joined R. C. -xnen 
Business Machines, Inc. as national sales 
manager of the safe and file division 
Mr. VanderHoff has 10 years of experi 
ence in the sales of safes and files, hav- 
ing previously served as a district man- 
ager for another company and also as a 
manufacturers’ representative for several 
ffice machine firms 


ViSirecord Appoints Eastern Sales Manager 


Stephen R. Lewis is the new eastern divi- 
ion sales manager for VISlrecord, Inc 
He has been with the company since 
1949 as a distributor first in Buffalo, 

Y Albany, N.Y. In his 
new position he w be responsible for 
les through the eastern portion of the 


ind tater 


U.S. Mr. Lewis was also formerly with 
the American Machine and Foundry Co., 
where he was responsible for the in- 
tallation f | present employer's 
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Your consistent Pay-off 
for eraser sales! 


DAY-IN, DAY-OUT DEMAND for Weldon Roberts Erasers, 
World’s Quality Standard is your answer to eraser profits. 
Every home and office needs the multi-use Weldon Roberts ‘Big 
Four shown here. When you sell one number, sell the other 
three! 


ORDER AND FEATURE TODAY! 


l For Cleaning. NO. 1010 HEXO CLEANER. 


Definitely cleans thin papers, drawings, tracing 
paper and cloth, books, fabrics, wall paper. 
Hexagonal-shaped, soft pink rubber. 








2 For Art and “All-Around.”” NO. 400 ARTEX. 
Soft, white texture for innumerable cleaning uses 
and for practical drawing, charcoal high-light- 

ing, drafting, book work. 





For Pencil, Ink, Typewriting, Drafting. NO. 
121 ELLIPTIC. Elliptic-shaped soft gray 


eraser. Winning combination: Shape-plus-texture. 





A Titian - 85 - Rubber 
A Pa tae Walldon Groner 7 
cae SAGE Gh GoEMAE, O80. 





For Fine Details And Big Surfaces. NO. 85 
TITIAN. King-size soft pink pencil eraser. Its 
shape spells versatility! Double bias-beveled ends 
and sharp edges, for erasing fine lines and de- 
tails. Broad sides for cleaning. 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N.J. 


World’s Foremost Eraser Specialists 


Enorou> 


Correct Mistakes in Any Languag 





137 











COSTA MESA EXECUTIVE E.0.* QUIZ 


answers on page 2/4 


sta Mesa 
> Check answers below- 
swer Page” 


see what you save! 





From 41200 Series 








This Costa Mesa desk sells for? $450 | | $340 | $233| 








4 Sell 
From #1000 Series 


Hundreds of 
Puanlelelelt-lar-lalei-)<-lalel-igemel--) ce 
oordinated chair line by MacDougall & 
vart. Quality pieces—priced to sell— 
n time. Please inquire on your letterhead 


Sé | COSTA MESA 








~ ~ 


Model 511 Model 533A Model 524 


*ECONOMY QUOTIENT 


Costa Mesa Furniture Co.,1040 N. Olive St., Anaheim 3, California 


New York Showroom: Contemporary California, 351 E. Gist Street 
See us at Booths 69-70, NOFA Show, Philadel phia 


138 





Demonstrate Integrated Data Processing .. . 





An integrated data processing system, which for the first 


time brings automation to the problems of records-keeping in 
the garment industry, was demonstrated in New York recently 
by Sanford E. Rafsky (left), of the management consulting 
firm S. J. Cape Associates, Inc. The presentation was made 


at a production-management clinic sponsored by the Interna- 
tional Association of Garment Manufacturers and the Na- 
tional Trouser Institute. Here, Mr. Rafsky explains one of the 
important steps in the operation of the system to Jules Gold- 
stein (center), executive director of the International Associ- 
ation of Garment Manufacturers, and A. T. Craft (right 
vice-president in charge of data processing, Royal McBee Corp 
which markets the Royal Precision LGP-30 Computer used in 
this data processing system 


Federal Stationery 
Host to Dealer Meet 


The Federal Stationery Co. in St. Paul, Minn. was t again 
at its second annual merchandising and sales co 
dealers in the area extending from Wiscor 
as far west as Wyoming 

The all-day meeting, held Saturday, February : t th 
Curtis Hotel in Minneapolis, was preced by an open house 
on Friday evening in Federal’s new locatior 


[he program Saturday, with Ralph Kettler host, included 
sales talks and merchandising hints fr William Aylward 
manager ofr t] systems division or TI Globe Werni K Co 
Carl Priesing, vice-president of the Venus Pen & Pencil Co 
Herb Johnson, regional sales manag for Wilson-Jones Co 
Ed Whittemore, Wilson-Jones; Joseph Burger, president of 
Art Steel C Roger How, advertisin nager of the tape 
livision of Minnesota Mining; William Gove, vice-president of 
EMC Recordings Corp.; and Phil Ackerman, vice-president of 
McClain and H an Co., St. Paul, Minr 
J. L. May Co. Invites Visitors 

The J. L. May Co., Inc. has extend in invitation to visit 
its plant at 111 W. 19th St. in New York City t ill who 
attend the Wholesale Stationers Association convention on 
March 2 t 

The company ill be exhibiting its | ucts at t New 
York Trade SI Building in Room 43 ing tl how as 
well 
Collecting Typewriters His Hobby 

Dick Law of Salida, Mo., who has been in the off ipply 
and printing business for 35 years, has made a hobby of col 
lecting antique typewriters. He has t ist 


70 years ol 
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This advertisement in 1IMt . ° pete 


WILL SELL MORE ERASERS FOR You! 


iS Seth Hite 


Trademarks Reg. U. S. Pat. Off. 


~Tho’s nver a Tae of what you nase 
with Papor Male Erasers — 


theyhe mated fhe pope SN Sear 


EBERHARD FABER “°°” 


WILKES-BARRE, »- © TORONTSC, CANADA 






°o 


For free eraser of your choice—write in on your company letterhead + "1207" SINGLEX..."6587" Disc...Famous “Pink Peart” "101" 
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Don't break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as = 
the ceiling. 





ILES 


Legal Size 









Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 
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by JACK BEDFORD 
a advertising consultant 


clinic 


Repeat Ad Program 
Builds Reputation 


@ Problem: An office equipment dealer asks this question: 
My advertising budget is rather limited. In my plans for next 
year, I have come to the conclusion that I can afford about 12 
fairly large size ads or two or three times as many smaller 
space ads. 

I think that larger ads will attract more attention in the 
newspaper and will be better read. More people will see the 
larger ad. But, this will limit the number of ads I can use each 
year. It will not keep my name before my customers all of the 
time 

Which are best 

Solution: Your thinking on this problem shows a keen under- 
standing of advertising problems. You have nailed down the 
key points of this problem very well. First, as you say, large 
space ads will attract more attention and be better read. 
Second, small space ads, on the other hand, will help keep 
your name before the buying public all the time 

Repetition builds reputation. This success secret is known 
by many office equipment dealers. The best way to get people 


small or large ads? 


to remember your business is to keep reminding them of it. 
Small space ads will do this at low cost—help you stretch 
your advertising dollars. 
Advertising experts who have used small space advertising 


have these ideas to help make your small space ads better 


Stick to One Idea 

Small ads use small space. You don’t have time to express 
half a dozen ideas. One, and only one, idea is all that can be 
used effectively in a small space ad. 

You can have different ideas in different ads in your small 
space series. Or, you can keep hammering away with the same 
idea time-after-time in your small space ads 

For instance, you might want to use different small space 
ads to feature different kinds of office equipment. Each ad 
could be keyed to this one idea. Because it is small it is easier 
to keep the copy on one idea and easier for the reader 
to remember the one idea you are stressing in each small space 


ad 


Select Your Readers 

In small space advertising, you have a wonderful opportunity 
to be selective of the readers. You can pin point the appeal to 
one group of buyers—small businessmen or purchasing agents, 
for instance 

Your headline in your small space ad 
helping select the readers you want. Even though it is small 


can be a great aid in 


space advertising, the selected reader will notice the ad where 
he might completely miss a larger space ad directed to an 
audience with wider interests. 

There are two ways you can select readers for your small 


space ad. One is to mention the desired readet Men.” An- 
other way is to mention something of specific interest to these 
people. Office Furniture’, Files lypewriters etc. 


Both of these types of headlines can be used in small space 
advertising and beth will be effective 


Frame Your Ad 

Many newspapers run several small space ads in the same 
ection of the paper. This makes it hard for the reader to 
separate the different ads. Or, a small ad placed near a large ad 


OA-3 /58 





















































‘ 
‘ 
{ 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 


eeee 

































































ses: 











PATENT OFFICE 


Remember! 
“PROTECTED 
PROFITS FOR YOU” 
with Advanco’s policy 
of selling through 
dealers exclusively! 












for constant use... 
The ADVANCO PUNCHLESS PAPER HOLDER. 
No need to remove all top 
papers to reach the one you want. Spring steel 
clip . . . holds up to 150 sheets. Samples on request 
Colors: Red, Black, and Gray. 











25 point 


a 
Steam d pressboard 
OFddey on all 


items shown. 


i Write for 
The J general Catalog 
SUSPEND-O-FOLDER eee and Price List! 


Equipped for expansion to its 
; full one inch capacity. Permanent 
insertable angular metal tab for 
quick visibility. In Green only. 


Manufacturers of 
Manifold Books * Printed 
Stock Forms * Pressboard 
Guide and Folders * Bristol 
and Pressboard Guiges For permanent use... 
ADVANCO’S PRESSBOARD 
BINDER ... to file away or store 
away. Holes punched to fit any 
size sheet up to 11’’ x 812". 
Colors: Red, Black, and Gray. 









* Suspend-O- Folde/ 

* Collated Manilla Folders 
Filing Supplies 

* Punchless 


Paper Holder 


ADVANCO PRODUCTS Inc. 


76-05 51st Avenue, Elmhurst 73 
Long Island, New York 


Telephone ... Hickory 6-4848 
\ 
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will be seen as part of the large ad nm a reader quickly 


lances through the newspaper. 


By usin imple border for your pa u will 
parate it fre t other small s] t lat pace 
The border s bold igh to 
a 20K viding line, but not t that it k up 

too much S} mn the already small 


Don’t Divide 





You can diy a small space ad into several But 
the end result might more nearly resemble a jigsaw puzzle than 
in appeal for more office equipment business. I! pace is 

all. Don’t mak smaller by dividing it into sections which 

em to increase the small impression otf the complet 

Section lines do the same thing as tl ide bo They 

ill make difficult for the reader to get your message 
nd make the space seem even smaller. Then, too, if you are 
following the first suggestion, “Stick to One Idea,” the will 
be no reason to divide your small spac 
Don’t Crowd 

You can’t hold a convention in a telephone booth. And, a 
mall space ad is designed to carry a personal message to the 
selected read not to everyone wh pick up the news 
pape 

Crowding your type together will put more words into th 
nall sj ( advertisement. But, it will make it hardets 
for your customers to read. Small type will permit you to 
rowd more copy into your advertisement, but again people 
vill not take out their magnifying gla just to your 
advertisement for office equipment and supplies 


Keep It Readable 


White space around your copy mak it easier to read. A 
few words in easy-to-read type will be far mor ffective 
than an ad that looks like a dark spot on the pape: 

One illustration in a small space ad is plenty. You do not 
have space for tl letail of several illustrations. When select- 
ing illustrations for a small space ad, you will find that line 
cuts are better than half-tones. The fine screen of the half-tone 
will be hard to reproduce in the small space of your rtise 
ment. 


include the Essentials 

Another problem that develops when office equipment deal 
ers use the small space ads is the completeness. Because the 
space is limited there may be a tendency to omit certain things 
that would normally be included in a large space ad. 

However, this can ruin the total cffect of your small space 
ad. Be sure that you have everything n sary for the desired 


action of your small space ad—to get t ader to buy office 
equipment and supplies from you 
} 


For instan will probably want your telephone number 


included. You will want your address. You will want your 


mame. . uarantee ... credit . . . service . . . and perhaps 
the price if you are featuring some special ite: f office 
equipment in tl ad 

If the necessary details tend to crowd your advertisement 
and make it hard to read, you will find it better to buy a 
little more space. After all, a small space ad can not be ex- 
pected to do a good selling job if some of the selling ammuni- 


tion 1S missing 


Strauch’s Inc. in Mesa to Carry 
Peerless Photocopy Equipment 


Strauch’s, In 60 W. Main St., Mesa, Ari has been appx 





listributor in the Mesa and Phoenix ai for Peerless 

ffice photocopy equipment and materials 

Located in Mesa for 29 years, the Stra organization distrib- 
utes a full line of office supplies in ing Steel Age and 
Harter offi furniture, Clary adding machines, BDC mimeo 
sraphing and duplicating equipment, and stationery. | con 
pany also operates its own printing plant 

R. F. Wayland is manager of Strauch’s office machines d¢ 
partment, and will take charge of marketing an nstrating 


the new Dri-Stat line. 
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with the most advanced collection of modular office 
desks, conference and occasional tables, full 


suspension files and storage units... 
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styled 


~ at reasonable 


cost... 








from the 
new style 
- leader 
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You are invited to visit our General Offices and 
Showrooms while attending the NOFA Convention 
Hours 9 AM until 9 PM 





ae 
202 S. Hutchinson Street, Philadelphia 7, Pa. john 


143 





Ba rkleu 


FOREMOST 
in FILING 


For-the-most in filing supplies, 
investigate the wide selection 

of Barkley file guides, file folders, 
and filing supplies. You'll find 
that only Barkley has the file 
guide or folder to suit every 
filing need in any business. 

File guides in all standard sizes 
and materials; over 200 
different file folders; plus report 
folders, index cards, labels and 


many more filing supplies. 


Write today to reserve 
your copy of the new Barkley 


catalog now on press. 


Serving 
Stationers 
Since 1921 


omm Mem - 7-00 1.4 © 3 ar. 07 0B 


1220 West Van Buren Street 4 Chicago 7, Illinois 





Dates to Remember 


March 2-5—Annual convention and International Merchandis- 


ing Exhibit of Wholesale Stationers Association, Hotel New 
Yorker and New York Trade Show Building, New York City. 


March 28-31. National Office Furniture Association exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall, 


Philadelphia, Pa 


April 8-11. National Association of College Stores, Inc., an- 
nual Convention, Biltmore Hotel, Los Angeles, Calif 


May 25-28. National Office Management Association annual 
convention and exhibit, Conrad Hilton Hotel, Chicago 


May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada 


June 29-July 2. National Office Machine Dealers association 
exhibit and convention, Schroeder Hotel, Milwaukee, Wis. 


September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel, 


Chicago 


October 20-24. National Business Show, New York Coliseum, 
New York City 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
Travelers Club 


NSOEA Regional Dates 


Region 
5 The Greenbrier, White Sulphur 
Springs, W. Va. March 21, 
Peabody Hotel, Memphis, Tenn April 18, 
Jung Hotel, New Orleans, La April 10, 
Hotel Westward Ho, Phoenix, Ari: May 2, 
Sun Valley, Idaho May 8, 
Hotel Ahwahnee, Yosemite, Calif May 12, 
Cosmopolitan Hotel, Denver, Colo May 16, 
Western Hills Lodge, Sequoyah State 
Park, Wagoner, Okla. May 22, 2 
Nippersink Manor, Genoa City, Wis May 26, 
Hotel Leamington, Minneapolis, Minn June 2, 
Cavalier Hotel, Virginia Beach, Va June 9, 
Schroon Manor, Schroon Lake, N.Y. June 13, 
Grossinger Country Club, 
Grossinger, N.Y June 16, 
Equinox House, Manchester, Vt June 23 
WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 
May 5—Southwestern, Adolphus Hotel, Dallas, Tex 
June 16—New England, Somerset Hotel, Boston, Mass 
July 7—Eastern Canadian, Royal York Hotel, Toronto 
July 28—Mountain States, Brown Palace Hotel, Denver, Colo. 
August 18—Midwestern (part 2), Drake Hotel, Chicago 
September 8—Southern California, Biltmore Hotel, Los Angeles. 
September 13—Mid-Coast, Mark Hopkins Hotel, San Francisco, 
Calif. 
September 15—Northwest, Olympic Hotel, Seattle, Wash. 
September 17—-Western Canadian, The Vancouver, Vancouver. 
October 17-18—Mid-Atlantic, Pocono Manor, Pocono Moun- 
tains, Pa 
November 3—Southeastern, Denkler-Plaza Hotel, Atlanta, Ga 
NOFA Dates 
March 27 Sales Management Clinic, Hotel Bellevue-Strat- 
ford, Philadelphia, Pa. Dr. Joseph W. Thompson, Michigan 
State University, presiding. 
May 24-29 NOFA basic management seminars; one for 
dealers, one for manufacturers. Kellogg Center, Michigan State 
University, East Lansing, Mich. 
October 12-16 Advanced Management Seminar for all who 
have participated in basic seminars. Kellogg Center, Michigan 
State University, East Lansing, Mich. 
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#54 Dialer 

Ink-Pen-Cil by Fisher 

® Combinoati Quality | 
iment Aa Phone ooler’®, 

© 10 Blue, 4 Red, 2 Green, 1 

» Brown, 4 Turquoise (P 
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#51 Color-Flite 
Ink-Pen-Cil by Fisher 
® 6 Exciting New Colors 
© 10 Blue, 4 Red, 2 Green, | 
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’ Fisher 








If it's “by Fisher’ 
It’s the Finest! 
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How to Use Word 
Magic in Selling 


Words are the most important tools in an 
office equipment salesman’s sales kit. 
Are your words working for or against you? 


by JACK BEDFORD 
@ AS YOIl KNOW you 


you 


And, 


could close more sales if used 


he right” time in every sate you 


s easier to make this stat nt than to put 
lling office equipment 
is you can use to put magic into 
that will work wonder making more 


bert Mellin and Lotar Olias who penned the 
You, You, You ployed word 

It has natural and universal sales appeal 
ung man hears a beautiful girl sing the 
you, you, you,” as though the girl were 


alesmen can borrow a page from this fun 


itegy and woo their customers with the 
YOI YOI YOl Customers hear the 
omes out me This sales strategy auto 
ustomer into the sales picture and makes 


Here's an Experiment 
to check 


machine 


littl 


you-ability 


experiment you can try ana 


Describe an 


n short sentences 


oftice 
customer in about seve 


yn specific, but be brief in the way you 


mber of words you have used to describ« 


Count the number of times you used the 


this into the total number of 


your description. This will give you yout 


Ten is considered good 
| you to each of the seven sentences 
original description. This ay require 
but be sure you keep t same thought 
your sentence 
this addition of the word ‘you’ changes 
said. You will be describing your office 
your customer's viewpoint. Your selling 
gic and it will help you close more sales 


Don't Worry About ‘You’ 


an us¢ you too many times in your 


ect «tar 
St start 


to apply this 


of the number 


word magic in youl 


conscious of times you 


idea that you putting too much 


find that 


your customers are not con 

se of “you” in your selling. They will 

itude, but will not know exactly why 

smart you! agic will be 

an be real sal for a sales 

to work. Everyti you use the ex 

you will give your prospect a subtl 

through your word magic that you 

well informed. Yet, you have an 
points with extra phasis 

not your ; know what 

vill agree. Vanity enters the picture 

gic work for you. Your istomers go on 

use you have used tl is you know 

irk 
you know’s n dealing with your 





AUTO BANK ENVELOPES 
FEATURED BY JUSTRITE 








ORE 
THE FIRST NATIONAL BANK 
OF tows ~ he 

trent o> ; 








ee fast NATIONAL Lal 
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Size Folded 
4x7 


Size Extended 
7Vex7 

























Fe up-to-date drive-in deposits Justrite presents 
new style Drive-In Bank Envelopes 


Used by all banks having curb banking facilities, 
drive-in bank envelopes provide added convenience 
to both depositor and teller. It puts bank lobby 
efficiency at the curb teller’s window. Functionally 
arranged this Justrite specialty has two separate 
pockets, one for loose coins, the other for currency 


and checks. ideal for safe handling of coins 


and currency. 


For time-saving transactions this envelope has an 
attached deposit slip which folds over the pockets 
making a compact unit. The deposit slip is easily 
detached from the envelope along its perforated 
edge. For faster service the depositor fills out the 
deposit slip before reaching the drive-in window. 


As a good will builder the drive-in bank envelope 
provides ample space on both sides for printing the 
bank name and advertising messages. Be among 
the first to introduce your banks to Justrite Drive-In 
Banking Envelopes the new concept in modern 


drive-in banking. 





Write either factory for samples and prices of these 






and other envelopes in Justrite’s complete line of 






standard and specialty envelope products. 







Two Modern JUSTRITE Factories 
J NORTHERN STATES ENVELOPE CO. 
uS 





300 East Fourth Street . Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MPG. CO., INC. 
523 Stewart Avenue. S W . Atlanta, Georgia 
° old for Resale Only 
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Incomparable Comfort 


® Large, comfortable, contour shaped seats 
— 15%,” wide x 16” deep j 

@ Deep, curved, correct posture backrests * A 
for full back support A 

® Ample hip room between 
side frames 

@ Extra thick foam rubber cushioned seat 
on No, 103 upholstered mode! 

































You. get MORE when 
you insist on 


KRUEGER TUBULAR 
STEEL CHAIRS 


MORE. STYLES 
IN EVERY PRICE RANGE 


MORE STRUCTURAL FEATURES 
OF IMPORTANCE 


MORE SEATING VALUE 
FOR YOUR DOLLAR 


Safety Engineered 


®@ Safety folding hinges prevent 
finger pinching 

® No sharp edges — all are fully 
roll-beaded to prevent injury 

® Non-tipping Y-type design permits 
unbalanced sitting — well 
forward or far back on seat 

v @ Chairs cannot accidentally collapse 


Built to Last for Years 


@ Heavy 18-gauge electrically seam 
welded tubular frames 

@ Built-up seat-spacers for stronger 
pivot rod weight bearing points 

@ Tubular leg stretchers and frame 
bracers — solid pivot rods 

®@ L-shaped steel cross 
brace beneath seat i 
for added support 







WRITE FOR NEW 
GENERAL 


CHAIR TRUCKS 


Seven standard sizes hold 
both X-type channel or Y-type 
tubular chairs — upright or 
horizontal. Regular or under- 
stage models. Demounitable 
ends and exclusive chon- 
angle frames permit stacking 
empty trucks one on the other 


METAL PRODUCTS + GREEN BAY + WISCONSIN 
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prospects, you will find the idea is easy to sell. Before long 
the ideas you have planted with this ‘as you know”’ sales tech- 
nique become your customer's ideas. Word magic will have 
done a selling job for you. 

There are two thoughts to keep in mind in applying this 
word magic in your selling: (1) use the phrase “as you know” 
to preface your sales points—not after you have explained 
them; (2) do not use this word magic on points that the cus- 
tomer could not possibly know—keep it for things he might 
know. 

“WHAT IS YOUR OPINION?” 

One problem you probably have in your selling is in finding 
out exactly what your customer's interests and desires are. 
When you use the word magic, “What is your opinion?’, you 
will be able to draw out your customer's real interests. It will 
pin-point the problem the customer has, and you can then show 
how what you are selling will solve this problem and give 
him what he really wants. 


It's a Subtle Compliment 

Asking a customer for his opinion is a subtle compliment. 
It gets away from the thought that the salesman is trying to 
put something over on him. He believes that you are a friend 
of his because you have asked him his opinion. 

“What is your opinion?” is word magic. But, it can be a 
dangerous device to use in your selling. You should be sure 
that the point it is used on is not a subject that will get the 
sale off the track. For instance, subjects of business, weather, 
politics, and sports are often time consuming if the discussion 
continues too long on these subjects. 

Another pitfall to avoid is the constant repetition of the same 
phrase, “What is your opinion?’ It is good word magic, but 
it becomes better if the same idea is expressed in other words. 
For instance, you might ask, ““What do you think of this?’ or, 
‘How do you suppose they did this?” or, “What is your 
thought on this? 

“YES, AND IN ADDITION” 

This word magic is employed by office equipment salesmen 
to smoke out the customer's real objection. It shows agreement 
with the customer's ideas for not buying, but it asks a ques- 
tion which will tend to bring the real reason for not buying 
out into the open. It will be strong word magic for you if 
you get the right inflection into your voice as you ask, “Yes, and 
in addition... oe 

You can put the right emphasis on this phrase if you will 
state the “yes” part in a positive way. Then, add the “in 
addition” with a question mark in your voice. Then wait. This 
pause with an expectant look will encourage your customer to 
give you more reasons why he isn’t buying. And, as he con- 
tinued with his reasons, you will be able to spot the “real” 
reason. 


Not His Real Objection 

To make this word magic work best for you, you will need 
to develop the attitude that the first objection a customer raises 
is not necessarily his real objection. Thus, you will be sincere 
in wanting him to continue... . to give you the “in addition” 
part of his objection. It will require a little practice to master 
this showmanship in your selling, but it will pay you handsome 
dividends for years once it is mastered 
BUILD WORD MAGIC 

Words, as you know, will work wonders in selling sie 
IF. The big IF in this is the proper selection. You want to 
select carefully the words you use to paint the mental picture 
of gain or loss for your customer. 

Most salesmen, according to a recent survey, know and un- 
derstand from 5,000 to 10,000 words. But, the average sales- 
man in his selling uses only about 2,500 different words 

and a 25c dictionary has 10 times that many words listed 
and defined. 

Another interesting fact revealed in this survey is that there 
is a direct relationship between the salesman’s income and the 
number of words he knows and uses in his selling .....- 
the larger the salesman’s vocabulary, the larger his income 

Here’s how you can increase your sales vocabulary to give 
you more word magic: 

FIRST, select some descriptive words you use in your selling 
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PROFIT 


BUILDERS 





Smead's line, consisting of more than 
4,000 items of filing supplies, expanding 
and specialty products, represents the 
most complete offering in the field by 
any one manufacturer. As a dealer, you 
can effect substantial transportation and 
overhead savings by consolidating your 
orders with Smead. 














Vertical File Redrope Pock- 
et No. 1514 CMT with flat 
metal tabs 











Vertical File Pocket 
1514C 
drop front 
piece construction 


Square cut tabs— 
style—five 





Vertical File Pocket No. 
1377C with rite-angle in- 
sertable celluloid tabs — 
five piece construction 








Vertical File Pocket No. 
11514C. Leather-Like ma- 
terial—two-fifths cut tabs. 
Available also in squore 
cut tabs — five piece con- 
struction 











@ 








Vertical File Pocket No. 
4800J. Drop front styie— 
squore cut tab (special 
tebbing available) — mea- 
nile fibre 











Vertical File Pocket No. 
8524. Gopher Brond, 
square cut tabs—two piece 
construction — drop front 
style 














Vertical File Pockets No. 
2-4900. Two-Pli-Top—one 
piece construction—heovy- 
weight manila fibre 


Vertical File Pocket No. 
3000. One piece construc- 
tion—straight front style— 
gussets reinforced at top 
with metal eyelets 





Vertical File Pocket Ne. 
4815SF. One piece con- 
struction—twenty point 
Smead fibre — squore cut 
tobs 


Vertical File Pocket 933C. 
Five piece construction — 
thumb cut—straight front 

















Vertical File Pocket No. 
2812-5. One piece con- 
struction—cloth reinforced 
ot top of gusset—manila 
fibre—two-fifths cut tabs 














NUMBERS SHOWN ILLUSTRATE LETTER SIZES. ALL ITEMS SHOWN ARE ALSO AVAILABLE 


IN LEGAL SIZE. MANY EXPANSIONS. 


The eleven different types of Vertical File Pockets made by Smead and, shown above, are carried in 85 different sizes and 
expansions. The wide range of tabs, choice of materials and construction, plus the availability of specially built File Pockets 
Gssure you complete coverage to meet every customer requirement in this important area of filing. 


This same wide coverage is found throughout the Smead line of Filing and Container supplies. 


Smead MANUFACTURING CO. - HASTINGS, MINN. « cocan, oH!10 - CHICAGO, ILL. 





PRESTO [HANGE-D! 


(translation) .. 


‘CHANGE to 


LOOSE LEAF 


ACCESSORIES 


for MORE PROFITS! 


Stocking the PRESTO line means more money 


in your pockets because: 


You get speedy, efficient loose leaf products 
at prices that MYSTIFY COMPETITION — 


Your customers will “re-appear” . . . 


and re-order this attractively pack- Complete 


. ° li f 
aged, top quality, dependable line anes 
PAPER FASTENERS 


You don’t have to be a magician to 
increase sales... leave the magic 
to us! Just try the PRESTO 


line now! 


LOOSE LEAF 
BINDER SECTIONS 
va 


ALUMINUM SCREW POSTS 
[ AND EXTENSIONS 


fr 7) 
KY 
(yy 
The PRESTO line is precision engi- 
neered of top quality materials to 


sure uniform quality and perform 
ance. 


Write today for a full detailed Catalog 
and information on our “MAGIC 
SALES” COUNTER DISPLAYS! 


CHARLES LEONARD, INC. 


Manufacturers of Stationery Specialties 
79-11 Cooper Avenue, Glendale 27, N. Y. 


LOOSE LEAF 
R 


INGS 
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everyday. Sele ymmon words and words that you f you 


use for want of a better word 
SECOND, get a synonym and antonym 


these words. This will give you an increase in your sales 


lictionary and check 


vocabulary that will make what you say ore meaningful to 


your prospec t 


Other Words Apply for ‘Good’ 


For instance, suppose that you overwork the word “good” in 
your selling. You will find, among other words, that you can 
us¢ reliable excellent nine, genuine vali sate et 

Selecting one word a day for thirty days and following 
through on this plan for building word magic will give you 
a larger and more powerful sales vocabulary words 
that will help you sell more. It will help you use th right 
word at the rignt time to close more sales 


Half of Opportunity 
ls Availability 


by GEORGE M. DODSON 
@ THE OFFICI 


to feel that it isn’t his responsibility to be available when com- 


supplies and equipment dealer has a right 


mercial travelers call without an appointment. His attitude 

ay be I did not ask them to visit my place of business 
If they want to see me, let them fit their work to suit my 
convenience 


But actually, isn’t this a short-sighted viewpoint? 


The salesmen who represent manufacturers and distributors 
in the office supplies and equipment held have a very distinct 
service to offer. Even the least co-operative dealer would agree 
to that! However, their hours for making calls are so limited 
just a little help would mean so much. Half of opportunity 
is availability, which includes the dealer keeping himself 
available as much as possible during those hours when experi 
ence proves that salesmen are most likely to call 

Available Hours Are Short 

The salesman cannot start very early in the morning, nor 
can he hope to get full attention from his trade late in the 
afternoon Lunch time also. 1s uncertain for finding business 
men available. The number of hours left does not total very 
much. No wonder the traveling salesman finds it difficult to 
vive his, customers all the service he would like to giv 

Most office supplies and equipment dealers have a rather 
accurate idea about times that salesmen come into the store 
In addition to the center of morning and center of afternoon 
periods, there may be other factors such as plane and train 
schedules or distances from the large cities which play a part 
in determining the most popular hours for calls in any pat 
ticular com: t 

Certainly it's good business to try to be available as uch 
of this time as possible not as a duty but because it pays 


Yes, the salesman may call back later, or locate you on his next 
will make every effort to do so. Meanwhile you 


trip. In fact, he 


have lost a chance to gain his good will by this bit of co- 
operation. And you may have put off getting acquainted with 
a first class opportunity until your competitor down the street 
has already ma the most of it 


Think of the Salesman 


You can set your lunch hour and other times when you'll 
be away from your store to suit yourself, of course. The sales- 

an may even wait patiently until you return whil his 
precious moments of selling time tick away. But be truthful 


\ ailable 


il hours for calling, if you were in the sales 


could you do your best for the dealer wh seldom 
during the nor 
man’s place 
No matter how great the opportunity, the 
first find you before he can explain it to you. Why not make 


salesman must 


it easier for hi and for yourself too by planning your work 
chedule' to fit in a little better with his 
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TWO WAY-AHEADS* ARE BETTER THAN ONE 
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Here’s opportunity doubled! Burroughs sought-after adding machines and 
cash registers plus M&V’s great line of carbons and inked ribbons—one of 
the strongest, steadiest income-producing combinations a dealer can have. 


Dealers in either or both of these profit-packed lines fall heir to all the 
preselling benefits of outstanding direct mail, point-of-sale, national and 
trade advertising . . . plus personal merchandising help from specially 
trained representatives. 


Your Burroughs/M&V representative has the details on how this solid *BURROUGHS MACHINES 


combination line will work for you. Why not investigate the pleasant 
possibilities of your becoming a dealer for Burroughs machines, M&V M&V SUPPLIES 
supplies, or both. Burroughs Division Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. 





Burroughs—TM 
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WIRE BOUND 






FEATURING 


Quality paper—white or green tint 
—ideal for pen or pencil 
60—70—80 sheets 

Covers of Solid Golden Kraft Board 
Rubber Edged for Standing Ease! Fashion 
Wire Bound for Easy Turning and Flat 
Extensive selection of ruling patterns 
Unsurpassed quality at Economy Prices 
















Maple Leaf offers the most extensive and 
able line available, including: 


WIRE BOUND MEMO BOOKS MUSIC BOOK 











SKETCH BOOKS COMPOSITION BOO! 
BOXED TYPING PAPER 

INDEX CARDS 

BIOLOGY DRAWING FILLERS 

TABLETS THEME PADS TYPING 


ASK Dep’t M-O to send you Catalog 


“anoruer MAPLE LEAP pace 


(of which there are many) 


MUAPLE LEAF 


EMP/RE STATE BUILDING 


NEW YORK 4, N.Y. 


Deaths 





R. A. Cramer, 

72, president and board chairman of the 
Cramer Posture Chair Co. and _ the 
Cramer Safe and Office Equipment Co., 
died January 13 at a nursing home in 
Kansas City, Mo. 

Mr. Cramer was born near Wheeling, 
W. Va., and had been a Kansas City 
resident about 65 years. He was as- 
sociated with his father in the old 
Cramer Safe Co. at Fifth & Delaware 
Sts. The plant later was moved to 1419 
McGee St., now the location of the 
Cramer Safe & Office Equipment Co., a subsidiary of the 
chair firm. 

The first posture chair was manufactured at that location in 
1935. Mr. Cramer's idea was to produce a chair that could 
be adjusted for better posture without the use of a tool. 
About 100 models were introduced, all with interchangeable 
parts. 

In 1939 the posture chair firm was moved to a new site in 
Kansas City. In World War II, the business mushroomed. 
Thousands of special chairs for pilots and other crew members 
of bombers were manufactured. 

Last fall the highway commission bought the factory build- 
ings to make room for the new Southeast Freeway. The plant 
is now located at Kansas Ave. and Adams St. in Kansas City. 

Surviving are the widow; two sons, Harold W. Cramer and 
Roy A. Cramer, Jr.; two brothers, Theo O. Cramer, Kansas 
City, Kan., and William Cramer, San Diego, Calif., and 10 
grandchildren and two great grandchildren 





& 
Joseph Leroux, 


vice-president of the Franklin Print- 
ing & Engraving Co., Toledo, Ohio, un- 
til his retirement three years ago, died 
January 16 in St. Charles Hospital, 
Toledo. 

Mr. Leroux served 61 years with the 
same firm prior to his retirement. 

He started his business career at the 
age of 15, in the year 1894, when he be- 
came temporary stock boy for Franklin. 
Six months later he was given permanent 
charge of the stationery department and 
he kept moving up in the firm. 

In. 1950 he was granted a patent for a pocket-size check 
writer he invented. 

A member of the National Stationery & Office Equipment 
Association for more than 40 years he was made an honorary 
life member in 1952. 

He was a member of the Holy Name Society of St. Louis 
Church, Toledo Lodge of Elks and Knights of Columbus. 

Surviving are sisters Miss Georgiana Leroux and Mrs. Ida 
Nagel, both of Toledo. 





William E. Barrer, 


manager of adding machine division at International Office 
Appliances, Inc., New York City, died January 16 at Glen 
Cove, N.Y. following a heart attack. He had been with the 
firm for more than 20 years. 

Residence was at Sea Cliff, Long Island 

Fifty-five years of age, Mr. Barrer is survived by his widow, 
mother and two sisters. 


Charles J. Watson, 


one of the founders of the Peerless Imperial Co., Inc., died 
at Rockville Centre, New York City, November 26, 1957. He 
was 81 years Of age. 

Mr. Watson was treasurer of the Peerless Imperial Co., Inc., 
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Originated the 
Film Top Stencil 













1950 


invented the Plio-Weld | 

























Stencil—the film top 
stencil without glue 








Ts 4958 


Frankel continues 
as the leader by 
introducing the new 


100% 
STATIC FREE STENCIL Woe 


After five years of constant research, Frankel ele AS ierito Hee ~ 
laboratories have produced the first absolutely 
100% static free stencil ever made in this coun- 
try. The Klean Write 100% Static Free Stencil is 
especially designed for use on all foreign dup- 
licating machines. Available with or without 
film top—in glare-pruf colors—blue, green, 
or white. 








100% Static Free Stencils with film top $4.15 per | Aatiaf ed. YOU COWL Kehr, 


quire, without film top $3.75 per quire. Quantity the oda omc Keceiue 
and dealer prices quoted on request. hull Cnedit, 
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MORE 


Economical to Use 
Profitable to Sell 


SUPRERDEX 


M11 //// 
AR 


TRADE MM . 


FILE FOLDERS 


Regular and Reinforced 

Durable, Ready Collated 

Manila: 8 pt.—9'2 pt.—11 pt.—13 pt. 
Kraft: 8 pt.—11 pt. 

Colors: 11 pt. 








INDEX CARDS 


Guaranteed uniformity 
of size and ruling, lint-free. 
ideal for addressing machine use 
100% Sulphite Stock 
Sizes: 3” x 5”"—4” x 6”—5" x 8 
Colors: White, Buff, Salmon, 
Green, Blue, Cherry, Canary 
Also available in 50°> rag content stock 














Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products 


1 MAIN STREET, BROOKLYN 1, N. Y. 
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from its incorporation in 1914 until 1955, when he retired 


He was a member of the Stationers 12:30 Club of New York 


for many years 


P. H. Murphy, 


founder and president of Murphy Sta 
tionery Co., Ltd. died Sunday, December 
22 in St. Paul's Hospital, Vancouver 


British Columbia. He suffered a stroke 
in his office December 12 and never 
S/@e regained consciousness. Funeral services 


were held December 24 
Born in Port Hope, Ontario, in 18 
he moved to Vancouver over 45 years 


ago, where his activities in the stationery 





»~ 
—_— 
% 


and printing business earned for him an 
honored and respected name. He founded 
the present company in 1936 

Mr. Murphy is survived by his daughter, Mrs. J]. D. Overholt, 


and two grandchildren, Michael John and Lynne 


Curtis Morgan Lindsay, 


suffering trom recurrence of a heart ailment resulting from 


a heart attack in August 1956, died on January 2, at the age 
of 71 in San Jose, Calit 

He was the founder and president of Curtis Lindsay, Inc 
of San Jose books, stationery and office supplies and fur- 
niture established in 1925. Keeping in step with the steady 


growth of California's famed Santa Clara Valley, Mr. Lindsay 
developed the business from its modest beginning to the pres- 
ent concern with five departments and a staff of 50 members 
In 1955, the stor 
warehouse with furniture display rooms was added in 1957 
Mr. Lindsay was born in Omaha, Neb., on December 12 


1886. He received his degree in electrical engineering from 


as completely remodeled and enlarged. A 


Armour Institute of Technology in 1909. He was a member of 
Delta Tau Delta Fraternity and Tau Beta Pi 

From 1912 to 1919, Mr. Lindsay was sales and advertising 
manager for Hotpoint and General Electric in Ontario, Calif 
and Chicago. In 1919 he became advertising manager for the 
McGraw-Hill Publishing Co. in New York City. He was trans- 
terred to San Francisco in 1921 as vice-president and treasurer 
of the McGraw-Hill San Francisco office, where he remained 
until going into business for himself in San Jose, in 1925 

Active in San Jose community affairs, Mr. Lindsay served 
as president of the Merchants Assn., as a member of the 
Y. M. C. A. Board of Directors, trustee of the Alum Rock 
School, and participated in many other community organiza- 
tions. 

Surviving are the widow, Zura Hess Lindsay; two sons, 
Wesley Newton Lindsay, chemical engineer in San Jose, and 
Donald Hess Lindsay, secretary and treasurer and general man- 
ager of Curtis Lindsay, Inc.; and a daughter, Janet Lindsay 
Krogh of Palo Verdes Estates Calif 

Mr. Lindsay had always an especial interest in building his 
book department into a force for community service, believing 
with Christopher Morley’s Roger Mifflin “when you sell a 
man a book you don't sell him just 12 ounces of paper and 
ink and glue you sell him a whole new life One of his 
last requests was that instead of flowers, donations be made 


to the public library's budget 


New England Travelers Elect Officers 

Russell G. Paquette, Eagle Pencil Co., was elected president 
of the New England Travelers Club for 1958 

Named to serve as first vice-president was Richard Madden, 
Eberhard Faber Pencil Co. John J. Dunne, National Blank 
Book Co., is second vice-president; Joseph P. Sheehan, Acco 
Products Co., is secretary-treasurer; and Charles Lusteck, Car- 
ters Ink Co., is auditor 

Members of the executive committee include George Kan- 
dres, Spencer O'Leary, Max Smith, David Keir, Ralph Gerard, 
Thomas Russell, and Malcolm Derry. 
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yuered by the 
CHAMPION seri. 


a new, peg-leg 
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odular group 


genuine walnut. 


MYRTLE DESK 
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Now— more than 
ever—the Myrtle 
Package Plan offers 
ile} lol@m-raelslelull-t 3 
conveniences and 


profits in the sale and 
delivery of 
complete offices 


Get all of the 
details at: 
N.O.F 

SPACES 266-277 
Philadelphia 
March 28-3! 
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Bassick Casters cost 
less than floor repairs 


Here’s why all good office chairs ride on quality casters— 
Bassick’s, for instance. 
Easy action of Bassick swivel and wheel bearings lets 
casters respond instantly to chair motion. This quick, 
smooth-rolling action prevents dragging...guards against 
marking or scuffing floors. 
Wheel construction of Bassick casters also protects 
floors. New, wider, soft rubber ‘““Baco’’ wheel developed 
by Bassick and Firestone engineers lasts longer, won’t 
mark. And use Bassick ‘“‘Atlasite’’ solid molded wheels 
on rugs or carpets. 

Smart office appliance dealers sell floor protection and 
clinch sales by pointing out Bassick casters as a sign of 
quaiity on fine office equipment. 8.5A 


THE <5 ‘ 
BASSICK COMPANY | ade 
BRIDGEPORT 5, CONN. 

1N CANADA: wv SYMBOL OF EXCELLENCE 
BELLEVILLE, ONT sS BD ig, WAKING MORE TUNDS OF CASTERS — MAKING CASTERS DO MORE wennen 


~ 





Bassick 
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Men on the Move 


Stein Bros. Mfg. Co. has announced the appointment of three 
new territory men 

R. W. Evans, Columbus, Ohio, is now covering the Ohio, 
West Virginia, and western Pennsylvania territories on a full 
time basis. Charles F. Johnson, Indianapolis, Ind., is now a rep- 


4 


Hal Sullivan 


R. W. Evans C. F. Johnson 
resentative covering lower Michigan, Indiana, northern Ken- 
tucky, and southern Illinois. 

Hal Sullivan, Seattle, Wash., is taking on the line in the 
states of Washington and Oregon. All three men have been 
traveling in theit respective territories for some years Carrying 
allied products 

7. 

David S. McNally has been elected 
vice-president and general manager of 
Kleinschmidt Laboratories, Inc.,  sub- 
sidiary of Smith-Corona Inc. Mr. Mc- 
Nally joins Smith-Corona after serving as 
general manager of the parts and accesso- 
ries division of Studebaker-Packard Co. 
for the past four years and a similar 
capacity with Packard Motor Car Co. 
from 1946 to 1954 

As chief administrative officer of 
Kleinschmidt Laboratories, Mr. McNally 
succeeds Emerson E. Mead, who last year 
became vice-president in charge of operations for Smith- 





D. S. McNally 


Corona 
~ 
W. Kesley Downing is the new sales manager for the ABC 
Office Equipment Co., Cincinnati, Ohio. Mr. Downing was 
formerly sales promotion manager for The Globe-Wernicke Co. 
In addition to handling the sales of office equipment, he 
will specialize in the sale of Rol-Dex filing equipment for the 
concern 
® 
Peter W. Cloud has been appointed sales promotion manager 
of The Paper Mate Co., a subsidiary of The Gillette Co. For- 
merly a member of the sales promotion staff, Mr. Cloud suc- 
ceeds David B. Kittredge, who was named eastern regional 
sales manager 
o 
Robert M. Matthews, sales manager for the Sturgis Posture 
Chair Co., has announced the appointment of John N. Mackall, 
Jr.. and Donald V. Cole as district managers for the west 
coast in the territory formerly covered by the late Clayton 





D. V. Cole J. N. Mackall 


Markham, who died last November following a brief illness. 
Donald Cole, residing at 241 S. Catalina, Los Angeles, will 
represent Sturgis in southern California and Arizona. His tele- 
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REPUBLIC 


This big handsome Republic executive conference desk with 








sleek, graceful lines, exclusive tapering pedestals, 21- 
square-foot “eye-comfort” top, appeals to busy executives. 

Rigid, all-welded steel construction assures maximum 
durability and long life. Full-formed rolled edges are attrac- 
tive. Distinctive styling is accentuated by attractive stainless 
steel trim. Stick-proof drawers slide silently on nylon 
“glides”. 

Republic desks are specially treated to provide a superior 
base for anchoring enamel finish to the steel surface. The 
results are an exceptionally hard finish that will not peel, 
chip or flake. Beautiful colors and finishes are available to 
match popular office decors. 

Get all Republic Steel Office Equipment facts. Ask about 
available dealerships. Call your Republic representative, or 
write today. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

DEPT. C-5336 

1058 BELDEN AVENUE - CANTON 5, OHIO 





REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 


Please send the following information: 


0 Illustrated Booklet—Republic Office Equipment ' 
0 Information on available dealerships 














rf Name — 
Address 
City —_Zone___ State 





ES 


| 
| 
| 
| 
| 
! 
Firm | 
| 
| 
| 
| 
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For HIGH Profits 


Ni cold (ate lale Me aaeliileh a= 
The ORIGINAL 


"Bottov Moistoner 


2 MODELS + 3 COLORS 


Model 3A Model 3C 


Brown, black or | Grey or black cast iron 
grey porcelain base | wrinkle finish base 


MANY USES—moistens stamps, envelopes and 
labels in a jiffy, or for moistening fingers when 
handling papers and counting money. 


A FAST SELLER — you have a prospect for multiple 
sales in every bank, office, insurance company, shipping 
department, commercial house and institution. 


Your customers will like these features: 


e@ sparkling chromium cover of durable cold-rolled 
steel, fits perfectly on 


@ attractive porcelain base with glossy baked enamel 
finish (Model 3A), or on 


@ wrinkle-finish sturdy cast iron (Model 3C) 
@ weighted bases will not tip 


@ 4 rubber feet protect desks and tables from marring 
and scratching 


@ 3” adjustable brush always moistens evenly 


ORDER FROM YOUR DISTRIBUTOR TODAY 


Place a trial order and see how fast 
the Pike “Better Moistener”’ moves, 
or, for literature and full information, 


write or phone 


< ~ PIKE . 


E. W. PIKE & CO., INC. 
977 PENNA. AVENUE, ELIZABETH, N. J. Elizabeth 2-0630 


alelalthiclaatia-ia mehi 
Pike ‘‘BETTER MOISTENER” for 30 years 
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phone number is Dunkirk 3-6825. Northern California, Nevada, 


Oregon and W ngton will be covered by John N. Mackall, 
Ir. His headquarters are San Francisco. His home address is 
798 Vista Gran Los Altos, Calif., telephone number York- 
ire 7-2347 
& 


Albert C. Buehler, Jr., vice-president 
of the Victor Adding Machine Co., has 
been appointed director of the company’s 
executive division 

Mr. Buehler, who recently marked his 
15th anniversary with the firm, also heads 


Victor's expansion into the electric car 
and electronics fields as director of the 
Negotiated division In addition he 


serves as president of Janette Electric 


Mfg. Co., a wholly owned Victor sub- 


A Buehler, Jr sidiary making gear motors and speed 
a8 b Me 
reducers; Vamco Intercontinental, Ltd., 





an export subsidiary; and the Victor Foundation, a non pront 


educational and charitable institution 
+ 


new manager of 


Everett “Red” Barker has been named t 
the southwest territory for the Taylor Chair Co. Mr. Barker 
has four years of experience in the Leopold Desk Co. plant, and 





Jim Morrison 


Everett Barker 


for the past four years he has been traveling in Arkansas, Okla- 


homa and lexas 


Jim Morrison is now territorial manager covering Virginia, 
Maryland, Washington, D.C., southern New Jersey, and Penn- 
sylvania. He has previously been selling wood office furniture 
in this area 

Mrs. Moselle Taylor Meals, president of the firm, also an- 
nounced that Bob Docking, New York City representative, has 
added New England to his territory 

” 

Charles W. Schnizler has been appointed field sales repre- 
sentative of Peerless Photo Products, Inc. He will serve in a 
liaison capacity, bringing information about new technical 
developments to the company's distributors, carrying out an 
educational program on photocopy equipment and its applica- 
tions for distributor personnel, and helping to widen the use 
of successful marketing techniques for photocopy equipment 
among Peerless’ distributors. 

e 

Promotion of Arthur D. Putnam to northeast area sales 
manager of the duplicating products division of Minnesota 
Mining & Manufacturing Co. has recently been announced 

Mr. Putnam will have his headquarters in the Buffalo branch 
office and will be responsible for sales of the “Thermo-Fax” 
line in all or parts of New York, Maine, Vermont, New 
Hampshire, Connecticut, Massachusetts, Rhode Island, Pennsyl- 
vania, New Jersey, Delaware, Virginia, Maryland, West Vir- 
ginia, and Washington, D.C. He has been with 3M since 1949, 
and here has served as a duplicating products salesman since 
1955. 

At the same time it was announced that Warren J. Fay 
has been promoted to southeast area sales manager of the 
duplicating products division. Mr. Fay will headquarter at the 
3M _ branch office in Atlanta, Ga. He will be responsible for 
sales in Georgia, South and North Carolina, Tennessee, Missis- 
sippi, Louisiana, Alabama, Arkansas and Florida. He joined 3M 
in 1955 as a copying products salesman in the New York area 

a 

George B. Graff Co. has announced the appointment of C. 

L. “Bill” Scheffler as a sales representative. Mr. Scheffler will 
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Keeping Pace 


with the growing emphasis on colors 
we offer you the popular Weis Steel 
Line in two new attractive colors 


NU-TAN 
NU-GREEN 


They represent a welcome completion 
of the fast selling line and a highly 
effective impulse to your sales in ‘58. 


Over 50 popular numbers, in four 
colors, carried in stock for immediate 
shipment. 


Write for colorful circular C-14. 


NOTE CASES 
LETTER FILES 
DESKSIDE FILES 
DRAWER TRAYS 
etre 4 TRAYS 
ids TRAYS 


— CABINETS 


The Weis Manufacturing Company Monroe, Mich. 
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OFFICE TOOLS 


% A COMPLETE LINE * 
en: FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 
Clears The Desk For Action! 





“ELETTER SORTER er Sheives 


NO CORNER POSTS TO DODGE! 

Sorts, Classifies, Distributes the papers 
of daily work. Sloping Trays Catch and 
Hold the papers. 











GREEN——GRAY BROWN 
NO. 202 LETTER SIZE, 2 tray incl. base $4.00 
NO. 203 LETTER SIZE, 3 tray incl. base $5.25 
NO. 204 LETTER SIZE, 4 tray incl. base $6.50 
NO. 205 LETTER SIZE, 5 tray inci. base $7.50 











Daily Business Sorter! 


SORTING TRAY 





Active papers can be re- 
ferred to instantly... open 
like a book. When used with 
A-Z index folders or tab 
guides, the corrugations in 
the bottom prevent slipping. 


NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 


STATIONERY 
SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 letter size and | half 
size trays. Holds 200 sheets. 8%" x 18°' x 3" 
Electrically welded one piece. NOT ADJUSTABLE. 


NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.50 | 


























STATIONERY AND 
ENVELOPE SEPARATOR 


Fits into desk drawer. Has 
four letter-size and one half- 
size trays, also pockets at end to 
hold a good supply of both large 





and small business envelopes. Keeps sta- 

tionery and envelopes handy, clean and ready to 

use. Saves Stenographer's time. Made of art steel, electro 
welded into one solid unit. 3°’ high x 9" wide x 21" long. 





NO. 311 LETTER SIZE — Individually boxed. — Wt. 5 Ibs. $5.50 


CASHIER’S PAD RACK 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and serv- 
ice forms. This rack holds each, 
easy to reach. Saves space and con- 
fusion. All one piece welded steel. 
Hollow space inside. 














No. 566 Six Pocket 8”x7¥2 ¥ $4.00 
No. 568 Eight Pocket 8”x9? 2” $5.00 
No. 570 Ten Pocket 8”x92/2 "x65 /6 $7.50 








CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. Comes in five colors. 


iit tt tt th b> > > > oe 
iit tht th hh > > > > 
SBPBBBBeeeeeeeeeRBBeeBeneeeaaat 
pet tt tt hh hb ee. 








NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 








DEALERS WRITE FOR COMPLETE CATALOG AND 


DISCOUNT SCHEDULE 
=*="i CURRIER MFG. CO., INC. 


2448 W. LARPENTEUR AVE., ST. PAUL &, MINN. 





FReeBeeeeneaeeeeneaanaaa 
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>> CURMANCO ----- 


~ 


Arkansas, Texas and Louisiana aking his 


St., Dallas, Tex 
°e 


cover Oklaho: 


home at 6307 Sti 


International Business Machines Corp. has revealed the ap 


pointment of Robert T. Samuel as director of market planning 


corporate stafi At the same time it was announced 


on the 





R. T. Samuel C. Benton, Jr. 


will take Mr. 


that Charles Benton, Jr., Samuel's place as direc- 


tor of marketing programs for the company’s Data Processing 
division 

Mr. Samuel has been with IBM since 1934. He has held 
managerial posts since 1946, including assistant sales manage 
of the company’s accounting machine products 

Mr. Benton has been with the company since 1940. He was 
previously eastern regional sales manager 

@ 


Bernard F. Gofberg is the new vice- 
president of Deluxe Metal Furniture Co., 
a division of Royal Metal Mfg. Co. He 
has been general manager of that divi- 
sion since 1955 

Mr. Gofberg joined the Royal Metal 
organization as an industrial consultant 
in 1954. oining the firm, he 
was a management consultant for Harry 
Howell & Co. in Washington, D.C 
working on assignments from the Chief 
eS Gofberg of Ordnance. His 

includes three years as manager of the 
production control department in the Frankfort, Ky 
- 
has been named manager of 
Illinois, it was revealed by Sidney N. 
Rosenthal, president, Speedry Products, Inc., New Yot® 

Mr. Laughner will make his headquarters in the new Speedry 

Products sales office in Chicago at 1619 E. 69th St. He will 


Prior to 





previous experience 


al senal. 


general 


Luke R. 


Products of 


Laughner 


Speedry 


be in complete charge of sales and distribution in the Midwest 
area 

He was previously associated with the industrial tape divi- 
sion of Gummed Products Co., and prior to that he was asso- 
ciated with Better Packages, Inc. 

— 

Appointment of three new district managers was announced 
by the Underwood Corporation. Lesley McCreath is the district 
manager of the newly created eastern district with headquarters 
at One Park Avenue, New York City 

Herbert E. Goelz is now northeastern district manager, with 


N.Y. He will supervise branch activ- 


headquarters in Syracuse, 





Lesley McCreath H. E. Goelz D. A. Crelly 


ities in northern New York State, Hartford and Bridgeport, 
Conn., and in Boston, Mass. and Providence, R. I 
It has also been revealed that Dorman A. Crelly is the new 


district manager of the newly organized Great Lakes district 
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...in Budget Steel Table Lines-." * 








ONLY * 
¥ STANDS OUT 2 
= SOY pirrsepuRcCH al 





~~ ' . 
= . = . . 
~ . , — i *eeeeee® 
il. a | - 














PANEL END TABLES 
Sizes: 60x30 
72x34 
96x34 







LEG TYPE TABLES 
Standard and Modular Designs 


Sizes: 30x18 to 96x34 
















TABLES 
Sizes: 30x18 to 36x24 








Only Haskell offers you such a complete range of steel table 
designs—such a complete range of sizes—and such a modest range of 
prices. Yes, a table for every office need and suitable for 

every budget. That’s why Haskell tables are so popular and great 

for quick turnover. Made of fine office furniture steel with 

baked enamel finish, aluminum banding, linoleum tops and other 
fine features to make them your best sellers! 





To facilitate storage and inventory needs, Haskell All-Purpose Tables are 
shipped K.D. Write for Catalog and complete details today. 


STEEL DESKS | ry | 
TELEPHONE TABLES TABLES ~  P-wt @€aat 
Sizes: 18x18 and 24x18 CABINETS I ae Wie 5 

ACCESSORIES 


303 E. CARSON STREET 
PITTSBURGH 19, PA. 


: 
‘4 
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Brings Profits to 
Chair Mat Sales 


PW Ml le) 
made as a customer service. That was 
before Floor Show the new transpar- 
ent chair mat that has become an integral 
part of tasteful office decor. 


This new mat lets the beauty of fine floors 
and carpet be seen but it does much 
more... it actually lends an atmosphere 
of richness . . . a touch of elegance that 
must be included in fine office decoration. 


Show Floor Show to your customers and 
you'll make sales. Show Floor Show to 
your prospects and you'll make customers. 
Call, write or wire today for dealer infor- 
mation. 


As advertised in Business Week. 


PRODUCTS 


Box 1440 Fort Worth 1, Texas 
ort Worth AN 2-1588-Dallas 
snd worehouse 
Texas Phone WA 8-3494 
Ncipal cities 


“Potent? Aoolied 
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Pressed Stee Co 
. W James Pierson, 


hich comprises offices in Ohio, Michigan, Indiana and Ken 
tucky. His headquarters will be in Cleveland 





eo 
Three new tive sales posts have been create thin 
the Paper Mate Co., subsidiary of the Gillette Co 
Ellis Dodson, formerly western regional anavel in san 
Francisco, 1S nov erchandising manag of tl ‘ sal 
and retail division 
Bert M. McCabe, who was previously Los Angel ict 
Mager, is now erchandising managet f the chai 
ision, and Jack Houston, formerly anager of syndicat 
ales, was advat to the post of merchandising manager of 
iriety na fe tore sales. All three MA ve headqu ters 
1 Chi 
* 
[wo mber f the Columbia Steel Equipment Co. "'f ily 
now neadquart {1 at SPS Western t! new St 
completed in Santa Ana, Calit 
joined the company in 1952, wi 
nside sales on the west coast for the complete Columbia lin 
and the Hallowell line. John Vogel, who started with 
in 1948, will beco production manager tor the Col D1 
equipment in the n plant 
American Business Systems Forms 
New Corporation, Name Changes 
American Business Systems t 
cially announced that the off! 
pany mame is now American B 
Systems, Inc 
Robert J. Weinstock was na 
dent and general sal nanag 
corporation. 5. Gaynor! Ss gene 
ager of the manufacturing division of 
ABS, and Joseph J. Reuss, for ly of 
IBM, now heads the _ tabulati 
manutacturing division 
R. J. Weinstock The corporation was fort 
ing to Mr. Weinstock, as part of ABS’s 
99S expansion pi ram 


Charles M. Nathan Is President 
Of Charles S. Nathan, Inc. 





Following a change in stock owne: 
ship in Charles S. Nathan, Inc., New 
York office furn and planning firn 
Charles M. Nathan has been named 
president 

He su Seymour L. Nathan whos 
interest in tl ympany was reportedly 
purchased by Charles M. Nathan an 
Myron B. Nathan. The former had been 
Vi president ind secretary The latter 
is chairman « he board. It was said 
that Seymour Nathan is planning to re- €, M. Nethan 
tire from tl 80-year-old firn 


New Ad, Sales Promotion Manager 
Named by Lucas Brothers in Baltimore 
Harold M. Norman is now sales pro 
motion and advertising manager fot 
Lucas Brothers, Inc., in Baltimor Md 
Mr. Norman has previously been af- 
filiated with Eversharp, Inc ind Nor 


cross, Inc. in sales capacities as well as 
— 


sales promotion positions. He also ha 
his own advertising and sales promotion 
in Philadelphia before joining Lucas 
Brothers. 

Beside taking charge of the sales pro- 
H. M. Norman motion and advertising efforts of his 
own company, Mr. Norman will also be 
available to aid the customers of Lucas Brothers in setting up 
promotion campaigns that they might wish to 





advertising of 


run 
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MAKERS OF THE WORLD FAMOUS 
PATENTED STA CLEAN METALLIC 
PROTECTIVE COATED MASTER UNITS 


U.S. PAT. 2.671.734 





Proudly Introduces 
The E "ye Ease Master Unit 


Designed with the well-being of your customer in mind. 


A master unit specifically made to eliminate the hazards 
of both eye fatigue and glare. 


Samples and facts about this remarkable new master paper 
can be obtained on request. 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 





. 
SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


ps /) | | 
\ 
ae hse RIBBON AND CARBON MEG. CO., INC. | 


GENERAL OFFICES AND FACTORY 
HARRISON, NEW JERSEY U.S.A. 


i 
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Yue Cate sell 


BUSINESS 
FORMS 


_— 





your 
imprint 





billed to yow 


STATIONERS CAN AND DO SELL BUSINESS FORMS 


at a profit. The easiest way is the Hano 
way... a complete line of Continuous 

abe: part Forms .. . with full 
Dasher protection. 


Hano Forms carry your imprint, are shipped 
under your label and billed to you. You 

will find new profits in this top-quality 

line ...no headaches! Like other Hano 
Dealers, you'll keep your Specialized Forms 
Business away from competition. NOW is 
the time to start. . . look into a Hano 
Dealership. 


This colorful 8-page folder shows 
the complete line of Hano 
Business Systems . . . including 
Snap-a-parts, Continuous Carbon, 
Tabulating Forms and Autographic 
Register Forms. Available on 
¥ } request to established Stationers 
“_ _sin the South, Southwest and 
Midwest. 











PHILIP 


COMPANY INC. 


MANIFOLD PRINTERS SINCE 18688 


General and Sales Offices: Warehouse and Branch Plant: 


HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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Oldest Stock . . . on hand sells first by means of gravity feed 
when this Sture is used. 


Gravity Feed Display Fixture 
Ups Typewriter Ribbon Sales 


@ ALL THE ADVANTAGES of mass display, convenience in 
buying, and gravity feed are combined in the new typewriter 
ribbon-carbon-paper display fixture which Denver Stationery 
Co., Denver, Colo., recently completed. 

This fixture is located in the left rear of the 40-year old 
Denver store, which recently underwent a complete remodeling 
program. Heavily limelighted in the remodeling was the more 
efficient handling of small items which Don Pechman, store 
executive, felt were the No. 1 source of annoying ‘detail 
work,” straightening up, and wasted time 

Consequently, the all-steel fixture devoted to these items is 
arranged not only to show an impressive mass display but like- 
wise to insure automatically that the oldest stock on hand sells 
first by means of gravity feed, glass-partitioned slots extending 
from rear to front on four levels of shelving 

There are 64 such slots, each accommodating a dozen or 
more typewriter ribbon tins at the top, each row identified 
by a small white plastic snap-in tag. Instead of being stacked 
in boxes on flat shelving such as was the display idea in the 
past, each typewriter ribbon container is tilted toward the 
center of the store where the shopping customer can read the 
description not only from the plastic tag at the shelf front 
but from the bottom of the can itself. 

Through broadening the inventory in depth to include many 
more colors, longer-lasting ribbons and special-purpose types, 
the unit-sale per customer has been considerably advanced. 
The typical typewriter ribbon customer standing in front of 
the display can readily read from left to right across the rack 
one description after another which stimulates his memory to 
remember ribbons for adding machines and other business ma- 
chines other than typewriters. 

Enough space has been left between each horizontal row of 
dividers and the bottom of the shelf above to simply insert 
replenishment stock from the rear where gravity holds each 
can neatly in place and permits it to slide forward as the 
box nearest the customer is removed. 

Inasmuch as the fixture had been in operation only a few 
weeks when the photograph was made, actual sales increases 
could not be determined. However, it was immediately notice- 
able that all of the “nuisances” normally associated with show- 
ing and selling typewriter ribbons had completely evaporated. 

Four levels of shelving below are given to carbon paper, like- 
wise in a variety of colors and sizes of cartons to stimulate 


more impulse buying 
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SNELL with confidence! 


You sell GUSSCO “filing and finding” supplies and 
equipment with absolute confidence that the qual- 
ity will give your customers satisfactory service. 


You sell GUSSCO Products with absolute confi- 
dence that they represent a better buy for the 
money. They are priced right. 

You sell GUSSCO Products with absolute confi- 
dence that you will never encounter direct factory 
competition. We sell through dealers only. 

You sell GUSSCO Products with absolute confi- 
dence that you can take care of unusual or special 
requirements of your customers promptly. 


jos you find selling GUSSCO Products is a very 
prc tab le habit. We are ready to serve you. 


Write today for the complete 





Transfile* 


FIBREBOARD TRANSFER 
FILES 


Reinforced put sont * can 
be stacked ~~ and 
wide as desired styles 

REGULAR all fibreboard 
pa style — LEADER 
steel front style — DELUXE 
steel front with roller bear- 
ing drawer suspension * 

ped flat + fold together 
without tools, nuts or bolts. 


3 STYLES - 13 SIZES 











The GUSSCO line of ‘Filing and finding” 
suppli is complete. Our dealers know 
they can always depend on us for good 
quality and uniformity. All GUSSCO Prod- 
ucts always represent the best ‘buy’ 
for the money. 








GUSSCO Catalog. 


=> 





Guide O.fole 


The Hanging Folder with adjustable metal tab. 






All your customers should be using this 
modern Guide-O-folder method of filing 
and finding in all their current files. There 
is still a virgin and very profitable field 
for you. Write us today for samples. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 
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NEW YORK 13, N. Y. 
337 WINSTON ST., LOS ANGELES 13, CAL 














DRI-KWIK STAMP PADS 
: AND INKS By FULTON 


The smart dealer obviously knows that PROFITS 
must be complemented by QUALITY .. . and 
dollar profits will take care of themselves. Dealer 
proteciion is a Fulton trademark, extends to 
every purchase, regardless of quantity. Get more 
reliability, more economy, and better service at 
no added cost. 








Fulton has stamp 
pads and inks 
to solve any problem. 
Write for full particulars 
and literature today! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manviacturers of Marking Devices for Over 50 Years” 
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New England Travelers Notes 


by JOHN J. DUNNE 


The condolences of the N.E.T. Club are extended to the 
family and associates of Max Gordonstein of the Broadway 
Office Supply, Springheld, Mass., who died on January 9 

Also to the family of Charles Conklin, past president of Con- 
necticut Valley Stationers Association and founder of Conklin 


Office Supply, Springheld, Mass., who passed away in Decem- 
per 
& 

Jerry Robbins and Sid Shaffer formerly of the Allen Station- 
ery Co. of Lynn, Mass., have opened their own business known 
is Robbins and Shaffer, Inc., at 18 New Derby St., Salem, 
Mass 

oS 


Adams Stationery is moving across the street to 87 Washing- 

ton St., Boston, Mass., about March 15 
& 

Walter Marston, The Carter's Ink Co., salesman in Boston 
area a few years ago and more recently in the home office of 
Carter's, has gone back on the road as district sales manager in 
Ohio, Pennsylvania and Michigan 

. 

Ray (National Blank) Fletcher was the proud father of the 
bride on January 25 when lovely daughter Carolyn was mar- 
ried to Kenneth Ryan. 

= 

Regional Governor Bob Slate announces that reservation 
forms for the annual convention will soon be mailed. This 
year's convention will be held on June 22-23-24 at the beautiful 
Equinox House in Manchester, Vt. 


Guest Book 


Mr. & Mrs. A. C. Koett, of Hanlen Products Corp., Birming- 
ham, Mich., called at OrFice APPLIANCES for a visit on Jan- 
uary 9. Mr. Koett is a manufacturer of products made largely 





through metal stampings. He has developed an attractive col- 
lapsible stand for office machines, which probably will be an- 
nounced to the trade within a month or two 


Harold O. Atwood, New York City, signed the Guest Book 
on January 13. Mr. Atwood will be remembered by many 
as salesman for Eberhard Faber Pencil Co. in Chicago and as 
a manufacturers’ representative in New York. For several 
years he has been a manufacturer as part owner of Emmert 
Manufacturing Co., a firm which produces engineering sup- 
plies and is now perfecting an enlarged dealer progran 


K. B. Peters, Niles, Mich., called ‘at this journal's head- 
quarters on January 17. He was in Chicago to attend a con- 
vention and took about two hours out for a taxi ride to our 
office, a visit, and return. Back in the late 20s, Kenneth Peters 
(Pete to his old friends) was well known in office machine 
circles in Chicago. He was shown a photograph taken at a 
meeting of the Chicago Office Appliance Managers Club 
honoring the top salesman of the year for the Marchant Cal- 
culating Machine branch managed by Dwight L. Cook who 
later established a remarkable record in Washington. Mr. 
Peters is known in the Niles area as the calendar man. He 
operates a small business and has the enthusiasm for it that 
he had when selling machines several decades ago. Besides 
calendars he sells a variety of small items such as greeting 
cards, rulers, pencils, and some plastic specialties. 


Albert Gorlin of Dolin Metal Products, Brooklyn, N.Y., 
visited our headquarters office on January 27. He is well 
known throughout the industry for his pioneer work with 
movable storage facilities. Mr. Gorlin reports that dealers are 


exhibiting increasing interest in this new type of storage 
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Some selected franchises on desks and chairs still available. 


Desk Shown Retails at Only $193.00 


sam 


DESKS 
and 
CHAIRS 


We tired of “boxy” looking desks. We priced at- 
tractive looking modular desks from custom manu- 
facturers and concluded that they were exor- 
bitantly priced so we created a new technique to 
produce the very finest line of desks at a price that 
will provide our customers the very maximum in 
Style and Quality. 


Psthy Yl. 


OWENSBORO, KENTUCKY 


Catalog furnished on request 


Full showing at the NOFA show in Philadelphia. Space 260-61-62, March 28-31, 1958. 
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OLD ENOUGH TO KNOW HOW 
...YOUNG ENOUGH TO TRY /T/* 


*Old enough to know how to build the most practical 
drafting tables.... 
Young enough to introduce the latest functional innovations 
in drafting room furniture. 

a7, , 





























No. 850 ANCOWOOD 
DRAFTING TABLE 
e Spring balance 
height control. 
e Fingertip tilt control. 
« Ample shelf space. 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 


No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 

















wWwooodD 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 







*ANCO never deviates from its strict policy 
of selling through dealers only. 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





Business may be taking a “breathing spell’ in some parts but 
it hasn't stopped t southeast from continuing its expansions 
and moves to larger quarters. At least that holds true in the 
oftice supply tf ld. One of such is that of Funderburk Office 
Supply Company, Charlotte. Gene has moved three doors down 
the street, 510-512 S. Tryon to be exact, to exactly double his 
old space. The new quarters will give him some much needed 
furniture display area as well as a larger stock roon 

- 


Still another Charlotte expansion, to be enacted in the near 
future, is that of Fowler's. Since Ralph Stalvey joined Bill as a 
partner the firm has made some plain and fancy strides forward 
in volume of business so when the opportunity came along to 
avail themselves of the store next door they jumped at the 
chance. 

The lease is already in effect but the actual taking over will 
be several months in the future as the shoe store there will 
have to wait for the barber shop next to them to vacate to 
the new bank building across the street. Both Fowlers and 
Funderburks are amongst the “younger’’ Charlotte firms but 
their strides forward speak well of their business acumen 

o 

That fire at Kale-Lawing’s Concord branch on the day after 
Christmas just about destroyed everything but they are now in 
the process of a complete rebuilding job and will wind up 
with a very modern store complete with new fixtures etc. It 
should be ready about March 1. Until such time they are 
making out at a temporary location at 60 S. Union Street. The 
fire is still classed as “origin unknown 

> 

Now here's one that makes me mad. I have to look in 
Southern Stationer & Ottice Outhtter to learn of another nice 
expansion whereas my so-called “news hounds” are supposed 
to keep me informed. This one is down in “sooth Jaw ga town 


ot Thomasville 


Ponders Print Shop took over the corner spot next door 
and now has a much larger store complete with all the self 
service doo-dads. The S.T. & O.O’s picture of the interior 
sho’ did look nice and I’m quite sure the new space will 


result in a nice increase in volume. I can remember, way back 
yonder when Ponders was just getting started, that the office 
supplies section measured about 15 by 25 and now just take 
a look at the new job. Whooee-mighty nice going Mr. Ponder. 
Lemme know when and I'll run down and wash that new 
Cadillac 

” 

Spender’s, Inc., Gastonia, N.C., got the fever too and availed 
themselves of the opportunity of annexing the store next door. 
Although they have actually moved in the remodeling job is 
yet to get underway so will have to wait until a later issue 


ro! comple te detalis 


e 
Next comes Talman’s, Asheville, N.¢ with a complete 
Bulman “re-do” of his original store at 8 College St. The 


ceiling and lighting job was yet to come when I saw it but the 
floor counters and wall shelving are all in and doing their ap- 
pointed job of increasing sales. This now gives Fleming three 


Bulman equipped stores, completing his modernization pro- 
gram. Talman’s Book Center and Talman’s in the West Gate 
shopping center are the others. Formal opening of the newest 
addition was to have been around Feb. 1 but have none of 


the details 
. 

The Book Store, down in Silver City, N.C., has moved to a 
new location directly across the street from the Post Office at 
123 E. Raleigh St. This is always a sure fire spot to move to 
as foot traffic is bound to take a jump. Actual space is slightly 
less than the old store but a shifting of lines carried took care 
of that without any trouble. Mrs. Resch is doing the managing 
now that Jim Parker has taken over a new operation in Liberty. 

2 
If the Russens, Doug and Daisy, of Zac Smith Stationery 
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from the Flower Wedding Line... 
most popular faces of the year! 


bY REGENCY 


os VAs and. Mrs Y dwatd GC Bar MON 


VENETIAN 


Mn aad Wlra. Floste th BA. , we 


FLORENTINE 


@ b. and Mes. Wlbam (Fy Benning 








FLEMISH 
. 5 1) es re] 
9) | r. ano Mrs. Noy Odward Loughton 
RIVIERA 
Regency Heliograving (not to Wer and Mrs Arthur R Broderick 
be confused with engraving) FLORIDIAN 


stimulates sales for you with 


all these extra advantages! Mr. and Mes. George R. Werylord : i 
ROMAN STYLUS . e 


@ joined letters in exclusive new 


Regency scripts! Mr and Mrs. Samuel McKinley Ford Flower Wedding 
' UIIU » VU c ~ ENTE 
= sharper, more legible letters! ssnain Line Catalogue : 
mw new effects with su perimposed . Features a complete selection 
and angled letters! Mr. and Mrs. Chomas Barry Nichols of all the most asked-for styles! 
m superior craftsmanship at an LONDON TEXT Postpaid shipment within two 
amazingly low price! days of order! Liberal discount! 





address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10, N. Y. 
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ords alone can't possibly express the user's 
itisfaction the quality ‘feel’ and never-fail- 
lability of Bentsons Top-Flite filing 


s true office comfort and efficiency with dis- 

tive Bentson quality . . . rigid construction, ball 

g roller slides, quality cradle suspensions 

s an unlimited selection of models and 

1rrangements. These are but a few of the 
stomers specify Bentson! 


-alers take pride in selling this preferred 


ty in desks, tables, files and acces 


A copy of our new catalog is reserved 


for you. Write for yours today! 


The BENTSON 


MANUFACTURING CO 


651 Highland Ave. AURORA, ILL 


170 





Co., Birmingham, Ala., don't own tre Birmingham News out 
right they sho’ must own a big block of the stock. Zac Smith 
celebrated its 75th anniversary of family-owned, tamily-opet 
ated service to Birmingham on January 5, and brother they 
ust about took over that day's issue of said newspaper! 
Lemme’ see now—yep, exactly eight solid pages of ads 
pictures galore of stores and personnel and articles outlining 


the history of Zac Smith’s from its beginning. Even got little 


Miss Dean Russen, only nine years old, written up as ‘a 
I 

young business girl Boy—them Russens really start tl off 

early 


One thing is for certain. Just in case there happened to be 
a relative newcomer to Birmingham who didn't know out 
Zac Smith he sure does now. Mind if I add my congratulations 
and best wishes to the flood Doug and Daisy 











~ 

Couple of char of ownership in the area this month. West 
End Offi Supply 935 Gordon St S.-W Atlanta, G has 
been purchased by B. E. Ladd and Kenneth Barnes. B. E. will 
handle the outside stuff and Kenneth will take over th ' 
Both owner! x<tend a cordial invitation for all the travelers to 

in ana son time 
= 

Jimmy Croom, owner of Scott Book & Stationery Store, 
Ashboro, N.C., finally gave up on finding s one to handle 
the ‘‘front ind Id the Office Supply, book and gift section 
to Mr. and Mrs. Glenn Southern and Mrs. George Sumner. Al! 
of these folks a friends of long standing of Jimmy’s 

[The ladies will tak are of the stor n Glenn will | id 

large part of his time out shaking the tree. Gk 
lentally was | ted to the presidency ol his Ki 
Club. The char will leave Jimmy with the office equiy nt 
and machines ion in the rear of th t and gi 

time for nil promotin 
. 

Few peo} ttin’ their names in the papers. Gordon M 
Earle, own f Earles Office Supplies, Salisbury, N.C. for 
one. Seen lik must be pretty active in civic as well 
business affairs. Anyhoo—it got him elect president of the 
Chamb of Ce rce at said town of Salisbury. S: fry 
just ont an in pots like that so we vill have to ievat 
Gordon toa lassification 

ra 
Anothe brity in our midst is Neal Cadeau, Jr., editor of 
Richmon County Journal, Rockingh: N.¢ in the 

n of the late Neal Cadeau, Sr. Neal Jr. has just been ap 
1D¢ f 4 year’ of Rockingha hich means that 
I is definitely toy oy amongst the towns loers”’ an 

ins with t et Joe doits Sure is n to know b 
issociated wit 1 of such calibre 

S 

Our old f n at Mercantile Paper C Mont 
Alabama, | t elves quite a ball on their Christmas party 
Dece ber t. Wut ! ot the usual season ities t on 
re tl ith gold an ‘ Servic 
} 1s 

Starting at t top with 55 years were Irvin Gassenheimer, 
Sr. and Sidney Gassenheimer then on down to the f ar 
grout 

A total of 60 awards were made representing over 630 years 
of service. Of these 29 employees represented 57 I 
lon't know of but one ingredient that would make such a 
record possible and that would be just plain “mighty ni folks 


to work ror 


Finally got a definite report on Clay Tousey. Clay, you will 
remember suffered a serious heart attack several months back 
and it was nip and tuck for a long time. Now it turns out 
he has not gone back to Wilkersons, Jacksonville, but has 
taken a job on tl road for a carpet firm working from Or- 
lando to Savannah. Welcome aboard Clay, even if it ain't sell- 
ing office supple 


Hear where Ronnie Rumph, G-W’s man about Florida, has 
sold his mansion of the St. John’s River and 1s to build just 


off the intra-coastal waterway. He couldn't afford to get off 
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Liberator 75 Liberator 100 
Automatic feed * Hand brush 
inking * Post card to legal size 
$99.50 Tax and counter extra 






Speed - O-Catinel 


Duplicator base and handy util- 
ity cabinet. Top provides over 
5 sq. ft. of working surface... 

$77.50 


Automatic roller release * An 
weight paper to post card stoc 
Automatic brush inking...$149.50 
Tax and counter extra 


Bulletins, office forms, direct mail, 
house organs, catalogs . . . there is 
no limit to the versatility of precision- 
built Speed-O-Print stencil duplicators. 
Anyone can produce sharp, clear, 





professional-quality copies—from ten 
to ten thousand, and in color, if 
desired—quickly and economically. 


DeLuxe Scopre 


Illuminated drawing 
board for hand work on 
stencils. Adjustable to 





Liberator 300 


















any position . . . $49.50 

















| 
| 
| 
| 
| 
| 
| 
| 
| 
a 
| 
| 
| 
| 
| 
| 
| 


Closed cylinder Two 
SPEED-O-PRINT STENCIL DUPLICATORS copies per hour» Auto 
so00.s0 Tax and enanter 


SPEED THE WORK 
extra 


os © hb ae Of OO} 





Simplicity of operation, dependable 
performance, sturdy construction, 
long life .. . these are some of the 
extra-value factors that have made 
Speed-0-Print known the world over 
as “The World's Finest Duplicators 
at the World’s Lowest Prices.” 





Send today for 
ILLUSTRATED CATALOG 
describing the complete Speed-O-Print 

line of stencil duplicators 
and accessories. 





Fite Cabinet 


Accommodates 400 sten- 
cils or offset plates. Max- 
imum protection, easy 
storage .. . $49.50 


iterator 200 


5000 copies per hour * Hairline 
registration * Perfect for multi- 
ple color work . . . $199.50 Tax 
and counter extra 






SPEED-O-PRINT CORPORATION 


1801 W. Larchmont Ave Chicago 13 





in Canada | SPEED-O-PRINT (CANADA) LTD. 
Feature-packed Post Card-Menu | 641 CRAIG ST WEST 
Duplicator . . . $44.50 plus tax l MONTREAL, QUE., CANADA 
' 
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Sell The 
Stationers TOP LINE 


_....Made for you EXCLUSIVELY? 








ASSORTMENT SD-12 





STATIONERS’ ASSORTMENT 


INCLUDING 


FREE 


COUNTER DISPLAY CABINET 


This display is sturdily constructed of beautiful 
blond-finish oak and comes equipped with glass 
front. For convenience, display has storage space 
in back for reserve stock. 

SD-12 ASSORTMENT CONSISTS OF: 


@ 2 Pair 3752, e 3 Pair 3218, 


12”Trimming Shears 8” Utility Shears 
@ 2 Pair 3760, e 3 Pair 3217, 
10” Office Shears 7” Utility Shears 


e 3 Pair 3769, e 3 Pair 3216, 
9” Office Shears 6” Utility Shears 


e 3 Pair 3768, e@ 3 Pair 1718, 
8” Office Shears 8” Clipping Shears 


@ 2 Pair 1719, 9” Clipping Shears 


TOTAL RETAIL VALUE $93.60 
DEALERS COST $56.16 


your Fut 40% prorir > 37.44 





CLAUSS CUTLERY COMPANY 
Fremont, Ohio 
New York Office, 1107 Broadway 





HOT HAMMER FORGED 
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the water what with owning a new 22’ Owens cruiser. Gonna 
run for “Commodore” of the local yacht club Ronnie? 
+ 

Glen Moak, Carter's man around the Carolinas, suffered 
another slight heart attack recently but am glad to report that 
he is now back on the job although at a slightly reduced 
pace. 

* 

Dot Harbin, wife of Jim Harbin, Columbia, S.C., was hos- 
pitalized Sunday, January 26th due to black-outs but I have 
no further details 

fe 

The Bob Griffiths, Griffith Office Equipment Co., High 
Point, N.C., were really flyin high January 18. That's the day 
Margie presented Bob with their first youngun, Bobbie Gay, 
eight pounds F.O.B. High Point hospital. Everything went ac- 
cording to Hoyle but there was one unusual circumstance. Bob 
has a daughter by a former marriage and the new arrival turns 
up with exactly the same birthday. Granma Griffith came 
through fine too. 

® 

On January 16 we lost still another of the old timers in our 
industry. James Wyatt Browning, Jr., perhaps better know to 
us as “Buck”, buyer for R. L. Bryan Co., Columbia, S.C. for 
lo these many years, died from a heart attack 

A group of Carolina Travelers within a radius of 125 miles 
of Charlotte decided to swing a little “appreciation” party for 
their dealers in the area with the idea in mind of turning 
it into either a sales rally or product knowledge meeting next 
year. With Johnny Floyd, Lyle Jones, Lock Morgan and their 
“general managers” spearheading the deal invitations were sent 
out for January 25 and a total of 164 dealers, a few of their 
sales people, travelers and their wives enjoyed one of the 
nicest social gatherings this ole scribe has seen in many a day. 

It started off with a one hour “friendship room", then a 
buffet dinner superbly catered by the Stork Restaurant in 
Charlotte. Both of these functions were held in the new Owens 
Auditorium amid its lovely decor and surroundings. Then the 
entire group was treated to a pro hockey game at the fabulous 
“big dome” coliseum. 

o 

The Memphis regional convention is getting closer and closer 
and it looks bigger and better with each article that comes 
out. The ladies are to have a “sho nuft’’ Mississippi boat ride 
and the dealers are to be treated to some of the most potent 
parts of the sessions held at the University of Georgia. Of 
course the “Fabulous Fourth Dixieland Jubilee’ is something 
no self respecting $.T.C. member would miss so lets get be- 
hind the ball and push. Send in that reservation right now 
and get there on the 17th as there is to be a “‘pre-convention” 
party that night 

+ 
“Good chompin nite” 

Many thanks to Charles K. Walter, mfrs.’ rep.. for an assist 
on the best spot to hang on the nose bag. Charles writes 
in that he has come across one of the finest restaurants to be 
found anywhere, and, in this case, in a spot where you would 
probably least expect it. Promoted as “the finest little restau- 
rant” in this section all you have to do is start looking when 
you are leaving Toccoa, Ga. heading north towards Greenville, 
a, 

Terrell’s Restaurant is what you will be looking for and 
once inside Walter says you will never get outside a better 
cooked, or served, meal anywhere. Fact is he says few towns 
10 times the size of Toccoa can boast of as fine a restaurant. 
Their specialty is the finest K.C. steaks, seafood and chicken 
and when concocted by “down home folks’ like the Terrells 
you have a “combo” hard to beat anywhere. The restaurant 
itself has just been redecorated and the kitchen is equipped 
with the most modern equipment obtainable. All this, coupled 
with very reasonable prices should be enough inducement for 
you travelers headed in Toccoa’s direction to drive that extra 
fifty miles and give Terrell’s a try. 

- 

Got some nice help from Bill (Bainbridge) Keenan, Dave 
(Bates) Ogden, Inky (Sanfords) Lydiard and Joe Maura this 
month but for some reason a few of the “old reliables’’ have 
dropped by the wayside. Come back boys—ah needs ya. 
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Upholstered 
or cane back, 
interchangeable 


All curved parts steam 
bent from solid wood 
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5600 SERIES 


Sleek new Modan series 
up-grades any office! 





a Gs Bn ER CRE os ee 








5610-CB 5610-UB 
Only rarely does a single group of business chairs create 
is much immediate interest among dealers and customers ' 
is our new Modan series. In the short time since its in- 
roduction, the Modan has become one of the fastest . 
selling lines in the office furniture industry. It is truly 
riginal in its treatment of the modern Danish design 
. sells equally well as original equipment or as replace- . 
nents for outmoded pieces. 
ee ee ke 
r - = , ; 
Available with new colorfast, wash- 
| | | 
, SPACES 266-277 | able TRILOK fabric or grospoint ; 
. : “aa ee ' 
NOFA Convention | in combination with either top grain 
‘ , , = , ! 
Philadelphia leather or Naugahyde. Finished in 
| March 28-31 a rich natural walnut. 
. | ' ' 
. Pri } ] 
S, or detail: st. 
: pnt rices, other details on request é saiede 961400 
i ' 
BOLING CHAIR COMPANY °*** 
L | YEAR 
siler city, north carolina 
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The new Model 60 


MASTER ADDRESSER 


ADDRESSES Statements. Direct 


ing Material. Service Follow-up 


IMPRINTS Time Cards. Checks, Px pt o— 


Shipping Labels and Tags, et 
HEADS Requisitions, Purcha 


Cards, Folders, Hospital Admittance 


Records and Reports. 


REPRODUCES | Signatures. Addresses, 


Forms. Specifications and Directions. 


So versatile it can be adapted to almos: 
any repetitive writing job. So_simple to 
use it prints from paper masters pre 
pared in any typewriter. So flexible the 
Masters can be used separately or at 
tached to almost any type of record 
or ledger card . . . combines printing 


medium and record files in one. So in- 


expensive even the smallest office can't 
afford to be without it. 

Actually the Model 60 MASTER AD 
DRESSER is far more than just an 
addressing machine. It’s a desk-sized 
duplicator using the spirit process of 
duplication to perform 100s of repeti 
tive printing jobs for 1000s of bus 
nesses and organizations. 


If you sell office equipment, 








@ Tell me more about the “Model 60” 


franchise plan. 

COMPANY 

NAME 

ADDRESS 

CITY STATE 


174 


An EXCITING New Tool 
for SAVING TIME 
in the OFFICE 








don’t miss this op- 
portunity to handle the NEW MODEI 
turn this coupon for complete 
dealer Franchise for your area. 


MASTER ADDRESSER COMPANY 
6500-OA West Lake St., Minneapolis 26, Minn. 


5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





IMPORTANT DATE THE 
FRIENDLY FIFTH IN FIFTY-EIGHT 

March 20-22. You have all received 
the mailings on our regional convention 
from our Governor J. Hanly Morgan, 
acquainting you with full particulars 
People will start arriving on March 20th 
and entertainment is planned for that 
Thursday evening, and also Friday and 
Saturday nights 

According to our illustrious governor, 
the days will be full and interesting 
and will be both instructive and educa- 


tional. Business will be conducted amid the luxurious sur 





roundings that only The Greenbrier has to offer. You will en- 
joy the utmost in gourmet food that is prepared by the best 
chefs. You will enjoy golf, indoor swimming in a heated pool 
and many, many other diversions. This should be a meeting 
that will be long remembered, both from a business and social 
standpoint See you there? 


a 
WEST VIRGINIA Office Equipment Dealers Association 
held their first meeting of 1958 on February 22 at The Ruffne 
Hotel in Charleston, starting at 2 p.m. The Petticoats have 


hold of the reins again: Doris Dalton, store manager of Mor 
ran's Inc., is president; Frances McCormick, McCormick's 
St. Albans, 1s vice-president; Fred Ashworth, Stationers, Inc 
Huntington, is secretary-treasurer. How did you sneak in there, 
Fred ? 
2 
1958 CAVALCADE OF SALES held by the Motor City 
Travelers Club in Detroit at The Lee Plaza on January 29 was 
its usual success, with a tremendous attendance of travelers 
and dealers from all of Michigan and surrounding area. A 
kick-off luncheon was held for the travelers at Terova's 
Rathskellar. The evening program got under way with a cock- 
tail party at 6 p.m., followed by an excellent dinner at 7 
o'clock. A very interesting and instructive talk was given by 
the Hon. G. Herbert True, who is a nationally known speaker 
and marketing consultant. The Motor City boys have again 
done an outstanding job, and will undoubtedly continue their 
Cavalcade of Sales 
6 
Mrs. Clara Garrigan, Garrigans, Springfield, Ohi an- 
nounces the opening of a new and spacious store and build- 
ing that is the culmination of a long-time dream. The decor is 
in the modern self-serve motif, and is the utmost in function 
and appearance. Formal grand opening was held on February 1. 
° 
S. & W. Office Equipment Co. in Cincinnati suffered con- 
siderable smoke and water damage from a fire on the upper 
floors of the building at 215 E. Eighth St 
- 
SIR STORK FLIES ON: Velma & Dayle Rasmussen, Acco 


Products, greeted a new daughter on January 24. This is their 


third: they have two sons... Charlotte & Harry Howard, 
Minnesota Mining and Mfg. Co., were blessed with their first 
child, a boy, after many years of married life. Douglas Arthur 
was sa on January 22, CONGRATULATIONS! 

~ 


Gene Hall and his family are back in Beckley, W. Va., to 
assume management of May Office Service. We hear that our 


favorite gal, Ellen May, (Gene's mom-in-law) is to be mar- 
ried in the near future. Is for true, Ellen? 


The Billy Kane’s, Oxford Filing Supply Co., announce the 
marriage of their son, Billy, Jr. to Patricia Fogarty on Janu- 
ary 11 The Maurice Boones, Boone Office Supply Co., 
Louisville, Ky., have announced that their son Ralph will be 
married to Constance Bixler of Schenectady, N. Y. next April 
12. Ralph, who is associated with his father in the business, 
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Fire-Resistive File 


priced for the 
Mass Market 





OW -Herring:Hall-Marvin 
offers an Insulated 





Why push the sale of ordinary filing cabinets? Every 
business has important papers which must be pro- 
tected against fire and which cannot conveniently be 
kept in a vault or safe. And there’s so much more 
profit for you in HerringeHalleMarvin Fire-Tested 


and Certified Safe Record Files. 


They cost more than ordinary, non-insulated files, 


of course, but the introduction of this new Class “D” 


HERRING - HALL: MARVIN SAFE COMPANY 


HAMILTON, OHIO ©* Builders of the United States Silver Storage Vaults at West Point 
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file at prices considerably lower than those with Class 


“C’’ ratings opens a big new field of prospects for you 


Class ‘‘D’’ Safe Record Files are available—now— 
in 2, 3, and 4-drawer models—letter and legal sizes. 
Cross tray files are available for all drawers. Files 
are furnished in choice of three decorator colors to 
match the decor of the modern office—Mist Green, 


Gray, Stylite Tan. 








SUF 


ADDING 
MACHINE 


plus tax 


The 
Smallest Adding Machine 
in the World 


“Engineered to last a lifetime!” 


SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. 


GUARANTEED 


176 





met Constance when they were both students at Vanderbilt 
University. CONGRATULATIONS! 
— 


TRAVELERS RELOCATIONS: J. M. (Max) Dollens, Ebe: 
hard Faber Pencil Co., now resides at 950 Hempstead Drive, 
Cincinnati 31, Ohio. Telephone WEstwood 1-4836 
Dayle Rasmussen, Acco Products, is now at 2311 Townshill 
Drive, Cincinnati 38, Ohio. Telephone MOntana 2-1103 
Bob Neil, Bates Mfg. Co., is now at 638 Irving Park Blvd 
Sheffield Lake, Ohio. Telephone ATlantic 8-6984 

e 


TRAVELER APPOINTMENTS: Walter Hanson has been 
transferred from Boston to Cleveland to cover northern Ohio 
and western Pennsylvania for Carter's Ink. He's been with the 
firm two years. “Belt-in-the-back” Hanson is what they call 
him — strictly in the Ivy League. Mr. Hanson is currently a 
bachelor, but his freedom will be short-lived; he is to be mar- 
ried in May Herb Mohbat, our new and shiny manu 
facturer’s representative, has just been appointed by Stempel 
Mfg. Co. to cover the Fifth. . . . . .Robert E. Smith is now 
calling on dealers in this area for Myrtle Desk Co. and Boling 
Chair Co 

os 


Herman J. Marabell, president of the Central Office Supply 
Co. stores in Detroit, announces the opening of another out- 
let in that city. It will be located in the Fox Theatre Building, 
and will front on Woodward Avenue with traffic entrances on 
Woodward and in the building lobby. Opening is scheduled 
for March 1. Gerry Pelletier, a veteran of the organization, 
will supervise this store and the one on Bagley. He was store 
manager of the Bagley Branch. 


HURRY UP AND GET WELL DEPARTMENT: Harvey 


Thomas, manager of the new Lafayette Street store of Buck- 
land-Van-Wald in Detroit, was admitted to Art Center Hos- 


pital in that city with a heart ailment. . . . . .Edma Schuster 
Hough, Miles Fox Co., Detroit, is recuperating after a lengthy 
session at Henry Ford Hospital. .... .Gayle Denny, Transyl- 


vania Printing Co., Lexington, Ky-, is back in the hospital 
with recurrent back trouble. 


GOOD MO’NIN JUDGE! Judge 
Charles I. Boone is the new sales rep- 
resentative for Boone Office Supply Co. 
in Louisville, Kentucky. His Honor is 
Police Court Judge at Shively, Ky., (pop. 
12,500) just adjoining Louisville, and 
is starting his second four year term. 


Judge Boone is not without experience 
in the industry; he was manager of the 
old Boone Brothers Co., Inc., printers 
and stationers of Louisville, 15 years 
ago. He promises to be lenient on travel- 
ers who should happen (Heaven forbid) 
to commit any traffic offenses in Shively 





Judge Boone 


THOSE WEALTHY VACATIONISTS, all in Florida 
Ed Howard, The Globe Wernicke Co., at Delray Beach P 
Ben Rehmar, Peerless Office Supply Co., Columbus, Ohio, at 
Miami Beach Jack Schafer, manufacturers’ representative, 
at Coral Gables ; ° .Dottie (Mrs: Neal) Olson, Olson's, 
Mt. Vernon, Ohio, at Miami Beach with daughter Brenda 

Thelma Gregory, Koehler Stamp and _ Stationery Co., 
Louisville, Ky-, in Miami. 


. 
PASSED AWAY — Peter Kemle, 47, General Office Supply 
Co., Detroit, died on January 18. He leaves his wife, Ethel, 
and daughter, Jean... . . .Arnold J. Marin, 67, died suddenly 


in St. Petersburg, Florida, leaving his wife Jewel, son Duane, 
and three grandchildren. He passed away on January 15, a 
year after he retired from Gregory, Mayer & Thom Co. of 
Detroit. He had been with the firm 12 years William 
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General Office Desks Posture Chairs Accessories 


—s = E LCAS = ‘Convertible Units 


offers you the most complete line 
Te) iu dlal-m-) 0-1-1 eo) ai leol-Mmaelgaliaela— 


Tam tal-mrorel alta’, 


Executive + General Office Chairs — Executive Desks 



















If you are a prospective office fur- If you are a prospective Steelcase dealer, 
a niture buyer, think how important think of the sales opportunities such a com- 
it will be to be able to equip each plete line presents . . . in terms of completely 
nda office area with distinctly different integrated installations .. . 

| types of furniture . . . yet furniture Write Steelcase Sales Director for more in- 
which as a family, is completely correlated formation about the Steelcase Independent- 
with respect to style, design, construction Dealer method of selling. Steelcase Inc., 1491 

‘y and harmonious Sunshine-Styled colors. Division, O, Grand Rapids, Michigan. 


a 


 |STEELCASE IN ©@ 
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STOP! LOOK! SELLI 





America’s most complete line of . . . 


@ DRAWING SETS e DRAFTING MATERIALS 
e@ DRAFTING INSTRUMENTS e DRAWING EQUIPMENT 
e DESIGNING AIDS e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 










No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades -assures a per- 
fect true point every time. A sure bus- 
iness builder! 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator! 

Retail price:......... $17.00 
a ee 10.20 


PP OO 46.6 ote aces 








No. 5018D FREE Counter Display 
with 24 tubes of refill leads. 12 leads 
to a tube. A choice top grade refill 
drawing lead of superior quality and 
strength. A real soles leader. 





No. 5012D - FREE Counter Display 
contains 12 lead holders H, 2H ond 
4H hoving 2 ec. with clip ond 2 ea. 
w/o clip of ea. A traffic stopper. 







Retail price:......... $16.50 Retail price:....... . $19.00 
ee eee 11.40 
| Ee G46 Your pro@t:..........- 7.60 






THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


GIANT - NEW 
1958 ALVIN 
@ CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideo! 
sales tool. 








“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 


ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | have checked below. 






FREE folder showing Alvin's complete line of 
Soles Aids 


© FREE 84 Page Catolog 


0 No. 50130 () Ne, 5000D No. 5012D No. 5018D 


© Information on FREE imprinted envelope stuffers on above items 


Name a —————— 








Company 


Address 





City Zone State 
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R. Roehm, 86, died in January after 50 years in the sales de- 
partment of Gregory, Mayer & Thom Co., Detroit. He leaves 
his wife, Eleanor, and a daughter and two sons Harold 
Coldren, 49, popular county sales manager of Columbus Blank 
Book Co., Columbus, Ohio, died suddenly while on a business 
trip, January 20. He had been with the firm 10 years. He 
leaves his widow, Adenia and three children. Our deepest sym- 
pathy to the respective families. 

€ 


SEE YOU ALL AT GREENBRIER MARCH 20-22 


6th District Notes 





Chairmen for the Great Lakes Travelers Club golf outings 
are all lined up in advance 

At Nippersink for the Sunday afternoon event preceding the 
convention opening, Walter Lennartson is the chairman as- 
sisted by Ken Henderson, co-chairman; Ray J. Eichenlaub, Tom 
Gillice, Bob Greco, Gordon Kickels, Bob Halbreder and Erv 
Doepke. The date is May 25. 

Chairman Walter Bryzek announces that the Cog Hill outing 
will be. held on July 24. A. W. (Bill) Murray is co-chairman 
and other members of the committee are Dick Kramer, Jerry 
Henningson and Frank Cognato. 

Denny Allen is again co-ordinator of the Milwaukee tour- 
nament winding up the season. 

* 

GLTC fraternal committee (to be notified about illnesses and 
deaths in the 6th District) is composed of Bill Silberstorf (G. 
J. Aigner Co.), chairman; Bill Martin, co-chairman; Jerry Ol- 
son, Tom Mahoney and Benny Allen. 

* 

The NSOEA kick-off will be chairmanned by Benny Allen 
assisted by Ray J. Eichenlaub. C. O. Schlaver is chairman of 
the GLTC Christmas party and Ken Henderson is co-chairman. 
Ken Reister will head up the 1959 birthday ball. 

® 

Clarence Balliett, manufacturers’ representative has returned 
to his Mount Prospect, IIl., home after a stay in Florida. 
B-r-r-r! is his reaction to Florida weather 

os 

McLennon Pen Co. is remodeling its retail and wholesale out- 
let facilities at 220 S. State St., Chicago. Fixtures are by Ray 
J. Eichenlaub, Service Steel Products Co 

2 

E. A. Napp of Napp Office & School Supply Co., Manito- 
woc, Wis., former governor of District 6, is getting publicity 
of all sorts after his ‘‘lost’’ incident while deer hunting in the 
north woods. A local artist went so far as to make up a comic 
strip about it and the newspaper commented on it in its letter 
to Santa, saying, “Please bring Eddie Napp a new compass 
so he won't get lost next deer hunting season and spoil the 
card games that are interrupted while people are organizing 
searching parties to look for him. ” 

It happened like this, says Ed: “We were traveling in pairs 
My partner got a shot and wounded a deer. He called me and 
we started to follow the trail. A little later our other twosome 
joined us. With our heads down, all four of us kept watching 
for the drops of blood. Suddenly, darkness fell. One of the 
fellows insisted on following the trail. I was bushed and re- 
fused to go any further. The one kept going while the three 
of us stopped momentarily 

By this time it was getting too dark to back track and we 
knew we were lost, not having paid attention to our compass. 
We gave the lost signa’, thre: shots in the air. We made up 
our minds to stay for the ngint but I kept blowing the whistle 
which I have carried for the past 25 years. Our lost signal 
was heard. The deputy ranger was on his way after us and 
finally the rescue party hexrad my whistle. We spent about two 
hours in the woods in the dark before they finally got to us. 

Believe me we were glad to get back to our cabin and the 

artinis and dinner really tasted good. There was a snowstorm 
that night and it was good to be inside rather than somewhere 
mut in the woods 


P.S The wounded deer was located and shot the next 


morning 
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R-B Mimeo Papers 


R-B Duplicator Papers 


with R-B Mimeo and Duplicator Papers 


If all your business were repeat orders, 
you’d have a mighty pretty profit pic- 
ture, wouldn’t you? Then doesn’t it make 
sense to nail down as much repeat busi- 
ness as possible with “‘customer-keeping”’ 
merchandise? 

With Rockwell-Barnes Mimeo and 
Duplicator Papers you can be certain 
your customers get the kind of merchan- 
dise that will keep them coming back for 


more. The R-B quality line offers an as- 
sortment of weights, colors and textures 
for all machines. And you get more busi- 
ness because your customers get more 
satisfaction. 

Mimeo papers, duplicator papers, and 
all other products in the R-B line are 
backed by the R-B reputation as “‘spe- 
cialists to the stationer’”’. .. for more 
than a half century. 


R-B means REPEAT BUSINESS—Prove it to yourself! 


Catalog, price list and samples available to qualified dealers upon request. 


Ask about Personalized L aeels — another customer-keeping aid! 


Spotseald Adding Machine & Other 


Rolls « Desk Blotters, Embossed & Plain k il ea C . 
« File Folders, Manila « Notebooks, Eye- Roc we sy rnes ompa ny 


Tint & White « Pads, Plain & Ruled « 
Printed “COPY” Second Sheets « Bond 
& Sulphite Papers « Duplicating Papers 
« Mimeo Papers « Manifold Papers « 
Manila Second Sheets. 
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Specialists to the Stationer Since 1903 








35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 
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No. 9-18 Lockerette—Capacity: 18 
coats on hangers,.18 hat spaces, 
18 individual lock boéxes and 
overshoe shelf. Length 9 ft. 


Jee F HACE VA 
Pe ockerette 


Easy to sell because Lockerettes combine the best 
features of both wardrobe racks and lockers—keep 
wraps out in the open, aired, dry and in press; 
provide individual 12” x 12” x 15” lock boxes for 
personal effects. Easy to sell too because they carry 
the nationally advertised, universally recognized 
quality trade mark—"Office Valet” 


No. 6-12 Lockerette. Ac- 
commodates 12 people 
on 6’0” x 1’3” floor 
space. 





(Right) These compact, 
efficient units fit in 
anywhere. Solve the 
umbrella problem. 


_ Two capacities: 16 or 
24. 
Write for Catalog Sheets, Dealer Sales Helps, LO-13 "104 


VOGEL-PETERSON CO. 


1127 West 37th Street + Chicago 9, Illinois 
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7+h District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 





“Our Latch-String is Always Out” 

WORLD TRAVELER — Carl M. 
Schutz, Eagle Pencil Co., is moving to 
Connecticut to take over as director of 
sales education, where his travels will 
take him to the four corners of the earth. 

STORK STATISTICS — Bob Larson 
of Gaffaney’s in Minot, N.D. just became 
a proud papa. 

s 

ON THE MOVE — Bob Silvers of Frederick Sherry is mov- 

ing to new quarters in Minneapolis. Do not know the exact 





address yet. 

Stokes Printing, Grand Rapids, Minn., is moving to new 
quarters 

Mike Stevenson, Central Office Supply in Minot, N.D. is 
also changing location. 

Mr. & Mrs. Phil Carlson of Range Office Supply, Virginia, 
Minn., just celebrated their 15th wedding anniversary. 

Bud Roller of Roller Office Supply in Grand Forks, N.D., 
just purchased a new airplane. 

6 

BEST QUIP OF THE MONTH — Pau! Burbank’s story re- 
garding the oil concern that gave away 1000 coal shovels, 
first come first served. However, when the owner of the new 
shovel would be shoveling coal into his furnace in the wee, 
wee early hours he would see the inscription burned in the 
handle, “You wouldn’t be down here working so dang hard 
if you would buy one of our oil heaters 

* 

BEST IDEA OF THE MONTH — If I gave you a dollar and 
you gave me a dollar, we would both have a dollar, but if I 
gave you an idea and you gave me an idea, we would both 


have two ideas 





Seen at Sales Spectacular . . . Three District 7 couples in 
attendance at the recent Sales Spectacular included Mr. & 
Mrs. Wally Hubbs, Mr. & Mrs. Bob Brown and Mr. & Mes. 
Howard Schaub. Hubbs is past governor, Brown is present 
governor and Schaub is vice-governor 


ON THE TRAIL — Ran into Ray Thompson of Smead Mfg. 
Corp., Wm. Corby of Federal Stationery and Ernie Ellenson of 
St. Paul Book 
‘CONSOLIDATION — McClain & Hedman of St. Paul are 
announcing their consolidation with the Leslie Schuldt Co. of 
St. Paul, to become effective May 1, 1958. The name of the new 
firm will be McClain & Hedman and Schuldt Co. (See story 
elsewhere. 

s 

HATS OFF to John Christianson of Quality Park Envelope 
Co., who made a very wonderful speech at the sales rally held 
in Los Angeles 

e 

COMING EVENTS — Viva la Mexico — District 7 Region- 
al Convention June 2, 3, & 4 at the Leamington Hotel in 
Minneapolis 
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. sales features to match the 
\ 
. - 
* 
* :. 
* 
. a 
* 
° 6 
e @ 
e °® 
e °@ 
e °®@ 
e °¢6 
e 63 
. 2“ No. 40 
ee Secretarial 
s. Posture Chair the new hot line of 
& 
oy ‘Siz STEEL CHAIRS 
e 6 LIST 
° 86 
e @ 
°® °® 
- da WITH ALL THESE QUALITY CONSTRUCTION 
° @ 
ee FEATURES FOUND ONLY IN TOP PRICE CHAIRS 
° °@ 
® °® 
® °e Steel saddle seat pan with heavy High impact Styrene arm rests, in No. Bl 
‘ eo ‘ < v 1%'" thick foam rubber padding. v hormonizing colors. $52 acy Revolving Chair 
ee Vv Wall saver rear legs, tapered front Vv Extra heavy all-welded square tube 
ee legs, self-leveling rubber cushioned construction. 
ee glides. 
“er Vv Senderd euuel and th eniteeh. Vv U.S. Elastic Naugahyde upholstery in 
e686 Double spring tilt mechanism. nine popular colors. 
. 9 Vv Full size generously proportioned Vv Baked enamel finish in gray, tan, and 
e ° ° e chairs, designed for comfort. mist green. 
ee Vv Cast aluminum base 26” spread with Vv Heavy vinyl protective bumper on 
ee ball bearing casters. posture chairs safeguard furniture. 
e ® 
ee @¢@ 
ee SEE US IN PHILADELPHIA MAKE EXTRA PROFITABLE SALES WITH 
ee AT THE NOFA CONVENTION . wpe apg cong a toeg od tee 
e *@ ny Assortment on Your er Earns Discount. 
e @ a a WRITE TODAY FOR LITERATURE 
e °@ 
e.6h6©° 
. 
@ ef No. 30 Side Chair $24.95 list | No. 20 Arm Chair $34.95 list [| No. 60 Side Revolving Chair No. 10 Arm Revolving Chair 
® $56.95 list $59.95 list 
e @ 
* 
e °@ 
* 
°®.)6h686 
s 
e @ 
ae 
e® 6 
é 
°®.)6h68 
* 
e686 
a 
® @ 
. 
® @ 
a 
®. 66 
@ @ Prices slightly higher Western Zone. T 
MMKKKR KK » 4 ‘ 
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FELT TiP PENS! 


A Complete Line of 
Felt Tip Marking Tools... 


that will meet all the marking, drawing and la- 
belling requirements of every one of your custom- 
ers. There are Standard Flo-masters, Advanced 
Flo-masters, King Size Flo-masters ... the newly 
introduced Cado-marker ...and a complete line 
of inks, tips and cleaners. 
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Manufactured ina 


Brand New Plant... 


at Carlstadt, N. J., by modern equipment and 
production methods that have permitted us to 
improve the quality and quantity of our product 
—to help you serve your customers better and 
faster than ever before. 


© 














© 


Uniform Packaging... 
Flo-master units are attractively packaged to 
permit effective display, better inventory control, 
quick identification and increased eye appeal. 














Supported by National 
Advertising... 


in leading publications throughout the year. Each 
ad keeps selling your customers and prospects 
on Flo-master’s complete line of quality felt tip 
marking equipment. And remember, each and 
every ad directs them to buy from the stationery 
dealer — sending customers to you! 














As marking importance progresses, more and more 
people are specifying Flo-master Felt-Tipped Pens 
— for lasting service and value. That’s another rea- 
son why Flo-master continues to be the preferred 
felt-tipped pen...why, year in and year out, it 
pays —and pays well — to sell Flo-master! 


Flo-master 


CUSHMAN & DENISON MFG. CO. 
Dept. OA-3, 625 Eighth Avenve © New York 18, New York 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 





It is with the deepest regret that I report the passing of Ward 
H. Silliman on January 7. Ward had been ill for several 
months and we all had hoped that he would ultimately recover. 
He was a past president of the Texas Travelers Club and a 
member of the Midwest Travelers Club. We have lost a most 
wonderful friend and our sincerest sympathy and condolences 
go to his family. 

e 

I am sorry to report also, that Dick Coffman, who presided 
over the order desk for many years at Clark & Courts, Dallas, 
passed away several weeks ago. This news came in just the 
other day 

* 


C. David Hannum, formerly associated with Frontier Mfg. 
Co. Dallas, informs me that he is now connected with Inca 
Metal Products, Carrollton, Tex. The company will offer a line 
of storage cabinets, lockers and steel shelving to the trade. I 
have his application to the Texas Travelers, too. 

e 

John Kolb, C. Howard Hunt Pen Co., advises that he has 
appointed Don Nungester, Dallas, as southwestern representa- 
tive. Welcome to the great fraternity, Don. Make yourself 
known to the other travelers when you run into them. 

e 

G. H. McKinney, who has held down the buyers’ desk at 
Federal Staty. Co., Oklahoma City, advises that he is being 
transferred to the Denver branch of Carpenter Paper Co., 
Stationery Division, as manager. Sorry to see Gerry leave, but 
our warmest congratulations go with him. The move was to 
be made on or about February 1. However, another good man 
will take his place in Oklahoma City. Congratulations to Harry 
Harrison, who has been Gerry’s assistant. 

* 

There are other changes at Carpenter Paper Co., Stationery 
Division, Houston, also: 

Joe Sager, on the manager's desk for some time, is going out 
on the territory covered by Calvin Vibbard and Calvin is tak- 
ing over Joe’s desk. What's the matter, Joe, ulcers? 

s 

Had a note from Bill Anderson, Stationers Dist. Co., Ft. 
Worth, advising that a new office supply store had opened in 
Muleshoe, Tex. The name is Remund-Wilson Co. The store is 
40 x 100 feet and in a new building. The new owners are new 
in the office supply business and would like to meet the trav- 
elers as they make their way west in the Panhandle of Texas. 
Catalogs and price lists would be greatly appreciated. Thanks 
very much Bill, for the note. (Dealers and travelers, please take 
a hint). 

e 

Lloyd Mabe, Mabe Office Supply, Ft. Worth, advises that he 
has occupied his new warehouse located at First & Jones, Ft. 
Worth. This building is a combination warehouse and show 
room with 75 feet of plate glass show windows. This room ex- 
tends 65 feet north leaving a large area for storage. He is 
featuring Bentson Steel and Indiana desks and Indiana chairs. 
Buying operations will continue at 506 Main St. Congratula- 
tions, Lloyd. 

° 

Wonder what the attraction was in Shreveport the first part 
of January? Looked like a small convention with the following 
attending: H. Doyle May, Invincible Steel; W. H. Blake, Bates 
Mfg. Co.; Wayne Preston, Ward H. Silliman & Associates; Bob 
Strafford III, and others. 


Formal Opening Marks New Store, 
Showrooms for Garrigan’s 
Springfield, Ohio, re- 


stationery and supply 
place on January 31 


Garrigan’s at 234 W. Columbia St., 
cently opened a new office showroom, 
store. The formal opening event took 
and February 1. 
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, Check these facts! You'll sell MONARCHI 
t 
| in MONARCH I MACHINE | MACHINE | MACHINE | MACHINE | MACHINE | MACHINE | MACHINE 
e is Sia - ~~ No. 10 Q R S T U Ww x 
ew List Price _ $5.65 $5. 5.50 7 7 
rav ___Weight in Ounces 27 15 16 18 19 19 
xas Stapling Reach 5" 34" 334" 4” 4” 4” 
nks __Uses Full 210 Strip Standard Staples x X x . 
rke __Pins in addition to staplin x x x x x 
Opens for tacking x x X x 
| All springs concealed thus 
t he ___ tamper proof 
Ft. __Open channel for easy loadin 
ow | ___ Opens automatically for loadin 
P | __ Visible load indicator 
S Extra large, smooth striker cap 
eae means less pressure, x 
“ greater comfort 
- ___ All metal construction x X 
_Cost per quality ounce 21¢ 37¢ 
art s 
pee See your Vail Representative, 
ates or contact— 
Bob 


MONARCH PRODUCTS 


Vail Manufacturing Company 
900 East 95th Street 
re Chicago 19, Illinois 
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INTERNAL REVENUE 
EXPENSE RULING 


+ 
New DOME Personal 


TAX RECORD & GUIDE 


SALES BONANZA 
FOR STATIONERS 





GUARANTEED 
TO 
CUT TAXES 






nome 
bee 
| TAX RECORD 


Contains 
| Record of 
Auto Expenses \ 
income and | 
tan Deductions ; 
1 with Schedules \\ 
tor \\ 
individuals \ 


RETAILS FOR 


$9 00 





ORDER THROUGH 


i 
§ 
. 
i 
é 
3 
§ 
a 
i 
¥ 
YOUR WHOLESALER y 
i 
‘ 
t 
E 
i 
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THE BOOK BEHIND THE HEADLINES 


Specially designed to fit traveling and reimbursed 
expenses on line 6A. Ties in with tax returns 


EVERY TAXPAYER A PROSPECT 
Internal Revenue says: “Keeping Books means a 
systematic record and does not mean the keeping of 
a few casual notes or informal records 

The New Dome Personal Tax Record and guide con- 

tains 128 pages bound in an attractive pocket size 

(4" x 856") sales impulse cover. It is shipped two 


dozen in a self-service counter display box 


NOTE: May we suggest you order immediately, be- 
cause if orders keep coming at their present 


rate, shipments may fall behind 





DOME Publishing Company 





DOME BUILDING, 357-361 CANAL ST., PROVIDENCE 3, R. |. 
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llth District Notes 


HAL SULLIVAN, correspondent 
17252 13th Ave. N.W., Seattle 77, Wash. 





The Oregon Trail Travelers Club first annual Salesman of 
the Year Sales Rally was held at the Benson Hotel, Portland 
Ore., on January 24, and all agree that it was a great success 

Congratulations are in order to Ken (National Blankbook) 
Dickensheet and his committee for all their excellent organiza- 
tion and fine choice of guest speakers 

About 150 dealers, salesmen, travelers, and their wives were 
in attendance. Winner of the grand trophy and gold wrist 
watch presented by the O.T.T. was Harold Meyers of Kilham 
Stationery & Printing Co., Portland. The other four runner-up 
finalists were 

Don Minton—Strawn’s, Boise, Ida 

Bill Marsh—Shaw & Borden, Spokane, Wash 

Len Bjourgland—Stationers Inc., Tacoma, Wash 

Hal Haldores—Charlie Helwig, Inc., Portland 

All agreed that these finalists were certainly deserving of 
recognition for the effort that has contributed so much to our 
particular industry. Much mention was also made of the fine 
new identification badges worn by all Oregon Trail Travelers. 
We would like to thank Wilson Turner (formerly of Eagle 
Pencil in this territory, and now in private business in Cali- 
fornia) for designing these attractive buttons. It is our inten- 
tion to wear them at future conventions and, so far as we know, 
this is another first for the O.T.T. 

One other innovation of our progressive club has just been 
mailed to all dealers in the Northwest. Of course, I refer to 
the new O.T.T. roster that features pictures along with personal 
and business data for each and every member. Any dealer who 
has not received a copy of this valuable item can obtain one by 
dropping your correspondent a note, we'll see that you get one 
This roster is dedicated to our beloved, deceased member 
Charlie Nunn, who all will remember as the “Traveler's Trav- 
eler’” who put Wilson Jones on the map of the northwest area. 

2 

Some of the familiar faces with new job affiliations are: 

Harry Tenneson—Formerly of Old Town Ribbon & Carbon 
and now with The Carter’s Ink Co. Harry replaces our good 
friend Russ Stevens, who has been transferred to Atlanta, Ga. 

Hal Sullivan—Formerly of the R. L. Smith Co. now repre- 
senting Micropoint, Inc., Stebco Products Co., and the Ever 
Ready Calendar Mfg. Co. as a direct manufacturers’ representa- 
tive. (Please pardon the personal plug). Territory; Oregon 
and Washington 

© 

We are happy to report that Earl (Swingline) Howe is mak- 
ing a rapid recovery from his recent accident. The weekly trav- 
elers’ Juncheon didn’t seem quite the same without our favorite 
pie-eater 

a 

New members of the Oregon Trail Travelers are Ralph W. 
Graham, sales manager of Stein Bros. Mfg. Co. (Stebco Prod- 
ucts) Chicago, and Robert Futterer, sales manager of Micro- 
point, Inc.—Sunnyvale, Calif. 

The membership of the O.T.T. has asked me to publicly ex- 
press to our new treasurer, Leon “Bud” Stayton, of the W. A. 
Sheaffer Pen Co., thanks for the fine job he is doing since the 
recent death of George N. Simmons. We all feel that he has 
done an admirable job of filling some “big shoes”. 


Posting Equipment Corp. Moves 
To New Facilities in Buffalo 


Posting Equipment Corp. and Mead-Lee Associates (sole dis- 
tributors for Posting Equipment Corp.) are now occupying recently 
purchased office and manufacturing plant at 1721 Elmwood Ave., 
Buffalo 7, New York 

The new facilities provide over 30,000 square feet of area, more 
than three times the area of their previous facilities. New produc- 
tion equipment has been added and new conveying systems in- 
stalled to provide increased manufacturing capacity, quality con- 
trol and to facilitate delivery of both standard and special 
orders of the complete line of P.E.C. posting trays, stands and 
record boxes 
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We told you it was coming ...now 


HERE iT is! 


QUALITY PARK'S Power Pack 
full color slide presentation 
for your sales staff 








@ Set a date NOW with your Quality Park 
salesman for this slide presentation. 








In today’s competitive market, Quality Park : * will help your sales force sell MORE. 
gives you tangible aid in helping you keep your . . . it will increase your business and profits. 
sales force posted ow product knowledge and ... it gives a complete picture of the great 


selling tips. Be sure and USE THIS SERVICE! Quality Park line of envelopes. 
ee a, . .. it provides concrete selling tips. 


QUALITY PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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“Ano of want” 


modern steelerait... 


\ 
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10 Roller bearing heavy duty FULL SUSPENSION cradle 
®@ Full 26” filing space in every drawer 

Symphonic, lusterous, permanent finishes of olive 
green or modern grey 

Rugged construction with multiple reinforced uprights 
Beautifully designed with solid aluminum hardware 
Positive follower block . . . easy to operate 

Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 


All models available in letter or legal sizes and with 
plunger locks 






Puzzled on how to turn shoppers into customers? .. . Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 


Write for catalogue showing our full line of easy 
selling, high profit office furniture. 








modern steelcraft inc. 
2973 Cropsey Ave.-B’klyn.14,N.Y. 
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IT’S IN DEMAND... 





the extra quality of the Consolett 


There’s always a market for quality — and office 
managers, purchasing agents and others who buy 
office equipment are quick to see (and appre- 
ciate) the quality features of the Consolett. 


It’s safe — Consolett provides top protection for ex- 
pensive electric typewriters and computers. Rugged, 
all-steel construction insures complete stability — at 
rest or on the move. Smooth, no-snag styling; won’t 
trip, scratch or upset. 


it’s attractive — streamlined design blends in any of- 
fice and harmonizes with other equipment. Choice 
of three attractive colors. 


It’s convenient — Consolett offers comfort and privacy 
operators like. Plenty of room on top for machine and 
copy. Stand rolls easily on four casters — anchors 
at the touch of a toe. 





Mail coupon for literature 
and prices 


STOLPER STEEL PRODUCTS CORP. 


STOLPER STEEL PRODUCTS CORP. 


340 Pilgrim Road, Menomonee Falls, Wisconsin 
Name... 
Address 


i ibctudvidivcevenees Zone... State 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


Manufacturers should consult wholesalers on package design 
and size before marketing a new product because this industry 
is far behind others when it comes to smart packaging opera- 
tions. That's what Donald S. Frey, secretary-treasurer, Whole- 
sale Stationers’ Association, Evanston, IIl., told the mid-Canada 
WSA conference held in Winnipeg, Man. mid-January. He said 
a special WSA committee on packaging, which he termed “‘a 
continual problem,’ would table its findings at the association's 
New York City convention in March. 

Mr. Frey asserted that on packaging manufacturers were 
cost-conscious with the result that design had no sales appeal, 
cartons held too many items. He urged smaller cartons, said 
they took less handling. The no-breakage rule, recognized by 
many wholesalers, was described as weak because many sales- 
men ignored it to make unit sales from gross cartons. No ex- 
tra charge could compensate wholesalers for time, storage and 
inventory problems arising from carton breaking, he said. He 
urged dealers be encouraged to buy “reasonable packs.” 

Among those attending the Winnipeg session were Donald 
Young, Scripto of Canada, Ltd., Toronto; Sandy Findlay, The 
Brown Brothers Ltd., Winnipeg; E. A. Blanchard, W. J. Gage 
Co., Winnipeg; Bob Gibson, LePages, Inc., Winnipeg; Syd 
Long, Preston-Noelting Ltd., Stratford; Albert Ozum, Western 
Smallwares & Stationery Co. Ltd., and E. C. Baldridge of W. 
J. Gage Co., both of Winnipeg. 

s 

Stationery & Office Equipment Guild Club held its annual 

bosses’ night’’ February 12, with the head table loaded with 
former chairmen of the club. The club is currently presided 
over by Terry O. Birrell, sales manager, Walter Dickinson & 
Co. Ltd., Toronto 

* 

The board of directors of United Stationery Co., Ltd., Toron- 
to, announced that Melville J. Kelly has been elected a direc- 
tor. Mr. Kelly is a director of several other non-trade com- 
panies. He was formerly chairman of the board of a leading 
Canadian brewery. 

» 

Proof of its confidence in Canada’s future growth and de- 
velopment, one of the country’s oldest business firms in this 
industry, W. J. Gage Ltd., Toronto, manufacturers of enve- 
lopes, stationery and related lines, is now finalizing an ex- 
pansion program. It was announced by Gage H. Love, presi- 
dent, that the firm would shortly move into a spacious new 
building in the Toronto suburb of Scarborough. It will house 
the company’s head office and all eastern Canada manufacturing 
facilities, with the exception of its bag division. The latter di- 
vision, conducted under the registered name of Centurion Bag 
Co., will continue at its present Dufferin St., Toronto, location 

o 

Gestetner (Canada) Ltd., Toronto, has awarded contracts 

for construction of an office building in Ottawa, Ont 
2 

Manufacturers and distributors who are members of the 
Stationery & Office Equipment Guild of Canada, Inc., within 
a short period of the announcement of exhibition plans for 
this year's convention product exhibition, had reserved over 
100 booths at the show. It is being held at the Queen Elizabeth 
building at the Exhibition Park, Toronto, May 25 - 28. Advance 
promotion of the convention this year is being tied-in with the 
fact this is the Guild’s 25th anniversary. National Guild presi- 
dent is Sherwood (Tack) Tackaberry, Windsor, Ont., a native 
of Chicago 

. 

Parker Pen Co. Ltd., Toronto, reported shipments from its 
suburban Don Mills plant during last year rose 24% over 
1956. Said R. O. Pennington, president of the Canadian com- 
pany: “We find that the slightly pessimistic outlook of some 
business people does not relate to our company. Dealers 
throughout Canada continue to report good movement of our 
products at the retail level. While Canada’s population has 
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and handsome profits 


| are yours! 


Pleased customers 


Provided you are like all our present dealers, who realized 


many dollars ago, that carrying a Reyburn line means profit 


am 
£ 


The increased production and 


endear you to any buyer. 


reduced overhead gained by use of these tags will guarantee 


pleased customers every time. 





add, well to do dealers. 





ever growing list of enthusiastic, happy and we may 


If you are not one of our family at present, drop us a line 
and we'll have a representative contact you to join our 


A 


A 








PHILADELPHIA, PA. 


$0) W. VICKERY BLVO., FORT WORT, TExaS 


THE REYBURN MANUFACTURING CO., INC. 
WARENOUSES: 4048 POLE ST.. CHICAGO, ILL. 





More than 


1,000 WAYS to MAKE MONEY 


with DAV-SON gpl 


EST STMENT eee ! 
563 NO STOCKING NECESSARY 


EVERY ONE of the more than 
1000 styles and sizes of DAV- 
SON Bulletin Boards gives you 
an opportunity to make extra 
profits—without a penny of in- 
vestment! Take the order— 
DAV-SON drop ships for you 
with your label. 





7D 
LATTE 
Conte. ked ip seul TO 
Bulletin. Easy 7 OF Business! 
Boards 


Also manufacturers of Flashing Safety 
Signs, Outdoor Bulletin Boards, etc. 


WRITE r big FREE 1958 Catalog 





Ch 
Seas lete 








Sell the most complete line of Bul- 
letin Boards in America—made 
by the largest, most reliable man- 
ufacturer in the industry! Prac- 
tically every business in your 
area is a prospect for one or more, 





All POU: 
CALLE 





WOTICE } 











Stock Metal 
Safety Signs 








A. C. DAVENPORT & SON, INC. 


Now in Our 26th Year of Quality Service 


DEPT. OA. 311 WN. DESPLAINES ST. 
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@ CHICAGO 6, 


Deluxe Change- 
able Letter An- 


nouncement Board 


Walnut finish 
frame with glass 
door mounted on 
5’ 5” standards. 
Size: 27” x 39°’. 
Ideal for lobby, 
foyer or hallways. 
Portable, easily 
moved from one 
location to an- 
other. 


Portable An- 
nouncement Board 


20” x 15” Chrome 
Frame Changeable 
Letter Board with 
glass front and 
removable back. 
Mounted on 48” 
Chrome Pedestal. 
Overall height 
63”. 


DEALER INQUIRIES INVITED 











<< 






CHURCH BULLETIN BOARDS 
for every Church need. In- 
doors or Outdoors. Wide 
variety . . . Extruded Alu- 
minum, Stainless Steel or 
rich Bronze Baked Enamel 
frames. Removable, 
changeable-letter panels. 





CHALK BOARDS 


Black or Green. Exclusive, 
smooth Duro-O-Plate Chalk 
Surface . . . easy to read, 
easy to keep clean. Wide 
range of sizes. 


NAME PLATES 
Desk, Corridor or Door 
Styles. Complete with let- 
tering. All finishes to match 
any ecor. 
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BRIGHT CHAIR 


€ 


UPHOLSTERED LEATHER FURNITURE 


No. 1970 Sofa 


our distinguished collection... 


Sofas, sectionals and office chairs of every description . . . including side, 
arm, revolving and posture chairs. Outstanding modern and traditional 
designs superbly constructed of luxurious leather and fine woods. Buy 
Bright! The line that is styled, built and priced for solid sales appeal. 


Write for the BRIGHT CATALOG today! 
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Write to: The Aluminum Gere) Tale Utensil Co., Inc., 
Wear-Ever Building, New Kensington, Pa. *¢ 
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increased by 15% since 1951, domestic sales of our company 
have increased by 55%.” 
+ 
Birth Notices: Mr. & Mrs. Mark Flynn, General Stationery 
& Paper Ltd., Winnipeg, Man. recently celebrated the arrival 
of their third son. In Toronto, Mr. & Mrs. Frank Shunk, 
Luckett Loose Leaf, Ltd., became parents of a son 
° 
Created to accommodate increased sales in all divisions of 
the territory, the London, Ont. branch of National Cash 
Register Co. of Canada, Ltd. is now located in the firm’s new 
building on Dundas St. East. Recently, J. L. Russell, branch 
anager, and W. J. C. Laing, accounting machine sales man- 
ager, received commendation from parent company at Dayton, 
Ohio, for attaining membership in the company’s 100 Percent 
Club for the year 1957. Mr. Laing was appointed a club di- 
rector as leading salesman in this division in Canada. 
o 
Appointed Windsor, Ont. district manager for Burroughs 
Adding Machine Co. of Canada, Ltd. is John E. Marier, former- 
ly of Toronto. He succeeds Richard J. Jokason who transferred 
to Hamilton. He was appointed zone sales manager for part of 
Toronto and all of Northern Ontario in 1953, holding this post 
until his assignment in Windsor. 
© 
Canadians expecting to take part in the Wholesale Sta- 
tioners’ Association convention in New York City, March 2-5 
included J. S. Luckett, Sr., Jack R. Chipman, Murray Douglas, 
E. J. T. Hayes, Gage Love, Harold Long, H. F. Spearing, all 
Toronto; Alex Naismith, Hamilton; Leslie Robertson, 
Robert Denver, both of Montreal; Charlie Young, Vancouver, 
among others 
o 
Ways of motivating salesmen and how to run sales meetings 
were outlined by H. S. Pritchard, vice-president, Dunlop of 
Canada, Ltd., Toronto, at recent meeting of the Commercial 
Stationers Association of that city. 
> 
How dealers could improve their merchandising activities 
with modern displays, and self-service techniques occupied 
the attention of members of the Stationers’ Guild of Western 
Ontario, Jan. 29. The dealer group met at the London, Ont. 
store of Roberts Holmes for their session. Guest speaker was 
store designer, E. J. Wright of Strathroy, Ont. Evening business 
linner meeting attracted additional group of manufacturers’ 
repres°ntatives to Glen Allen, a suburban London location. 


There they heard James F. McCaa, manager, educational serv- 
ice, International Business Machines, Ltd., Don Mills, Ont. 
discuss the training and equipping of sales personnel. 

. 


January meeting of the Stationers’ Association of Hamilton, 
Ont. heard Jack Moore, Hamilton Chamber of Commerce, de- 
tail how the opening of the St. Lawrence Seaway may affect the 
entire Niagara Peninsula. He predicted expansion of industry 
for the entire area, particularly Hamilton and Toronto. 

a 

Olivetti (Canada) Ltd. has opened new showrooms in 
ljowntown Toronto. Speaking at a reception held by the com- 
pany in this connection, to which trade leaders had been in- 
vited, Marino Roberti, managing director, reported Canadian 
sales of the firm’s line of office machines would be in excess 
of $4 million after three years continuous operation in Canada. 

© 

John F. Low-Beer, president, Office Equipment Co. of 
Canada, Ltd., Montreal, announced the appointment of Donald 
J. Alexander as assistant sales manager. 

* 

Appointments of D. J. Morris as president, G. F. Morris 
as vice-president, and D. A. Morris as secretary-treasurer of 
Peninsula Press, Ltd., St. Catherines, Ont. were announced by 
Gilbert A. Morris, chairman of the board recently. 

o 

Sir Greville S. Maginnes, K.B.E., president, Roneo Co. of 
Canada, Ltd., Toronto, announced the appointment of T. P. 
Gregor as director and general manager. Other directors are 
Paul Chamberlain, London, Eng. and J. G. Kirkpatrick, 
Montreal 

= 
Formerly sales and advertising vice-president for Eversharp 
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Your safe prospects will be impressed by 


Meilink’s Patented 


Expansion Joint* 





a fire protection 
plus in Meilink’s new line of 
C label double door safes 


In a severe fire the door frame of a safe will tend 
to buckle outward, creating a gap between door 
and frame through which damaging heat can 
enter. Meilink’s steel expansion joint prevents 
the formation of this deadly gap. Provided with 
rectangular slots, it expands outward in harmony 
with the buckling movement but its inner edge, 
against the door, remains rigid. No gaping 
occurs and an efficient heat seal is maintained. 


*Patent No. 2681018 


On Meilink safe buckling 
occurs but inner edge of ex- 
pansion joint stays rigid 
against door. 











Cut-away section 
showing slotted 
expansion joint 














See you in Booth 203 at the NOFA 


Show, Philadelphia, March 28-31. On safe » ihout n 
joint, door frame kles 
outward, leaving gap. 


MEILINK STEEL SAFE COMPANY «TOLEDO 6, O. 
Producers of the most complete line of 
& ] L J ag insulated products: A, B and C label 

safes, insulated files, money chests, vault 
doors, home vaults—as well as business 


machine and typewriter stands. 
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CANADIAN 
MANUFACTURER 
SEEKS U.S. 
DISTRIBUTORS 


for 
vertical visible 
record system 





The “Viscard” vertical visible record keeping 
system for machine or hand posting has been 
developed in Canada and is now available for 
distribution in the U.S.A. The Viscard units 
will hold records of 8, 10, 11, and 12-inch 
heights. Forms may be single, superimposed, 
coaitainnd, folded, etc. The C-100 “De Luxe 
unit shown here holds up to 13,500 cards. The 
capacity is constant for all height of cards. It 
features aluminum one piece dividers with 
steel legs, a short operator reach, a locking 
top and sliding posting table. Seven other 
basic models designed for intermediate and 
lower capacities. 


Units are assembled by distributors from com- 
ponents many of which are common and in- 
terchangeable. This facilitates rapid deliveries 
and lower inventories. 


The model shown above was winner of the 
Canadian Government’s NIDC award for 
excellence of design in 1956. 


International, Inc., Toronto, C. George Heath has been ap- 
pointed to head up the subsidiary operation in the United 
States resulting from the recent purchase of Eversharp by 
Parker Pen Co. He is succeeded in Toronto by R. E. Fugler, 
formerly vice-president and general manager, Esterbrook Pen 
Co. Canada, Ltd., Toronto. 

. 

A. Lorne Colpitts, president and general manager, R. R 
Colpitts & Sons, Ltd., Moncton, N. B. was recently honored by 
his staff. They presented him with a gold service pin, especially 
designed for the occasion by staff artist Ronald Irving. It 
commemorates Mr. Colpitts’ 50 years of association with the 
firm. Still holding an enthusiastic interest in all phases of the 
firm’s business, Mr. Colpitts is also active in local civic and 
fraternal affairs. He is a director of the Stationery & Office 
Equipment Guild of Canada, Inc., and president of the Mari- 
time Stationers’ division of the Guild. 

o 

Canadians will spend close to $18 million for writing in- 
struments this year, Clyde E. Everett, president, W. A. Sheaffer 
Pen Co., Canada, Ltd., Goderich, Ont. anticipates. Retail vol- 
ume in Canada last year was estimated at about $13 million 
He said the impact of the war is just now beginning to be felt 
in the market place, that during the next few years an addi- 
tional 400,000 students starting school each year would be 
among new pen buyers or users. 

a 

Recent trade deaths in Canada: Donald C. Cranston, 71, died 
in Toronto. For many years, he managed a downtown branch 
store of Grand & Toy, Ltd. He was a brother of Fred Cranston, 
president, Rust Craft Ltd., Toronto. In Vancouver, B. C., P. H. 
Murphy died December 22. He was founder and president of 
Murphy Stationery Ltd., a firm he had organized in 1936. He 
was a native of Port Hope, Ont., moving to the west coast 
about 45 years ago. In Toronto, James McCartney, 88, one 
time connected with Regal Stationery Co., died after a brief 
illness. 

Py 

Charles C. Smith, Inc., Exeter, Neb., producers of signals, 
label holders and related products, recently appointed Apsco 
Products (Canada) Ltd., Toronto, as exclusive sales representa- 
tive in Canada. 

. 

Bud Mathany, Wndsor, Ont. office supply dealer, won a 
$25 wager during the recent festive season and demanded from 
the loser, James Reid, his money in “hard, cold cash.” Reid 
took the money to a local cold storage plant, had it frozen into 
a 50-lb. block of ice. Enroute to pay the debt, the block of 
‘cold cash” slipped from Reid’s grasp, crushed his foot 

Record crowd of about 200 attended the annual dinner dance 
party of the Stationers’ Association of Montreal, recently 
Affair was under direction of a committee headed by J. Leo 
Dawson, Allan Singer and Edward Baker. On February 6, the 
association in co-operation with the Stationery & Office Equip- 
ment Guild of Canada, Inc. conducted a Guild “regional’’ ses- 
sion at the Queens Hotel, Montreal. Guest speaker was Tom 
Hanson, Curtis Products, Ltd., Cobourg, Ont. 

2 
In Charlottetown, P.E.I., H. M. Simpson Ltd. recently opened 


We have already established distributors in 
Washington, D. C. and Chicago, Ill. Exclusive 
distributor franchises in other U.S. centres are 
now available. Distributors should have sales 
organizations equipped to sell to business and 


new store premises. Hugh Simpson heads the retail firm, long 
established in that city. 
& 
Seeley Systems of Canada, Ltd. has moved into their new 
headquarters on the Queen Elizabeth Way in suburban west 


industry and to the Federal Government in heath 
connection with the sales activities of our dis- e 
tributor in Washington, D. € First major stage in a $10 million, 10-year project for a 


wholesale merchandising center in Canada was recently reached 
with the opening of a modernized 80,000 sq. ft. building in 
downtown Toronto. It is being sponsored by Toronto Mer- 
chandise Mart Ltd., with Charles Foster as president. There 
will be no retail selling at the center but a wide variety of 
services will be provided tenants including the promotion of 
special market weeks for various industries. 
2 

David Duncan, sales manager, Smith, Davidson & Lecky 
Ltd., Vancouver, B. C., died recently. He has been a resident 
of Canada since 1923. 


Write direct to 


VERTICAL RECORDS CO. 


114 YORKVILLE AVENUE, TORONTO 5, 
CANADA 
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Copy-Fax 


ci icy- VY Bate 
te Le 


* ... proved the best reproducible 
ball pen ink for copying machines! 


You make big, big profits selling this — new X-7 formula ink in 


Micropoint’s four most popular products. T 


e market is tremendous 


and sales potential is terrific. Every office with a copying machine is a 


prospect. 


Blue, red, black, and green... 
every Copy-Fax ink color repro- 
duces picture perfect. Every written 
word is copied in the sharpest de- 
tail...ends ‘fade outs” and missing 
lines, so common with old-style 
ball pen inks. 


The smooth flowing quality of 





.. high volume, repeat business at your finger-tips! 


X-7 formula ink makes it popular 
for general office work, too. 


Add a bonus to each office call 
by showing the Micropoint prod- 
ucts with new Copy-Fax ink. You 
don’t have to sell them... after one 
test of their copying ability, they 
sell themselves! 


ICROPOINT, inc., Derr. OA-1, SUNNYVALE, CALIF. 


Creator of advanced writing instruments 


* TRADE-MARK, MICROPOINT, INC. 














COPY-FAX INK 
AVAILABLE 4 WAYS 


IN 4 COLORS 
Bive, Red, Black, and Green 






Copy-Fax Pen .. . slim, trim 
King-Size pen you never 
refill. Medium and broad 
points. Giant ink supply. 
Retail price 59c. CF-4059 


Fills-Any Refills .. . fit ALL 
ball pens, with minor 
exceptions, by means of 
unique, fool-proof break- 
off mechanism. 

Retail price 49c. CF-10 


De Luxe Refills . . . fit 
Micropoint, Paper-Mate and 
all other retractable pens 
with standard length refills. 
Retail price 49c. CF-20 


De Luxe Retractable Ball Pens 
..+- genuine Tenite barrel. 
All-Nylon Action mech- 
anism NEVER wears out. 
Gold finished metal parts. 
Retail price $1.00. CF-50 



























Order from your wholesaler, 
or write for FREE Copy-Fax 
Pen, giving wholesaler’s 

name and address. 














SENTRY STANDARD 


Big-safe features include Vermiculite 
insulation, heavy all welded con- 
struction, built-in 3-number com- 
bination lock, heavy duty bank vault 
type lock bar, baked enamel finish. 
imensions: Outside— 2444” x 174” 
x 17%"; Inside—15” x 12” x 13” 
(2340 cu. in.) Weight: 260 Ibs. 


Suggested List $79-95 


Standard discount plus adv. allow. 
SENTRY MAJOR—Same as adove Bui 18% * deep inside—$1 13.95. 
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America’s Lowest-Priced Protection! 


Tw SENTRY SAFES 


Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


Here’s everything your customers want 
in a personal = RP construction, 
modern design, and proved fire-and-theft 
resistant features. In fact, all new SENTRY 
floor safes carry the U.L. one hour 1700°F. 
fire test and 2000°F. explosion hazard test 
label. Yet you can sell these SENTRYS for 
35% to 50% LESS than labeled or unlabeled 
safes of comparable size and quality...and 
make your full profit. That’s because SEN- 
TRY specializes in mass production of just 
one basic type safe—with resultant savings. 


Every Home and Business a Prospect 


Every householder, professional man, 

farmer and small businessman is a pros- 

pect for a personal safe ... yet only 5% 

own one. Why not cash-in on this virtually 

———— market? Write today for full 
etails. 


JOHN D. BRUSH & CO., Inc. 


545 West Ave., Rochester 11, N. Y. 












SENTRY 
Safe-and-Cabinet 


Exclusive! Genuine African mahog- 
any cabinet (also available in walaut 
or blond) conceals safe ... esa 
handsome end table, night stand, 
TV base. Sells for less than most 
comparable safes ALONE! 


Suggested List $119-95 


Standard discount plus adv. allow. 
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Bestsellers you can recommend for i’ 
Father's Day, Graduation, Birthdays, etc. 








American College Dictionary Dictionary of Contemporary Basic Everyday Encyclopedia 


S-6 Brown buckram binding.$ 6.00 American Usage S-8 De luxe edition....... $2.95 


S-5 Same, without index...$ 5.00 — s.95 Brown buckram binding. . $5.95 
S-7 Red Fabrikoid, boxed. .$ 7.50 


g S-10 Red leather, gift boxed. .$15.00 RANDOM HOUSE, INC., ROOM 41, 457 MADISON AVENUE, NEW YORK 224. § 
Write for information on ab 
liberal discounts, envelope stuffers, ad mats, etc. hii = 
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DURABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢ PERMANIZED BAKED ENAMEL FINISH 

EXECUTIVE STEEL DESKS 

& SECTIONAL DESKS 


FILING CABINETS 
























<==) FAST SELLING! 
| om — SPACE SAVER! 
=| MODERN ISLAND BASE 
a SALESMAN’S DESK 


Linoleum top (40’x2542”) 
= | Desert sage, 















BOOKCASES ) =< q mist green, grey 
SECTIONAL BOOKCASES “S)NEW! PRICED TO SELL! 

ROLLER FILES EXECUTIVE CONFERENCE DESK TOP VALUE! 
TELEPHONE CABINETS Desert sage, mist green, grey TOP SELLER! |. ~~ hop 









SPECIALTY CABINETS 








EXECUTIVE DESK e& 
Linoleum top (50”’x24”) == 
: mist green, grey € 


| TERRIFIC BUY! 
|) MODERN SALES DESK 
OVERHANG TOP 


Linoleum top (53”x25%42”) 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG #44 AND DEALER PRICE LIST. 


J URABLE METAL PRODUCTS co. 


38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3580 PROMPT SuuPMEnr 
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Patents 





(Copies of patents can be obtained from the Commis- 


sioner of Patents, Washington, D. C., for 25 cents each. 


Stamps and personal checks are not accepted.) 


Granted January 7, 1958 


18,673. Telephone Pad and Pencil Holder of One Piece Construction. Frank 
ssianor to Carl J. Theker dhurst, Oh 
834. Per Sharpener. Horace Keech, Eritor and nald H Lehr 
N t Howard Hunt Pen Co., Camas N. J 
911. Tiltable Office Chair. Charlies W. Syak 3ira yt assignor 
Oh 


957. Key Lever and Type Bar Assemblies of Typewriters and Like Machines 
t Nestgat ea, England 


2,818,958. Escapement Pawl Control. Thurston H. Toeppen, Hyde Park, and 
Nev . gnors to Internatior Business Machines 
81 Q 959 Paw! C nir Ne Walton oughkeer e N y assignor 


3 rT New York N y 
818,960. Accounting “Apparatus for Application to Typewriters or the Like 


tt und Christian Tschurr, Yverdom, Switzerland 
to Pa : te-Croix, Switzerland 
318,961. Electronic Tabuli ation. Thurston H. Toeppe Hyde Park, N. Y 
+ ter ‘ Machines C rp New Yor N + 
19,071. Autographic “Reg ster. Charles H. Dietz and John H. Kroemer, Daytor 
‘ T ‘ 4 Reaister Cc Dayton. Oh 


Granted January |4, 1958 
319,486. Caster for Furniture. Edison Dick, Lake F 
2,819,700. Penc pector land, N 
2,819,781. Univer y Adjusta able pms for Writing Machine yn T Davidsor 


Day 


tandard Register Co 








> 819,782. Adjustable Platen Roll. Albert W. Metz [ and Andrew 
k Troy The Standard Register Cc yton, Ohio 
19,783. Paper Feed Mechanism Eugene E. Bennett and Milton V. Scozzafava 
ty f Corp 
819,937. Means for Jo ning Desk and Table Together wi with Edges Abutting 
k h gr ase, Inc Grand 
Granted January 21, 1958 
) 408. Envelope Addresser. Robert H. Williar anta Ana, Calif 
>) 458 Record Card seorge | kK ne Athen fay assignor, by mesne 
820.539. Typewriter. Bently Raak. Roselle N ynor to Vari-Typer 
0,551. Clip for Metal Shelving. Edward H. Mount, Wellston, Ohio, assignor 
k Nf Wellston, Ohio 
320,639. Monitors for Commercial Phonographs. Edward sillette, Easton 
r jerick A t yeport, Conn assignors t Dictaphone Corp Bridge 


Granted January 28, 1958 


2,821,036. Indicia Bearing Writing Implement. Alfred T. Liguori, Bronx, N. Y 

2,821,128. Inking and Sensing Means in Address Printing Machines. Carl J 
f j r to Addressograph-Multigraph rp Wilmington De 

821,129. Stencil Duplicating Machines. Albert G. R. Gates, Edmonton, England 
‘ +o+ ' Tottenham, England 

821 135 Automat Time Recorder. Clinton E. Larrabee, Binghamton, N. Y 

B ess Machines Corp New York N. Y 
821 197. Pen or Pencil Holder. Charles R. Bilbrey, Chicago, | 
821,341. Multi-Function Repeat Key for Calculating Machine. Harris | 





gnor, by mesne assignment to Olkon Research 

$21 342 ”D v fe i-Divisor Aligning Mechanism for Computing Machines 
Ape F gnor to Ing. C. Olivetti & S. p. A., Ivrea 
1.450. Desk Structure rence Knoll, New York, N. Y assignor to Knol 
821.452 F e Dr wer Cover and Sheet Retainer. Ellwood H. May, Sheboygan 


Samuel Heads Atlantic Binders Corp. 
Atlantic Binders Corp. has announced the election of Stanley 
C. Samuel as president. Executive officers continuing with the 
are the co-founders, Sydney Schocket, secretary, and Ben- 
jamin Feldman, vice-president and treasurer, Joseph Elorza, a 
pany executive, has resigned. 
Atlantic Binders Corp. manufactures and distributes inter- 


itionally albums and scrapbooks for photographic, advertis- 
sales presentation and gift use 
Mr. Samuel was previously national sales manager of the 
( ille Album Co. For almost five years prior to that affilia- 
he was advertising and sales promotion manager for the 
Leica Camera ( as well as editor of the company-prepared 
in Leica Photography.” A graduate of New York 
rsity, Mr. Samuel saw overseas Wold War II service with 
the United States Army Air Force. 
Mr. Samuel revealed that current plans are being formulated 
t xpanding the scope of the company’s operation as well as 
for restyling the line of products for both industrial and con- 
use. He hopes to confer with dealer groups in order 


pinions on product design and continued sales 









































































in the new Sculptured Group .. . carved 


hand-guided artistry bea sat blocks ¢ 
American walnut ...@ Robin 





copying 
machines 


need 
DIXON 


pencils 


Help clear up your customers’ 
confusion about copying 
machines and pencils. Some 
pencils reproduce on copies, 
some don’t. Only the Dixon 
FAX line covers them all... 
a line of reproducing and non- 
reproducing pencils for every 
copying machine made. 

It’s easy to match the right 
FAX pencil to the right 
machine because FAX pencils 
are color-coded, keyed for 
use and smartly packaged in 
the industry’s first flip-top box. 
Made in 2 blacks, 5 colors. 
Packed in dozens in half-gross 
boxes. 

Also available in counter-top 
sampler display. 


Only Dixon makes FAX 
+++ the complete line of 
11 copying pencils 







hitmen 
ya 
ae 

: 


Write for the FAX chart 
and information on prices 


D IXO N 


Pencil Sales Division TOA-3 
THE JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City 3, New Jersey 


Dixon Pencil Co., ltd., Newmorket, Canada 
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Robert M. Fleming Now Sales Manager 
For Leopold; Heintz New Representative 


Robert M. Fleming has been named sales manager for The 
Leopold Co., this advancement climaxing long service with the 
furniture manufacturer of Burlington, Iowa 





R. M. Fleming Jim Heintz 


Succeeding Mr. Fleming as representative in the mid-East 
territory is James (Jim) Heintz, who has an excellent back- 
ground in factory training, layout and decorating. 

Mr. Heintz’ territory comprises Illinois, Indiana, Ohio, Ken- 
tucky, western Pennsylvania and the Lower Peninsula of 
Michigan. 


Smith-Corona Earnings Set Record 


Earnings of Smith-Corona Co. in the six-month period, ended 
December 31, set a new company record, it was reported by 
Edward H. Litchfield, chairman of the board, and Elwyn L. 
Smith, president. 

Earnings for the period totaled $1.60 a share, an increase of 
approximately 25% over the $1.28 earned in the comparable 
period in 1956. Sales for the period totaled $34.2 million, as 
compared to $27.3 million in 1956. 
































small investment—BIG RETURN 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


4 DECORATIVE COLORS 
green-blue-sandtone-gra) 


® less time wasted 
® better efficiency 


e less than 1}4c a day for one year 
with long life ahead 


Send for free comprehensive report on sharp- 
eners, Booklet P. 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 
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Meet us at Convention Hall - Philadelphia 


MARCH 28-31...SPACE 108-109 


Make your plans now to see 
the sparkling new styles in 


office furniture by MONARCH. 






A MONARCH 


\ FURNITURE COMPANY wc. High Point, N. C. 


ri 
NEW... New York Showrooms - 440 Fourth Avenue, N. W. 


~ 











THREE TOP SPECIALTIES 
of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 





Corner Posts, 11 Gauge or 13 
Gauge 7°3” high... 8’3” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 


Size 2644"H x 16"D x 22°W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 
carton. Weight 30 lb. 





STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36"W x 18” x 78"H 
Weight 150 Ibs. 
MANY OTHER SIZES OF 

CABINETS AND SHELVING 


List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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4 ft 
: dE 
the NORDIC ~sgohb hom 
BY JASPER CHAIR COMPANY 


The trend in today’s office is toward the comfortable, 
relaxed, yet elegant look. Contemporary decoration demands 
simple, clean lines—good taste throughout—in furniture and 
all accessories. The NORDIC group is designed for today’s 
office, meets every demand of contemporary decoration. 


WRITE TODAY FOR FREE CATALOG TO: 





Jasper Chair Company, Jasper, Indiana 





se 
. ~~ ee 


4 


THE RIGHT CHAIR AT THE RIGHT PRICE 
Visit us at the NOFA show, March 28, 29, 30, 31 
Booth 237 at Convention Hall, Philadelphia, Pa. 











FORTIFIED FILES 








a 
—o7@) 
BURGLAR PROOF CHESTS _ 
~ ai FIRE & BURGLAR PROOF Mn 
SAFES 


SCHWAB Product Chain 


Sell the Complete Schwab Line. Enjoy 
the benefits of SCHWAB ‘‘Chain Reaction’’ 
There are no missing links in the Schwab line. It is complete. It is carefully designed 


and well suited to the rigid requirements of today's hazards. It offers the maximum 
protection against FIRE and THEFT. Yes . . when you offer SCHWAB PROTECTION 


to your community, you're selling the best. 













































Visit us at the NOFA 
Convention — Booth 253 


Write for Literature 


SCHWAB 


SAFE COMPANY 
LAFAYETTE, INDIANA 








HOME CHESTS 
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New Ad Manager for W.T. Rogers Co. 


Chemical Co., 
tising and sales promotion for the W. T. 
Rogers Co 





Jerry L. Smuck Takes Post in Hawaii 


Jerry L. Smuck, former owner and operator of the Jerry L 
Smuck Co., stationers, office outfitters, and printers in Detroit, 
Mich., has taken the post of sales manager of the Star-Bulletin 


Printing Co., In 
Mr. Smuck, who at one time was also associated with Master- 
Craft Corp., succeeds Ernest W. Stenberg in the sales manager 
pacity. Mr. St retired on February 28. He was in the 
praphic arts industry 50 years, operated his 
before moving to the Hawaiian Islands 


enberg 


for and own 


plant in California 


‘Scrap Book’’ Is Gift from Dahlike Firm 


suppliers, newspaper and trade press friends 
ntly received from Ben Dahlke of Dahlke Sta- 
Buffalo, N. Y., Clippings 


Customers and 

1 others re 
onery & Mtg. Co 

or Your Scrap Book 

[he author, Charlie Hevenor, for 

Dahlke« neighbor and co-worker 

[The poems and 


a volume of 


many years was Mr 
s friend 
musings in the book cover many subjects of 


universal int 
Open Course in Comptometry in Texas 


omptometry was opened recently by Del Mar 
s Christi, Tex. 


A cours¢ 
College in Corpu 





ror easier, faster 


handling of 
FOLDING CHAIRS AND TABLES 





*Saves time! 
*Saves effort! 
*Reduces noise 
and confusion! 
*Helps solve stor- 
age problems! 





Simplify moving and storage of 
folding chairs and tables with a 
Midwest Caddy. Designed to 
handle all types of folding chairs 


NIC 


and tables. Adjustable models 
Senin ‘ available for partial loads. Built 
a ne ot | tables - P ts service. Easy to 
andle. 





Folding platforms & stages Choral and band stands 
Write for complete catalog, today! 


Me FOLDING ‘PRODUCTS 


Dept. 588. ”* ROSELLE, ILL. 
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James D. Schumacher, formerly assistant 
to the advertising manager of the Ohio 
is now manager of adver- 


| 














Check the one that 


FITS YOUR 
WEEDS... 


telephone intercom systems 


One of these systems is perfect for you—to help avoid 
unnecessary steps and waiting, relieve the switchboard, 
insure privacy of conversations. Attractively styled, molded 
in durable black plastic, battery or 115 V. AC power 
supply available. Gets the party you want—instantly! 


Complete, ready to use M% not a for 
small installations. Includes 2 single buzzer- 
button phones, Model FT, plus 50 ft. cable, 
battery and wall bracket. 


Complete System List: $62.50 
Mode! FT only: $29.95 


Moose FT-600 


6-station master telephone with 5 buzzer- 
buttons for selective ringing. Common talk- 
line permits conferences between 2 or more 
stations. May intermix additional masters with 
FT sub-stations to give complete flexibility. 


List: $32.50 
Woicie FT-1300 


13-station master telephone with a 12 

tion rotary switch for selective ringing. = 
mon talk-line permits conferences between 2 
or more stations. May intermix additional 
masters with FT sub-stations to give complete 


flexibility. List: $41.25 


Movie FTS-20 


20-station switchboard with selec- 
tive ringing and selective talking 
circuit. Each of 20 push-buttons 
has a busy lamp and buzzer (can 
be silenced). Allows conferences 
between 2 or more sub-stations. 


Switchboard only List: $312.50 
FTL Sub-station List: $39.95 
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Seegeaaes& 
OSGEEREREEE 


Meaceusuaues 


@ « 






Immediate delivery .. . 
write for literature, 
details 
FANON today! 
ELECTRIC 
COMPANY INC. 
98 Berriman St., Brooklyn 8, N.Y 


CANADA: Active Radio & TV 58 Spadina Ave., Toronto 
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NO customer complaints on your hands 





... WHEN YOU SELL 
TIFFANY STANDS 


SAFE, SILENT 
STABILITY 























The New 
TIFFANY 


DUPLEX 
BOOK STAND 


Automatically levels all pages; keeps 
them flat and instantly readable at 
any point in the book. The ingenious, 
self-leveling top makes big books 
handy as a pocket guide. Adjusts to 
desired height; transports silently on 
soft rubber, ball bearing casters. This 
all-metal Tiffany ‘‘first’’ 

comes in 5 colors. 











onKer® 


FOR TODAY’S 
OFFICE MACHINES 


Quality and popular price, a rare 
combination in any product, make 
this an outstanding value. Heavy, 
smooth-edge, angle steel construc- 
tion. Universal square top-cups 
snugly lock machine feet, accom- 
modate almost all types of portable 
equipment. Large steel leaves 

attach to either side for 
added work area. 


THE TIFFANY 


8000 SERIES 


OFFICE MACHINE STANDS 


with features never before available 


Extra-heavy-duty stand designed 
especially for today’s electric type- 
writers, bookkeeping, statement, 
listing and other types of heavier 
portable office machines.Completely 
vibration-free through tubular steel 
framework and I-piece top con- 
struction. Foot pedal retracts 
casters. Open top for 
machine noise “‘escape 
hatch”, 


National consumer 


T; 
iffan y 
advertising. Sol STAND CO. 


only. 7350 Forsyth - St.Louis 5, Mo. 





New Corporate Symbol for Parker Pen... 


KK 








¢$@ + @ 


The symbol shown here is the newly adopted corporate symbol 
of the Parker Pen Co. It consists of two capital P’s, back to 
back, with an arrow serving as the vertical shaft. It will begin 
appearing on all company products, advertising, signs, sta- 
tionery and wherever there is need or desire to identify the 
company. The arrow has long been a Parker symbol and is 
used on clips of Parker writing instruments. 


Columbus Travelers Hold Party 


A meeting was held by the Columbus Chapter, Fifth Dis- 
trict, Travelers Club, December 18, 1957, at Anton’s Restau- 
rant, Columbus. Those present were Milt Schuster, William E. 
Wintrich, Jim Dickus, Charlie Malody, Tommy Thompson, 
William Elliott, C. R. Gibson, Lloyd Landenberger, Merritt 
Donesthorp, Mike Aylwin and Paul Stosberg. 

Plans for a dinner party and dance were discussed and a 
definite date as to when and where this will be held will be 
announced later. 

The annual charitable contribution was made to Children’s 
Hospital. 


Behind the Eight Ball?...Not if you 

select your Marking Devices from b ) 
_ ¢@ , “THE CROWN LINE”... EY 
\. i WV) The Finest Made Today! a 
\b oe s 








Send for 
information 
on our 
complete line 
today! 


R. A. STEWART AND COMPANY, INC. 
80 Duane Street - New York 7, New York 
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NOW-FOLD-O-MATIC | 


has the “CONVENIENCE of a CONVEYANCE”: 


with new 
ADJUSTABLE CONVEYOR 
AND STACKER 


NEW DESK MODEL FH-5C 
FOLD-O-MATIC 


ELECTRIC FOLDING MACHINE 
WITH CONVEYOR BELT 
im, RECEIVING TRAY 


Minute (all popular folds) . . . CON- 
VEYS and STACKS Folded Pieces! 


new CONVEYOR ATTACHMENT takes folded 
pieces out of machine with positive precision, 
regardless of type or size of fold. Easily set 
to exact width of folded piece .. . “Stop” 
Wheels prevent jamming. 

mew DEEPER STACKING TRAY holds larger 
quantity of neatly stacked sheets. 


PRINT-O-MATIC CO., INC. 


724 W. Washington Blvd 










ASSOCIATED 
COMPANIES: 


Automatically Folds 120 Sheets per 


Kilian Manufacturing Corp. 
(Canada), Ltd. 
240 Fleet St. East, Toronto 2B, Ont. 
a 









new “SNAP-IN” CONSTRUCTION of conveyor 
and tray permits compact storage. 

plus ALL THE OTHER EXCLUSIVE EXTRAS that 
make FOLD-O-MATIC — now more than ever 
the world’s finest office folding machine, re- 
gardiess of price! 


EXTRA! Increased-power universal motor. All 
moving parts of hardened steel, with self-lubri- 
cating Ojilite and ball bearings. New feed and 
power mechanism eliminates gears. 





° Chicago 6 


Illinors 





LIST $199 Plus F.E.T. 


Also manufacturers of famous Card Size 
Duplicator, Diagraphy Duplicating Com- 
pound, Print-O-Matic Stencil Duplicators 
(6-A Electric, 5-A Manual). 


SEE THIS ASTONISHING LOW- 
COST Automatic “MIRACLE™ 


WRITE FOR 
COMPLETE DETAILS 





UNGROUND 


BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 





1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 


Distributors in All Principal Cities 


KILIAN MANUFACTURING CORP. 


Catalog on Request 





SYRACUSE, NEW YORK, U.S.A. 


Fischer Bearings (Canada), Ltd. 
240 Fleet St. East, Toronto 2B, Ont. 


Kilian Stee! Ball Corporation 
100 Wellington St., Hartford, Conn. 
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No. 1000 
Front View 









TT tts line with a few components can make 
up to 30 different units! 


Write for Line Drawings, Circular and 
Price List of Individual Modular Units. 


Send initial order for this 
exceptional new item to 
be used as a floor sample 
NOW, if interested in a 
franchise. 


DORO MFG. CO. 


220 W. Institute PI. 
Chicago, Ill. 





illustrated item to list at $310.00, less usual dis- 
count. Lowest price in the field. 


FEATURES — All, plastic top. 72” sliding 
door credenza; 60” desk top, shaped. File 
drawers on rollers, with hang-a-file unit. 
All wood finishes. 




















because they’re All Steel... by Steel Parts 
All Purpose, All Steel Waste Baskets 


Perfect for Office, Home, Store, School, 
Hotel and Hospital! 


The Deluxe “Executive” 


Pennant Business Machine 
Stands 


Designed with a Purpose . . . To protect the 


This heavy gauge, all steel Waste 
Basket is recognized as the “Standard 
of the Industry’. Features Rubber 
bumpers on all corners and welded panel 
construction. Rubber tips are SEPA- 
RATELY welded in steel legs to elim- 
inate scratching or marring. 


Investment in Expensive Office Machines. 
(iustrat. model 540.) 


Pennant stands practically eliminate the pos- 
sibility of tipping because they have been 
‘counter balance engineered’. Adjustable cups 
and channels make each Pennant Stand ad- 
aptable for use with practically all makes and 
models of different office machines. 


Lorge capacity, mini- 
mum floor space. 
12 1/2812 1/2 x15 
high. 


The Deluxe ‘Oblong’ 


Incorporates all the same construction 
features of the ‘Executive’ basket but 
is designed especially for limited floor 
space areas. Size 9 1/2x 13 1/2x 12 3/4 
high. 

Both the Executive’ and the ‘Oblong’ ore avail- 
able in all desired and matching office and 
commercial colors. Grained finishes include 
Walnut, Mahogany and Oak. 


Reasons Why Pennant is the Standard of 


the Office Equipment Industry 

° ne ff 2 ad all steel construction .. . 
tively finished. 

* Functionally designed for the office . . by 
ao —" ‘ 

* Pennant office equipment pays for itself in re- 
duced suainoenanee costs, increased efficiency and 
prolonged life. 


Heavy caster housing protects the operator 
and provides the firm anchorage that pre- 
vents movement and tipping .. . and every 
Pennant Stand is GUARANTEED VIBRA- 
TION-FREE. 


There is a Pennant Stand for every business 
machine application. 








attrac- 
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Write for FREE 16 Page Color Catalog 


A Pennant 
‘Exclusive’ 
... TIP-TOE Raising and Lowering. 


For fast portability and equally fast firm 
immobility. 


STEEL- PARTS MANUFACTURING CORPORATION 


A Division of Blackstone Manufacturing Co., Inc. 
4630 W. Harrison Street * Chicago 44, Illinois 
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Boston Stationers Hold Annual 
Banquet on February 8 

[he 70th annual banquet and ball of the Boston Stationers 
ok place in the Hotel Statler in Boston on Feb- 


8. Arnold Shulkin was banquet chairman 


Association t 


New Warehouse in New York for H-O-N 


The H-O-N Co. has made a change in warehouse location 
ich is designed to improve product availability and delivery 
e in the New York area. 


[he company is now warehousing merchandise at the Liberty 
Freight Forwarding Warehousing Co., Inc., 131 Perry St., New 
York, N. Y. The Iowa firm is represented in metropolitan 
N York by Stone-Newman Associates, Inc., 320 Broadway. 


Charles Smith, Inc. Has Canadian Rep. 


As a result the gross of their trade in Canada, Charles C. 
Smith, Inc. announced the appointment of Apsco Products (Cana- 


la) Ltd., 29 Bermondsey Road, Toronto 16, Ontario, as exclusive 
S representative for Canada 
Stocks of popular items will be available for ready delivery 


to Canadian stationers. Inquiries and orders from 
rs should now be addressed to the Canadian repre- 
sentative in Toronto 


from Toronto 


Canadian deal 


Anco Produces 50,000th Pedestal Table 


The Anco W | Specialties Co. recently produced and sold 
00th Anco Biltrite pedestal table. 
It was purchased by D. Waldner, Inc., Mineola, L. I., and 
ld in turn to the Acoustica Associates, Inc. in Mineola. 
Chis table irked nearly 20 years of production for the 
unit. A search is now underway by the company to locate the 


table in the line. It is believed that it is still in use today. 








‘4 







SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—-MOORE METLHEDS ARE 
~ Nationally Advertised 


| 
Makers of famous MOORE Picture Hangers & Push-Pins 





MOORE PUSH-PIN CO. Since /900 


DELPHIA 44, PA 


113-25 BERKLEY ST PHILA 
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How much more would you 
sell if you could say this 
to your customers? 


aa | 
| 

“ll prove your least- | 
. | 
expervenced clerk can | 
file twrce fast | 


with no mistakes!” 





Only you know the answer. Dealers who are say- 
ing just this are boosting sales figures every day. 
They and their customers are honestly enthusi- 
astic about this new, greatly-improved visible 
filing system. Now made in America, now stronger, 
better than ever... now priced way below the line 
we pioneered and distributed for years. 


Find out why users call Site-Filing 
the HI-FI’ of filing! 


Any of your customers’ systems can be converted 
quickly, easily, inexpensively to this practical, su- 
perior filing method. And results are so amazing 
immediately that hundreds of users wonder how 
they ever got along without Site-Filing. 


Attention, Dealers! 


Some choice areas open. We conduct sales meet- 
ings and fieid-training clinics to help you and your 
salesmen. 


Write, wire or phone now! 


Site-Filing Company 
1411 Walnut Street, Philadelphia 2, Pa. 
LOcust 4-5080 
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e NCILS @ PROTRACTORS @ OTHER DEVICES 


file lo 
HARTFORD, (i Citifiliy 











Framed in wood or aluminum, there's a size and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 
sells itself—sell Rowles! 

Many other styles available including boards with 
easels and floor stands. 

Get the facts—Write today for Dealer Catalog! 


E.W.A. ROWLES CoO. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
116 .N. Hickory St. / Arlington Heights, Ill, 


ae 





Sheaffer Pen Announces Winners 
Of Caribbean Holiday Cruises 


The top four prizes in the Sheaffer Pen Co.’s Caribbean 
holiday cruise contest for retail sales personnel have been won 
by women, according to an announcement by F. E. Troy, the 
pen company’s general sales manager 

Holiday cruises have been won by Miss Pauline C. Krause 
of Lucas Brothers, Inc., Baltimore; Mrs. Catherine A. Howard 
of Burdine’s in Miami; Mrs. Clara Phelps of Nestor’s Office 
Supply, Detroit; and Mrs. Ruby Nelson of the Stationers Cor- 
poration, Los Angeles 

Although final winners in the nationwide 
termined by a blind draw, the four top winners qualified for 
the final drawing through “superior salesmanship in competi 
tion with thousands of retail sales personnel,’ Mr. Troy 
pointed out. 

Sales personnel qualified for the top prizes in the pen com 
pany’s big contest by demonstrating Sheaffer's White Dot 
fountain pens and pencils and stressing their four main selling 


contest were de 


points to “mystery shoppers’ who visited stores throughout 
the nation 
Second place prizes — Bulova watches were won by 


Book & Stationery 
Otto Ulbrich Com- 
Macy, New York; 
David Cohen, 


Mrs. Caroline Southworth, Scranton’s 
Company, Rochester; Flora B. Ridenour, 
pany, Inc., Buffalo; Leila Skobeloff, R. H 
Mildred Happ, Lord & Taylor, New York 
Empire Stationers, New York; Cecil Brown, M. C. Flynn, New 
York; Mary C. Fallon, A. Pomerantz & Company, Philadel- 
phia; Miss Florence Jager, John A. Moran, Inc., Bloomfield, 
N. J.; Miss Betty Strain, Media Office Supply, Media, Pa.; 
Pamela L. Decker, Fowler, Dick & Walker, Wilkes-Barre, Pa; 
Marianne Mitcheltree, Hartsdale Stationery, Hartsdale, N. Y.; 
Iva Oppenheime, L. Bamberger & Company, Newark, N. J. 

James E. Dury, George C. Dury Company, Nashville; Mil- 
dred Cooley, Loveman’s, Birmingham; Lelia M. Fowler, Lowen- 
stein’s, Memphis; Mrs. Judy Jolly, Zac Smith Stationery Com- 
pany, Birmingham; Joan Hopkins, Scott Corbitt Company, 


Now! FOR A LIMITED TIME ONLY 


WITH 


Gumption 


THE ONLY CLEANSER THAT 


REMOVES 
ink, carbon, crayon, ditto, mimeograph, hectograph & etc. g 
STAINS 
FROM LINOLEUM 
TOP DESKS 


ORDER 
NOW! 


Your Cost | Sug. Retail |Your Profit] 
Per Doz Per Can Per Doz. 


SPECIAL DEAL 


Your Cost |Sug. Retail! Your Profit 
Per 5 Doz Per Can | Per 5 Doz 
— 4 = | 


| 35,26 jl iS 
N—— FULL 100% PROFIT 


FOR. DOUBLE ORDERS — FREIGHT PREPAID 


IRVAL ASSOCIATES 
56 READE ST., NEW YORK 7, W. Y. > BArclay 7-8482 


GET YOUR FREE SAMPLE AT THE NOFA SHOW, BOOTH #229 
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ATTENTION 


OFFICE SUPPLY DEALERS 





These Michaels products are always in demand, and 
it's profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ‘“Time-Tight’’ display cases in many styles, 


standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit- 


able business 

















THE MICHAELS ART BRONZE CO.., Inc. 





P.O. Box 668-OA Covington, Kentucky 








A proven way 
$ to accumulate 











STEES&S<7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 


Seal Presses * Legal Seals * Downey Change 

Teller's Moisteners * Currency Racks * Manual C rCake 

Counters °¢ an Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
















COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitell 
Kweartet * Tubular * Gunshell 


BILL STRAPS 

Federal * Colored * Banding 
. 

Write for informatient! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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Under Desk Pads 





f- y COMPETITIVE PRICES — 
PROMPT DELIVERY 









WRITE FOR \ 














DEALER 





LITERATURE 


AND PRICES 


> nm 


Meets Government Specifications — Fabricated from 
+" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 


HOOKRITE PRODUCTS CORP 


sc CAADIDE rDCCT CLAJ AD t . 
ay Vii i * NEWARK NEW 








News Idea In Globes... 


The world in beautiful color...on a 
glasslike, washable vinyl surface. ‘Large, 
clear and easy to read, it measures almost 
five feet around at the equator. Hand- 
some wrought iron stand harmonizes 
perfectly with any decor. 

















This decorative and 
useful globe adds a note 
of distinction to the 
home, gives children a 
true picture of the earth, 
is an important acces- 
sory for any office. 
Call or write today for 
complete dette. and 
oe eee © © © © @ prices, 

Why not investigate the many opportuni- 

ties offered you by the extensive line of 

Hammond globes, maps and atlases—write 
for your copy of the latest C. S. Hammond 
catalog. 











=> 


C.S. Hammond & Co. 


MAPLEWOOD 4, NEW JERSEY 








TYPEWRITER 
| d=) =10)) 5) 
CREATE A PERMANENT 
IMPRESSION 


eedall new nylon ribbons do 

e a lasting and permanent impres- 

both on paper and to~the user. 

Self-inking properties keep Leedall’s ny- 
lon fresh every day. 


LEEDALL’S NYLON RIBBON 
® Lasts for months. 
¢ Permanent Impressions. 
e Continuous action self-inking. 
* Clean, crisp copy every day. 
© Competitively priced. 


SEND FOR SAMPLES AND PRICE LIST TODAY 


)  >p >) OP: YF -lo)n bl ovu-m ae ee) 


WHOLESALE ONLY DOMESTIC AND EXPORT 
Milltown, New Jersey me Milltown 8-1045 
A RIBBON FOR EVERY MACHINE 








FOAM RUBBER 


44 a7 
Perfect CHAIR CUSHIONS 


Fees. PEERS 






4 


Detuxe CONVERTIBLE. . » Foam rubber neatly 


upholstered with a rich corduroy on one side, fibre on the other. 2" 
thickness with boxed edges. Colors: Brown, Green, Maroon, Grey. 


Sofscat STOOL CUSHION 


. TRANSFORMS HARD, UNCOMFORTABLE 
STOOLS INTO SOFT SEATS 


Made of resilient foam rubber covered with 
sturdy material. SofSeat Stool Cushion is in- 


stantly slipped on—to 


stay until removed. 
Cloth and leatherette 
THE PERFECT RUBBER SEAT 
CUSHION CO. 


coverings. 
PHILADELPHIA 35, PENNA. 






Colors: Brown, Green 
Stock sizes: 13", 14", 
15" diameters 


Write for 
New Illustrated 
Folder Giving 

Complete 

Information 





6435 EDMUND STREET 
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SPACE-SAVER - 






SECRA-TYPE 


FINEST QUALITY — BEAUTIFUL 
WOOD OFFICE FURNITURE 





WORDEN Company offers the office equipment dealer a com 
plete line of wood desks, tables, chairs, leather upholstered 
chairs and suites all manufactured with good quality as a 
standard. We invite you to investigate the many advantages of 
selling Worden products. A complete catalog wil! be furnished 
on request 


the 


HOLLAND 


WORDEN comnany 


MICHIGAN 





lroof _ 

5 divisions — 

quality ++ selection 
-+ economy 


There are no unknown 
quantities in this equation. 
By establishing 5 divisions 
UNDER ONE ROOF, we 
enable our customers, both 
dealers and users alike, to 
get top quality office 
machines—any make and 
any model—at a tremendous 
saving. It’s a solution that 
proves worthwhile, everytime. 





The following are the 5 divisions available to you: -— 





Addressograph Banking Adding and Calculating Bookkeeping Duplicating 
Division Division Machine Division Division Division 


Apply this time proven equation to your office machine problems today! 
CALL OR WRITE DEP'T 0 


INTERNATIONAL OFFICE APPLIANCES, INC. 


326 Broadway, New York 7. N. Y. HA 2-6700 e (Cable: ADDBOOKAL 
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Xing o, I Eulah Bretton, The Diamond, Charleston, W 
Va.; Irma H. Farrell, D. H. Homes Company, New Orleans 
Ella Kelly, Pounsford Stationery, Cincinnati; Jessie Barrett, 
S. G. Adams Company, St. Louis; Mrs. Nell Posey, Pound & 
Moore Company, Charlotte, N. C. 

Irene Bush, Schuster’s, Milwaukee; Johnny Taylor, Ericson’s, 
Toledo; Loretta Kummer, Thomas & Grayston, Minneapolis; 
Betty Flynn, Rockford Office Supply, Rockford, Ill.; Elizabeth 
Marshall Field, Chicago; G. T. Watson, Utility 
Pen Company, Chicago; Florence Mathern, Younker’s, Des 
Moines; Florence Hill, Horder's, Chicago; Robert L. Crawford, 
South Bend, Ind.; Bessie Willis, L. S. Ayres, 


Robertson, 


Business Syst 
Indianapolis 

Mardelle Warner, Denver Stationery Co., Denver; Verneda 
Koepff, Omaha Printing Company, Omaha; Marilyn Clarke, 
Beck Planet Pen Shop, Kansas City; Nancy Ann Bodewell, 
Halls, Kansas City; Mrs. Charles E. Saal, Latsch Brothers, 
Lincoln; Michey Katzman, John Kingsley, Los Angeles; Wally 
Russo, S. California Stationers, Los Angeles; Jean Harper, 
Coulter's, Los Angeles; Win W. Davison, A’Mell Office Sup- 
ply, Dallas; Helene Kilgore, Buffum's, Long Beach, Calif.; 
nd Leora Kedder, Bullock's, Pasadena. 


Campro Buys Metal Fabricating Firm 


jiffy Metal P icts Co. of Canton, Ohio ( a subsidiary of 
( pro Products, Inc.) announces the purchase of The Affolte 


Mfg. Co., also Canton, fabricators of aluminum and steel prod- 
ts 
Campro’s \ president Robert W. Sweaney in making the 
nnouncement, indicated the acquisition will make possible an 
increase in production of Jiffy cabinets, as well as facilitate 
elopments of new houseware, hardware, hobby and station- 


in the planning stage 
yrmer production manager of Campro, has 
Products Co., 


y items presently 
Gene Licklider, f 
een named president of the new Jiffy Metal 

located at 1225 - Sth St. S. W., Canton, Ohio 












Rings up a sale every time a cus- 
tomer says “variable number- 
ing.”’ Prints or skips any number 
as many times as desired in a 
progressive series. Sells itself as 
soon as you demonstrate it! 


=FORCE Incorporated 


»s NEW YORK e 
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(MANUFACTURERS SINCE 1932) 













Quality 
Steel Shelving 


and 
Shop Equipment 





VISIT US at the N.O.F.A. Show 
Philadelphia, March 28-3 !|—Booth No.!05 


NEIMAN STEEL EQUIPMENT CO., INC. 


BALFOUR & VENANGO STS. PHILA. 134, PA. 

















Greater Profit—Plus 


tremendous 
repeat potential 
with 


WMtubli"Rile- 


PEGBOARD ACCOUNTING SYSTEMS 


Join the hundreds of dealers who are enjoying greater 
profits plus substantial repeat business from soaring 
sales of Multi-Rite ‘“‘write once"’ pegboard accounting 
systems. 

This increasingly popular method of improving office ef- 
ficiency through the creation of multiple records with 
one writing is a proven sales builder! 

Limited number of territories still open for profitable 
Multi-Rite dealerships. Write today for complete details. 
Your inquiry also brings you the new Multi-Rite Catalog 
—a valuable 48-page handbook on pegboard and strip 
accounting. 





fe Rea e eee eee renee eaneseeeaasaesaaee 


THE C. E. SHEPPARD CO. 
Ceseo EST. 
44-07 21st St., Long Island City 1, N. Y. 1900 


Rush FREE catalog and details on a Multi-Rite Dealership. 
Send catalogs and details on the following Cesco Binders: 





[) Ring [) Post [) Prong ([]) Transfer [) Accounting Forms : 
SR 8 0 00000 90060000 004600000000008 0000800006 4RRRaT ON : 
QIBTE 2 co cccdioccewececeswveticscodecs sins gueesaesecoben 
Gy cccccccep dems sevesocsevese BOND 2 cccccccscvswcsdos 
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/> from 


STACOR 


® Blueprints © Maps 
® Plans @ Drawings 
® Tracings ®@ Charts 






holds 
30-tubes 
(24%,” 1.D.) 


= 


t tubes 


where 

you want them 
when 

you want them 





LIFETIME STEEL 


7an- MOBILE 


' 
: Attractive, compact mobile unit . . . makes material instantly 
available for reference, changes or additions. 


LIBERAL Moves easily and quietly on ball-bearing casters. Stepped 
bottom makes titles clearly visible . . . rolled plans readily 


DEALER accessible. 


Also comes in 60-tube capacity priced at $35.00 (without 
DISCOUNTS tubes) 214” ID sturdy covered tubes with metal caps and bases 
are available in both 43” and 55” lengths. 


Write, wire, phone RIGHT NOW for descriptive literature. 


STACOR EQUIPMENT CO 


309 Emmet Street, Newark 5, N. J. @ Bigelow 2-6600 














ADDRESS-A- MATIC 


ADDRESSING MACHINES 
now available to DEALERS 


MODEL 
805 


165° 


F.0.B. 
Dallas, 
Texas 


liberal =a 


dealer 
discount 








Combines the principles of the modern print- 
ing press with the simplicity and economy of 
a stencil addresser. 


Complete List 
of supplies... 


All you want in a low 
cost ADDRESSING MACHINE 
you want simplicity 


you want economy | 1. Stencil address plate 


| 
Ad you want clean 2. Ink 
trouble-free per- 3. Cabinets and trays 
formance 4. Electric stencil cutters 
you want portability 5. Cutting attachment 


you want versatility for any typewriter 





For full details on how to obtain an EXCLUSIVE DEALER 
FRANCHISE in your area write today 
to 


Address-A-Matic Co., Inc. 
1410 S. Harwood DALLAS, TEXAS 
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Ever Ready Calendar in 50th Year... 





Fifty years ago, on December 17, 1907, the company now 
known as Ever Ready Calendar Mfg. Co. of Jersey city was 
born. To commemorate the occasion, Miss Florence Appello 
presents President John B. Kemp, Jr., with a gold calendar on 
behalf of the employees. Vice-president Edward T. Kemp 
looks on approvingly. 


King-Raub Corp. to Represent 
Port-A-Wall Partitions on West Coast 


The King-Raub Corp., 3151 E. 12th St., Los Angeles 23 
Calif., has recently been appointed as Pacific coast representa 
tive for Port-A-Wall office partitions. 

Jim Raub will be a special dealer assistant, helping them to 
solve special problems in office partitioning. The company 
is also planning to warehouse additional stock on the coast to 
facilitate 48-hour delivery. 





| OFFICE NEED 














KOL office stands are 
known for top quality 


everywhere ... strong... 
quiet . . . versatile... 
colorful . . . these KOL 


stands come in five har- 
monizing Decorator Colors 
at no extra cost. Every 
stand equipped with all the 
famous features you expect 


from KOL. 


Write today to DEPT. OA for folder. 














INC. 
2323 ELLIS AVENUE. ST. PAUL 14, MINN 
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" SUPER-OBRO 
$7 complete 


Here is the with 1000 SO staples 


NEW LOOK Markwell Premium 


Quality Office Staplers 


that will bring Markwell — designed, styled 
and priced for every 
“Dealers increased sales. *#Pl'n9 need 


and profits | 


» Markwell Office Staplers now furnished 
complete with Staples 


» New lower Dealer prices on Markwell Staples 
>» New lower Consumer prices on Markwell Staples 


“> New and exciting Sales Aids 


WWlattuvell 





200 HUDSON ST.,NEW YORK 13 





‘for quick sales 
Biclm li: maitre 


ro. INDIANA 


MEET ALL NEEDS CASH DRAWERS 


NO STOCK TO CARRY 











MUvee. V-i-siewStraceu 
5 coin, 5 currency 
compartments 


List 
5 24 HOUR 
$29.50 SHIPMENTS 
FULL DEALER 
DISCOUNT 


NO COMPARABLE 
PRODUCT AVAILABLE 


A sample of one model is all 
that is necessary to show Indi- 
ana’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade dise tumbler lock. 


Write for details 
INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 





Shelbyville, Indiana 
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WORDS OF WISDOM 


e““experience Keeps a 


U 


OEaAR SCHOOL, BUT Fools 
will Learn in no other” 


BEN JAMIN FRANKLIN 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 


paper for every office need! 








PAPER CORPORATION 


240 West 18th Street * New York 11, N.Y oan 


—1 = 




















LOW COST 
STEEL 
SHELVING 


AND SHOP 


EQUIPMENT 


GIVES YOU 


E— 
HIGH VOLUM 
GREATER PROFIT! 


a 
= 
a 
an 
oO 















A complete line of storage and 
shop equipment ... handsome, 
durable and precision-built . . . to 
boost your sales and profits. individual 
packing of knocked-down units for 
compact storing and easy handling 
Fast shipments from large factory 
stock. Free merchandising aids 

to help you sell. 


WRITE FOR OUR NEW 32-PAGE 
CATALOG. PRICE LIST 
AND DEALER DISCOUNTS. 


MANUFACTURERS OF A COMPLETE LINE OF 
STEEL STORAGE AND MATERIALS HANDUNG 


BERNARD-FRANKLIN CO., INC. 


Dept. OF-2 Bath and Hedley Sts., Phila. 37, Pa. 
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DEALERS .. . AN OPPORTUNITY TO 

STOCK THE FINEST OFFICE FLOOR MAT 
EVER MADE! THIS IS AN ITEM YOU'LL 
al TO HANDLE . . . BE PROUD TO 








THE 
NEW 


CRYSTO-MAT | 


Finer than anything you've ever seen to combat the an- 
noyance of office chair movement on luxurious office carpet- 
ing. Crystal-clear '/4"" transparent aircraft plastic allows full 
blending of carpet color. No more unsightly "blobs" in 
the middle of wall to wall carpeting. 

Extra-hard long wear surface. Impervious to alcohol and | 
other discoloring agents. Attractive and decorative. Neat, 
beveled edges slope gently to rug surface, removing the 
"ledge" effect of other type mats. Comes in three sizes for 
any type office. 

Dealers, this mat is of absolutely top quality. You can 
sell it with assurance and pride. Crysto-Mat is fast becom- 
ing a much-wanted office item. It will move fast and bring 
you steady profits! 
For Full Sales and Profit 


CRYSTO-MAT CO. 


(Aluminum Marine Hardware Co., Inc.) 


211 NORTH ST. AUBURN, NEW YORK 


Particulars Write: 














TOP BUYS IN STORAGE EQUIPMENT 


Complete line of metal specialties 


CHAIRS © SHELVING ® BENCH LEGS ©* DRAWER CABINETS 






a 


Over 25 years ° 


Dealers write for our latest catalog & prices 
341 West 38th Street 
New York, N. Y. 


METAL PRODUCTS INCORPORATED BRyant 9-8771 
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Why do SMOKADORS continue to¥ 
OUTSELL all in their price class? 
Have you any on display today? 
Cannot Tip Over & Spill 
No Odor. 


Smoketight. 
Easy to Clean. 


ee eee 





Booths 303 and 304, NOFA Show. 
Pictures & Prices of 101 
Products mailed on request 


SMOKADOR MFG. CO., INC., Bloomfield, N. J. 














POSTO-E | 
speeds up mail 
routine in the office 


a proven 
tested... 


electric 


LETTER 
OPENER 


priced within reach 
of even small offices 














$9950 


plus Fed. Excise Tax 


@ COMPACT — Occupies only 6x8" of desk top space 


e SAVES MONEY e SIMPLE TO 

e SAVES TIME OPERATE 

e ELIMINATES STRAIN ¢ NO WASTE STRIPS 
e PAYS FOR ITSELF © GUARANTEED FOR 
¢ NO SORTING ONE YEAR 


GENERAL STATIONERS SUPPLY CO. 


1020 S. Wabash Ave. Chicago 5, Ill. 
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Two New Representatives Cover 
Southeast for Milo Harding Co. 


Ernest C. Lowthorp and John L. Snyder, of Stone Mountain 
Brunswick, Ga., respectively, now represent the Milo 
Harding Co the states of Virginia, North Carolina, South 
Carolina, Tennessee, Alabama and Florida 
Tempo 
material to help promote 
accessories and supplies 


[hey will g authorized dealers and prospects 
Tempo dupli- 


t inrorma an 


ators, stencils, inks 


In addition t their regular calls in these states, Mr 
Lowthorp and Mr. Snyder will conduct sales meetings for 
heir dealers, and make sales calls with their dealers’ salesmen 


is formerly covered by Harry Carroll, who 
oncentrated coverage of 
Arkansas, 


his home state of 


Texas, as well s Oklahoma, Louisiana and Mis 


Represents Romco Equipment on East Coast 


Roi Eq t Co. has announced that Storch-Tepper As- 
ciates, 154 Nassau St., New York 38, N. Y., is now sole 
presentative sales agent along the entire eastern sea 

yoard for pr marketed by the firm 

Due to in | business activities, Romco Equipment will 

nceforth devote its time and effort to production and r« 

of new products, it was announced. The new repre 
tives, in will adhere to the established Romco policy 
lling through the trade only 


New Rep. for Columbia Steel Equipment 


Columbia St Equipment Co., announced the appointment 


metropolitan 
LaSalle Prod 


Monroe Heide as sales representative for the 


New York ar Mr. Heide formerly represented 


Large Variety of Sizes and Styles. 


, 


Noesting considers QUALITY 


is of first importance. 


NOESTING-PIN TICKET CO., INC. 
1/28 &.-i36th Street, New York, N.Y. 
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WAITING ROOM ENSEMBLE 


obbies, beauty shops, 





Ideal for reception 
home rumpus rooms. 

ARD's DeLuxe Quarter Circle Booth No. 635-L, Genuine Formica 
Top Table No. 105/4-BC, new Black-and-Brass Chair No. 1207-8. 
Catalog prices: Booth $105.00, Table complete $39.10, Chair 
$16.50. Usual dealer discounts. 


SEND FOR NEW ARD CATALOG No. 17 


Benches, Booths 
quality 


rooms, rest rooms 


showing latest 1958 styles in Lounges, Wall 
Tables, Costumers, Lecterns, etc. Tor 
rompt shipment. 


Chair: lowest prices 


We sell thru authorized dealers only. A few choice ter- 
ritories open — yours may be one of them. Write, phone 
or wire for information. 


4 
ZETA MANUFACTURING CO., INC. 


13 VINE STREET 





EVANSVILLE, INDIANA 





NEW Phone Amplifier 
Frees BOTH Hands! 





Tel-O-Master 
New Improved Model 


® Amplifies incoming message 

® Completely PORTABLE 

@ NO INSTALLATION required 
Completely automatic and portable; no installation or 
electrical connections; powerful transistors operate on 
Mercury long-life batteries. Compact unit finished in 
handsome natural mahogany. New low price only $49.50. 


Dealerships available now. 


fishes 


Fisher Research Laboratory, Inc. 
Dept. OA-1, Palo Alto, Calif. 
Electronic Instruments Since 1932 
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A Worthwhile Profit-Maker! 
A Sure-Fire Door Opener! 








“RIP-PROOF” 
INDEX SHEETS 


Binding Edges Reinforced With 
Dupont's MYLAR*, The Tough- 
est of Plastic Films! 

@ Prevents The Holes From 
Wearing, Tearing, Ripping, 
Pulling Through! 

@ Assures Triple Life 

@ Is Thinner Than Cloth or 
Meta! Reinforcement 

@ Yet, Rip-Proof Indexes Cost 


| PROOF 
4 leudewe 


* Dupont's Registered Trade Mark 




















For its Polyester Film No More! 
} / 
v— cin — 





TESTS PROVE 2 TO 5 TIMES MORE STRENGTH In 5026 tests made, the 
old fashioned style of Index, with reinforcement of paper, metal or 
cloth, pulled through the rings at 6 to 14 Ibs. pressure whereas, RIP- 
PROOF Indexes required 28 to 34 Ibs. 


FREE: Write Dept. OA For FREE SAMPLES, 
PRICES And Test For Yourself! 











426 S. Clinton Street, Chicano 7, Ill. 
Plants in Chicago, New York, California. 



















OUR 
BUSINESS 


Bookcase 


Quality production, , 
dependable delivery, ° RONUIE 
engineering, and layout ~ 

9 


service available to help . namtervneus coapentt 
plan a more efficient ° P. O. Box 13266 

. , ; Dallas 20, Texas 
shelving installation. 


See your Frontier dealer or write for descriptive catalogue. 
















of Columbian Art Works plant will 
bring facility to 66,000 square feet of usable floor space. 


Proposed Expansion 


Columbian Art Works to Add Space 

Columbian Art Works, Inc., today announced plans for new 
storage facilities boosting the company’s total usable floor 
space to 66,000 square feet. 

Construction of a one-story brick building is now under way 
at the company’s sales, manufacturing and executive offices, 
2300 W. Cornell St., according to T. W. Norris, president of 
the 98-year-old firm 

“The creation of additional storage space is part of a long- 
range expansion program, and will permit Columbian to use its 
present manufacturing facilities to optimum advantage,” Mr. 
Norris explained. 

The new 4,000 square foot storage building represents the 
second addition to the Cornell St. site since the company trans- 
ferred its operations there in 1947. Over 12,000 square feet of 
manufacturing space were added in 1949. 


Monroe, La., Firm Increases Capital 


The Standard Office Supply Co. of Monroe, La., 
ing its authorized capital stock to $200,000. 


is increas- 






= 


CHOICE OF AMERICA’S TOP 
CORPORATIONS FOR KEY CONTROL 


Put system into key handling with Telkee. Well- 


conceived systems are a must with top corporations 


today, and their first choice is Telkee. 


WHAT IS TELKEE 
Telkee is a sensible, easy-to-use system for keeping 
track of 100’s or 1000's of keys. Because of three-way 
indexing, absolute control of every key and duplicate 
is guaranteed. Telkee saves time and money because 


it is the automatic key control system. 


GET FULL FACTS NOW 
Study the story of Telkee and see how it will solve 
your key problems. Obtain full facts today without 


obligation. 


Dept. U28 


The MOORE KEY CONTROL® Systems 


P. O. MOORE, INC. 
A SUBSIDIARY OF SUNROC CORPORATION, GLEN RIDDLE 






PA 
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Hedges | 
puts EFFICIENCY | 
into daily routines 







“DANDY” — 
BOX FILES 














AGATE 
CARD TRAYS 






HEDGES m™Fac. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 






























L. P. goes to great 
; length to make 
= 
you a better 
: piano 
hinge 
Where smart appearance and _ service 
count most, the rugged, king size LAKE PARK alumi- 
num or steel piano-type hinge is superior. Many office 
products from petty cash boxes to steel cabinets can 
benefit from the low cost, easy installation, smarter de- 
sign, and sales appeal that go with Lake Park quality- 
built piano hinges. Full length piano hinges come in 
81”, 84”, 87” and 96” length. A 6” STAINLESS STEEL 
piano hinge is also available. ‘ 
If you use hinges on your products consider a swing 
to L. P. piano type; thereby hangs a sale. Write Lake 
Park today! if = 
' “i 
: 4} 
L. P. means Loke Park 
L. P. means Longer Performance 
ms LAKE PARK 
METAL STAMPING, Inc. 
1221 Velmo Court 
YOUNGSTOWN, OHIO 
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DESIGNED FOR BEAUTY... 
FOR DUTY = 


BUILT 
















AKAY HOLD-A-BOOK for office, 
classroom, laboratory. Sturdy wire and plastic. 
Decorator colors.:Priced to,retail at 98c. 


SELF-SERVICE IMPULSE 
PACKAGING 


AKAY MEMO-MASTER in new 
colorful visible packages, 75- 
foot paper roll, pencil and 
pencil holder, rubber feet and 
holes for hanging. Priced to 
retail at 98c. 


AK AY CORPORATION Division of Hauser Products Inc 
4034 North Kolmar Avenue Chicago 41, Illinois 
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lite) 4-1 aa (on he) 
Illustrated 


y“bhaesesthale 
No Smoke— No Odor 











SEE OUR BEST SELLERS . Write for Illustrated 
AT THE N.O.F.A. EXHIBIT Catalog and Prices of \ 
eet Complete Line. \ Office Engineering and 





.\ \ Office Organisation 
| | \ the greatest display in 
Ty |) the worldinHall 17 


] a a GERMAN INDUSTRIES FAIR 
“7 7 7 'WANNOVER- 27 APRIL- 6 MAY1958 


SHH LS” For further particulars please apply to: 


WZ GERMAN AMERICAN 
TRADE PROMOTION OFFICE, 
Suite 6900, Empire State Bldg., 

111 Pioneer St., Brooklyn 31, N. Y. 350 Fifth Avenue, New York 1, N.Y. 
























MORE 
PEOPLE 
BUY 


MARKING DEVICES. 





THAN 
ANY 
OTHER 


ICAN CHAIR COMPANY 
IBOYGAN WISCONSIN 

ment of chairs and occasional tables. Write for catalog. 

lays:  CHICAGO—Spoce 1650, Merchandise Mart 

prative Arts Center, 305 East 63rd St. (9h Floor) 

cayne Boulev BOSTON—92 Newbury Street 

= #558 Western Mdse. Mart, 1355 Market St. 











LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 13 
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Remodeling Job in Big Springs, Tex... . 





Thomas Typewriter & Office Supply in Big Springs, Tex., re- 
cently remodeled its entire display area. Self-service shelving 
by Frontier Mfg. Co. was used to display and hold merchandise 
along the walls, and island self-service units were employed to 
of supplies. Typewriters and business machines 
yn display on new shelves 


hold a variety 
are also « 


Paper Mate Founder Heads Evershare, Inc. 


Eversharp, In 





has announced the election of Patrick J. Frawley, 
chief executive officer and a director. Mr. Frawley 
founded the Paper Mate Pen Co. in 1949 and served as president 
iid to Gillette Co. in November, 1956 
has been managing his private investments 

Eversharp, Mr 
Young, who resigned last May 


Jr. as president 


until it was s¢ Since then he 


As president of Frawley succeeds Fred J. 
Thomas J. Welsh, executive 
vice-president, had been serving as chief executive officer and 


hief administrative officer 











Why not 
build for 


AUTOMATIC 
RE-ORDERS? 


A lot of your items are one-time sales. But if 
your customers are using a system, reorders 
become automatic. That’s the beauty of the e 
ACCO system of filing. You sell a 
group of related items—Acco Fas- 
teners, Accobind Folders, Accopress 
Binders, Acco Punches—and repeat 
orders come in regularly, in quantity, 
without further effort. 


Acco is advertising nationally to help you 
sell the Acco system and Acco products. 
Show your customers Acco’s advantages and 
you'll get better volume, better turnover, 
































ee better profits! BS : 
: ACCO PRODUCTS & 






A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 

In Canada: 
Acco Canadian Co., Ltd. 








Quality Papers at 
Competitive Prices! 


The Stationer’s Complete Line 


* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


Special Quotations on 
Board of Education 
Requirements. 

Send for Price List Today! 


MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, lil. 
Branches—3200 Main Street, Dallas, Tex. 

1647 Blake St., Denver, Colo. 
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everything 


*« Hale’s three new 


1100 groups now give 
your customers the 
widest design choice . . 
custom-built ap arance 
at down-to-earth prices. 


In shaped wood legs, 
tapered brushed brass 
legs or box base, the 
1100 series will fit 
perfectly in any 
modern office. 


IMlustrated: 1148 
Winthrop with 
shaped wood 
legs. Sketched: 
New Yorker box 
bases placed 
end-to-end. 


Have you seen Hale 
traditional cases in 
sectional and solid 
end... or the dra- 
matic 1000 line 
series? Write today. 


HERKIMER, NEW YORK 


INDUSTRIES, INC 
pivision on vt. Afahe MANuractuaine 
_— 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS .. . 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 
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Bilve ow" : LA 
Matt Bee BSaowes cone ¢ 
s ashing 2 
qaer ST Catalog Seeds: 
Write for ae90 se ° 
rite Wand LW x © 
covers ai aoe E 
LE &, 1968 
RG solists 
amBe Fling SAK Wh 
a . - 4 
, it looks like you can 
wre™ make a lot of money 


with the 


all new 


HASCO 


OFFICE 
MACHINE 
| STANDS 











Remember... 
HASCO makes 
an office machine 

stand for all 

the office 
machine needs 
of your customers 


4 WRITE US 
S| TODAY 
FOR COMPLETE DETAILS! 


manufactured ond 
guaranteed by 


ota: Pa Oe >i CD >) = Ga Ot © 





308 So. Fourth St. « 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 


St. Lovis 2, Missouri 
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WANT ADS, Continued from page & 














numbers for our quotations. L. A. Pearl Co., Dept. OA, 140 West 
42nd St., New York 36, N. Y 
ELLIOTT-FISHER and Sundstrand Machine ctromat Typ 
writers, Adders, Calculators, and all office machines bought and 
d. Teeter-Warsh C 849 N. 3rd St., Milwaukee 3, Wis 
CASH FOR Addressographs, Elliott, Speedaumat, Multigrapt 
Multilith, Spirit Duplicators, Mimeographs, Varitypers. Quote best 
price, details. Saver, 1130 W. 7 Street, Los Angeles 17, Calif 
WILL BUY OR SELL — Addressograph, Speedaumat, Elliott, ad 
dressing machines and supplies. Also Pitney-Bowes, tying machine 
folders, sealers peners. Mailers, 40W. |5th Street, New 
York II, N. Y. 





ADDRESSOGRAPH PLATES (Alloys) Model VV-5300 T. S. Packed 





by Addressograph Company 250 per Box — 1!8 Boxes in Wooder 
Case (4,500 Plates) Weighs 100 Ibs. $18 per Case 5 Cases or 
More $15. per Case (Sample Available) Price F.O.B. Saver's Of 
fice Equipment Exchange, 1130 W. 7 St., Los Angeles 17, Calif. 


YOU SAVE? 


HOW MUCH DID 


11Z ON Page 


You’re a hero if you guessed the prices could possibly be this low: 


Costa Mesa #1200 Series desk sells for | $650] | $421 | 


n lacquer 


$233 





in wainut 


$340 





Costa Mesa #1000 Series desk sells for 


For all the answers, write on your letterhead to 

















N. Olive St., Anaheim 3, Calif 


Costa Mesa Furniture Co 








SIMPLIFIED SORTING 


for every office need 
with tae ACAMAacas PROFIT LINE 


The best answer to any sorting problem is a Kohlhaas Sorter 
or File. Outstanding in performance with easy, fast and accu- 
rate operation, each Kohlhaas sorter is flexible and compact— 
the result of more than forty years of leadership in this field. 
There’s a size for every standard office form and special sizes 
are quickly supplied to meet individual needs. Profitable . . . 
with excellent prospects for repeat sales too! 





ey : . > 
5 a “ pars. “ 
. ow oe 
_— =e Bs kat 
3 ' Po & 1 ek 
sy 5 ‘¢ ib 


~ _ ee Sane 


WRITE FOR CATALOG, DISCOUNTS AND INFORMATION 


THE Kehlhans COMPANY 


8012 S. CHICAGO AVE. © CHICAGO 17, ILL. 


‘ 
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FINEST EASEL ON THE MARKET 
— with a good profit for you! 


Chart-Pak easel is lightweight (floor model less 
than 12 Ibs.; desk model less than 8 lbs.) but 
sturdy, versatile, and handsome in appearance. 
Sets up in seconds, stands firm and steady, can be 
used standing or sitting, accommodates cards, pads 
or flipover presentations. 

Practically every firm you call on is a prospect. 
Attractively priced, and with an interesting profit 


vyicture for you. For full details, write 
} ] il rite lhe 
CHART-PAK, INC. 


2535 River Road, Leeds, Mass. —— 








1S mart of 
new sensational 


on Clarin chairs that will open new doors 
and help make new sales for you! 


atc 


MANUFACTURING COMPANY 
4640 West He 44 Wire 





Write or call for information today! 








TAPE PRINTERS FOR THE TRADE SINCE 1937 





THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 


Typewriter Tools—Parts—Supplies 2 


a Siam 6 rolls up 
: Ames Supply Company | | se MST Stn an ih 





— (Vw 























ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. | - « « from 10 rolls up 

CHICAGO NEW YORK Supplying Jobbers from week service. OPEN NEW 
564 W. Randolph St. 37 Murray St. coast to coast since 1937. ACCOUNTS BY SELI- 
DALLAS SAN FRANCISCO Specialist in short runs, 2 ING PRINTED TAPE. 


1232 Crampton St. 545 Mission St. | Sample folder and price lists om request. 
AGENTS IN ALL PRINCIPAL CITIES 


1832 WESTWOOD AVE 








CINCINNATI 14 OHIO 








Terma | BEACH'S ww SUMMARY 


y For Finest Quality = for INCOME TAX Returns 
0 Jor the Broadest Line anes The best answer: this Monthly Form for 


CONDENSED reports of travel expenses in as 
of Rubber Stamps = many copies as desired. Pads of 50 sheets. —_ 


and Marking Devices 








Also — sell more BEACH Expense 
BOOKS now .. . handiest for keep- 
ing complete on-the-spot daily rec- 


Write for your co 
y Py ords, that verify and give sure pro- 


of our new catalog No. 80 








N | tection. Sell the LEADER! 
for All Samples and Prices, write 

y FaymuA DIV., Bankers & Merchants, Inc. | BEACH PUBLISHING CO. 
| 


3229 North Sheffield Avenue . Chicago 13, Illinois 19829 W. McNichols Rd., Detroit 19, Mich. 
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_DISPLAY-SELL Slencils 
“Fhe Only “Write-in” Bookmark Pencil 


he “EXTRA” Sale That Makes The Profit Difference 








Superior Selling Features Eye-Catching Display 
Coin-thin — Jewelry Quality. Won't Requires only small space. Ad- 
d book bindi Cli J just for best angle. Pilfer — 
amage 00 yindings. Jp clings Proof, Can be used flat in case. 
firmly to thin pages. Has concealed 
eraser — extra leads. Choice of six FOR COMPLETE DEALER PROGRAM 
popular colors. Propels —_ Repels WRITE THE SLENCIL co 
Guaranteed mechanically perfect. 200 FEDERAL ST., ORANGE, MASS. 

















we W MUTUAL TWO HOLE PUNCH 


loaded with selling features 


1. Contoured handle 

2. Positive punch lifters 

3. Gauge with indicator and lock 
Easy-out confetti tray 

5. Rubber no-slip no-mar pads 

6. Hardened ground steel punches 
7. Rigid steel chassis 

8. Bright parts nickel plated 

9. Dove-grey finish 

10. Handle hold-down for 


desk-drawer storing No. 50 List $3.95 


Two holes, 2%", Center to 
O O Center, Individually Boxed 


PRODUCTS CO., INC. 33a Barber Ave., Worcester 6, Mass. 





> 

















SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 


lets 


WRITE FOR CIRCULAR 


pa, 
7 V4 












33 € McWHLLIAMS $7. 
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Modernize those typewriter key- 
boards with the spring-cushion type- 
writer key with the new shaped top. 


* * 5 


ORDER TODAY! 
ADD THAT EXTRA PROFIT! 








order | 


MASTER SPEED KEYS | | 


with the NEW LOOK specifying make and model of typewriter 


268 A Ch Street 
SPEED KEY CORPORATION brookiyn 33. New York | 





Variable Taper Model 
taper you want 
SHORT  —— 


LONG —<—s 


RW —<cH 
BETWEEN 





Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers “Dealer Con- 
scious’ and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, WY. 





is! LEAD POINTER 


For Perfect Lead Points 
BLUNT TO HAIRLINE 


Standard Model gives you points 
up to %” long without breaking. 
Just insert lead and rotate lid. 
Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 






You Dial the 






















ELWARD MANUFACTURING CO. 


BAKER STREET, COLOMA, MICHIGAN 





ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 te 13 
step heights, and 4 widths. 








Send for Circulars 42-OA (Woed) & 56-OA (Steel) and Dealer Discount. 


Manufactured by 


D. COTTERMAN “” “citcxco"s0" “* 
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Your customers will like the 
beauty, design and mobility of 
Shepherd ers. They roll easily over 
carpeting and protect against surface 
wear 


Shepherd's new caster concept does 
away with conventional yoke and ex- 
posed axle. Totally enclosed, perma- 
Model 111 metal tread mently lubricated and guaranteed not 
retail priced from to clog or jam. 
$7.95 in sets of 4 Build your sales volume with the 
fast turnover of Shepherd Casters. 
Available in a variety of standard 
adapters and in three decorator fin- 
ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


wodet 171 rusver SHEPHERD CASTERS, INC. 


tread retail priced P.O. Box 472, Benton Harbor, 
“U.S. Patent No. 2539108 from $8.75 in sets of 4 (ls Canada: Shepherd Casters Canada Lid., Torents, Onteris) 


* 
sul You can earn good 
commissions selling 
our complete line 
f books, ket 
PA Ss U P TH 0 SE aots cal pre : 
savers, and other 
E X T R A nae to financial 


COMMISSIONS Jan 




























Write for Information 





Write for Dealer 
Literature & Prices 


HARDBOARD FasricatTors, inc. 








59 BRANCH ST e $7. (tOUtRe 


STAND-BY cera PLASTIC COVERS 


TYPEWRITERS © BUSINESS MACHINES 
* Fits any typewriter up 


Hold All Copy Securely 

; to 14” carriage 
* Fully elasticized to 

hug the machine 

* Fully dust proof 
* Made of top quality 3 

R mil vinyl 
PER 
‘ $3 50 DOZEN 


PRICE f.o.b. Miami 
16°W « 12°H o"W x 16°H 


. wee =| 9. ROSS CO. 


[MR TIS-YOUNG CORPOR " 
STAID ttn - a oe 4115 Prairie Avenue Miami Beach, Florida 
10 West th Street ew York Y bie . N 





© Patented Knee-Action Grippers 
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MARKILO eS 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched: card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markilo 
902p S. Wabash Ave. Chicago 5, Ii. 
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National Sheet Protectors 


MADE OF ; 
Pont’s Transparent Mylar’ 


% 





Available in 2 thicknesses... 


No. 16-681 .0015 gauge — for greater capacity and economy 
No. 16-781 .0O2 gauge — for the ultimate in strength and 
transparency 


Here’s a transparent film so strong it can actually support an 
automobile in suspension! It’s MYLAR — DuPont’s new polyester 


film offered by National Blank Book Company as sheet protectors. 


Tell your customers it’s practically impossible to tea: 

Mylar and that its lack of weight and bulk permit 

accommodation of up to 50% more material in a ring binder. 

Yes, and Mylar stays crystal-clear despite repeated handling. 

Neither moisture, temperature or age affect it. For every customer 

who seeks protection of sales presentations, reports, displays, 

photographic albums and other material, National’s Sheet : 


Protectors made of Mylar are clearly and strongly the “‘buy”’! 






DuPont’s registered trade mark for its polyester film 





Write for literature and samples 


SOSH SH EEE THEHEHEEEEHEETESESEEEEEEEEEEEEEEEEEEEEEE HEHE EE EEEE 






NATIONAL BLANK BOOK 


NATIONAL COM PANY 
— Sy Dept. 33, Holyoke, Mass 


Please send literature and samples of National Sheet Protectors made 
of DuPont’s Mylar 


Name 

Company 

Street 

City Zone State 


COPS HHHSHESHESESESEESES ES ESE ESESES 


SHEESH HEHEHE HEHEHE HEHE, 


SOSH HEE EEEESESETESHEEEEEEEEEEEE EEE EEE EE EEE EEEE 
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“Y&E" Steel Partitions—in 3 stand- 
ard heights, 11 different lengths. 





PLUS... 


37 models of machine 






or secretarial desks 
Microfilm cabinets 
Sort-O-Mat 

Drawer Files 
Bookcases 


Filing systems 
and supplies 





New “Y&E"’ 
ProeDilt 
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Write for all the details. 
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Counter Files 















New “Y&E"’ Mod-U-Ell 
desks and Credenzas — 











over 100 combinations. 





















4 lines of desks 












All lines of “Y&E"’ office furniture 
and equipment fit together for a 
complete and efficient office. 






WawMan & ERBE MFG. CO., INC. 1015 JAY STREET + ROCHESTER 3, N.Y. 
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GREAT 
CONQUERORS 


Model 76A— AUTOMATIC ELECTRIC 
Exclusive automatic start-stop, plus 8 other out- 
standing features. Runs 110 copies a minute on 
varying weights of paper from 3x5 to 9x14 in. 
SENT. daaiebsbbitatnainteiaitariddinttnbeicsncecesenisnrreceeesso OOD 


Model 76B— AUTOMATIC ELECTRIC 


Same features as above, plus selective 11 and 14 
inch cylinder stop, an advantage where 11 and 14 
inch masters are used interchangeably..$324.50* 
Model 70—HAND OPERATED 


All the features and advantages of the above 
models except electric drive and controls.$214.50* 


*Plus Fed. Excise Tax. 
Higher Quality Products Since 1903 


he 





The Heyer Corporation 


1852 S. Kostner Ave. 
Chicago 23, Ill. 


OFFERS 






These Heyer features assure positive op- 
eration, superior performance and top 
quality results. 


Nor C Ease-of-Operation .. . 


New finger-tip controls make it easy for 
anyone to produce 300 to 400 excellent 
copies of anything typed, written, drawn 
or traced on a master sheet—110 copies a 
minute—5 colors at once—at a fraction 
of a cent per copy. 


Uses for Spirit Duplicating 
Mor C than Ever Before! 


New Heyer All-Purpose Art Supplies en- 
able anyone in office, school, church, store 
or club to letter, shade and illustrate 
spirit masters. These Heyer “extras” make 
professional master preparation quick 
and easy—extend the use of spirit dupli- 
cating greatly. 











